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Phantom Freight Seen 
As Key Senate Target; 
Fall Hearings Weighed 


By William Ullman 
Washington Correspondent 
iy7 ASHINGTON. — A Senate unshrouding of phantom 
freight this fall was a strong possibility here last week. 
The last chance for legislation this session on phantom 
'freight—and on bootlegging®— 


and territorial security—died 
July 14 when a House Inter- 


state and Foreign Commerce sub- 
committee voted to postpone action 
on these NADA-supported 
measurers. 

Interest in phantom freight, how- 
ever, is being kept alive by the 
Senate Interstate and Foreign Com- 
merce subcommittee on automobile 
marketing practices. This group is 
headed by tough, practical] A. S. 
Mike Monroney, Oklahoma Demo- 
erat. 

* « * 

a have been reports here 

that the Monroney subcommit- 
tee investigators are more intrigued 
with alleged freight-charge mis- 
practices than with any other 
phase of factory-dealer relation- 
ships-or automobile marketing. 

That is because, if the alleged 
freight misconduct really exists, 
the ill results would fall squarely 
upon the car-buying public. Ac- 
cording to one shrewd observer, 
phantom freight thugs would pro- 
vide an ideal starting point for 
Monroney’s group. 

David Busby, special counsel] for 
the Monroney subcommittee, said 
last week that he is “still study- 
ing” the situation and that an 
initiation date for hearings had 
not yet been set. 

It is believed that the’ favored 
time is sometime between adjourn- 
ment of the present session and 
convening of the next. It looks now 
like the most logical time is late 
fall. 

* ” 7 
ane final tabulation of replies 
to the NADA questionnaire cir- 
culated in mid-April undoubtedly 
will have an important bearing on 
what the Monroney subcommittee 
May do. 

The NADA quiz, in its 31 ques- 
tions, covered such related topics 
as credit regulation, dealer profit, 
bootlegging and factory - dealer 
relations. 

It touched only briefly on phan- 
tom freight, in this question: 

“It is said that in many cases 
you are required to pay freight on 
the basis of an assembled new unit 
being shipped to you from the De- 
troit area, whereas actually the ve- 
hicle may have been assembled 
much closer to your place of busi- 
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ness. Do you think that such a 





practice is in the public interest?” 
* * * s 

pees legislators—and some per- 

sons in the auto industry—be- 

lieve that the Monroney group 

should send out its own ae 


(Cqntinued-on-Page-8, Col. 5)... 
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New Plants Keynote Chrysler Expansion Program— 

Bodies for Chrysler and Imperial cars and automatic transmissions for all Chrysler Corp. vehicles soon will be pouring 
from these facilities. At left is nearly-completed $20 million body plant for Chrysler division on Detroit's East Jefferson Ave., 
featuring a new enclosed conveyor belt across the thoroughfare. Sixty percent completed is the transmission plant at Kokomo, 


nd. shown from air. It is to enter production this fall. 





GM, Ford Step Up Weekly Rates . . . 


Car OQ 


——-sevén-month total of 4,926,500 as- 


Staff Writer 
sis by General Motors and its 
Chevrolet division, car produc- 
tion jumped to 170,709 units last 
week, highest weekly outturn since 
the week ended May 21. 

Last week’s output was 167.1 per- 
cent of Automotive News’ three- 
year index, as compared with 164.1 
percent on the previous weeék’s 
167,465 cars. 


The continued record-breaking 
output at GM and near-retord 
performances at Ford Motor Co. 
practically assured the makers 
of 670,000 assemblies for the 
month, highest July output in 
the history of the industry. Pre- 
vious best July outturn was the 
601,005 cars rolled from the lines 
in 1950. 

If the July estimate is attained, 
it will give the manufacturers a 


semblies, or nearly 200,000 more 
cars than have been produced dur- 
ing the average 12-month period 
over the last 10 years. 

It also would leave the manufac- 
turers only 73,500 units short of 
the five millionth car of 1955, a 
|feat that should be realized on 
Tuesday, Aug. 2. The corresponding 
car in the record production year 
lof 1950 rolled off the lines during 
| the first week of September. 

Aiding GM the most in setting 
@ new corporation production 
mark of 92,346 cars last week, 
was Chevrolet, which built an es- 
timated 48,800 cars. Chevrolet’s 
output erased its previous high 
of 43,408 units during the previ- 
ous week. The corporation’s for- 
mer hijgh of 91,940 units was set 
during the week ended April 30. 

The production of 10,102 trucks 





An Ear to the Ground... 


. . . turns up surprising 


new developments for, and 


growing public interest in, the approaching 1956 car 
models. The Page One story will tell you when they’re 
due and a few things about them. Then turn to: 


Page 6 for articles 


on New England buyers’ 


mounting curiosity, an expert’s forecast on 


safety features and 
a dealer preview. 


Lincoln’s preparations for 


Page 2 for a peek beyond 1956—for a rundown 


on what future engineering trends will mean in 
terms of sales dollars. 


Engineering highlights, Page 17. 
new-car prices, Page 36. 


New-car, truck registrations and 
Used-car auctions, Pages 


4, 38. Production by makes, Page 45. 


1956 Model Season Off to an Early Start 


By Bob Sheldon 
Associate Editor 

RRIVING with an unaccus- 
tomed suddenness this year, the 
new-model season is already upon 
the auto industry, although the 
public won't get in on it for another 

six weeks or so. 

Opening fanfare of the 1956-car 
announcements will be sounded 
in Detroit today (July 25) when 
Lincoln shows dealers its all-new 
entry in the luxury market. 

_ The '56 Lincolns are slated to 
_ take their place in dealership show- 
_ fooms early in September. All other 
Makers hope to have new models 


on sale before Christmas flattens 
pocketbooks, with October and No- 
vember shaping up as the busiest 
months. 

* * * 

HERE will be a multitude of 

dazzling new features to set 

buyers’ tongues awagging, but ma- 
jor design changes will be compar- 
atively scarce. Only the Rambler 
and the revived Continental, along 
with Lincoln, will sport entirely 
new body shells. 

In keeping with the publicity 
being given this topic, there will 
be an unprecedented emphasis on 
safety devices in the ’56s. And, as 


usual, other large and small-scale 
changes will add to appearance 

and comfort. 

The real “sleeper,” however, is 
likely to be—of all things—colored 
grilles, constructed of die-cast alu- 
minum. Such a departure from tra- 
ditional brightwork, if indeed it 
does materialize, could generate 
sensational word-of-mouth reaction 
even in these color-saturated days. 

+ 7 * 
T LEAST two makers are con- 
sidering the use of colored 
aluminum in exterior trim. Anodiz- 
ing problems of uniformity and 
(Continued on Page 6, Col. 1) 
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put Sights Peak July 


the previous week also gave the 
Chevrolet a new alltime high of 
53,510 vehicles. Its previous high 
of 52,841 cars and trucks was set 
during the week ended April 30. 

* 


LDSMOBILE also moved near 

record-breaking levels last week 
as it turned out an estimated 15,140 
cars, or only 71 units short of its 
alltime high of 15,211 cars during 
the previous week. Buick upped its 
output slightly to 18,206; Cadillac 
remained steady in the 3,200-car-a- 
week bracket, and Pontiac con- 
tinued to produce on its 12,000-unit- 
a-week level. 

Ford Motor Co. continued to 
produce slightly more than 26 per- 
cent of total industry output de- 
spite the fact that its Lincoln divi- 
sion has been down for change- 
overs for more than two weeks. 

Ford division continued to as- 
semble cars at a near-record clip 
as it produced 35,570 cars and 
Mercury jumped output to 9,420 
units last week. The two divisions 
gave Ford Motor a production of 
44,990 cars last week, a 382-unit 

(Continued on Page 45, Col. 1) 


Fewer Choices, 
Discount Pinch 
Hamper Cleanup 


By Robert M. Lienert 
Associate Editor 

As’ NEW-CAR dealers swing into 

the cleanup season this year, 
some express fears that the very 
factors that have helped to push 
sales to record levels may turn into 
major snags in the clearing of in- 
ventories. 

Among these factors are the 
myriad exotic colors, far-reach- 
ing styling changes, souped - up 
engines, a wide range of power 
options and—not the least—dis- 
counts. 

Some dealers say that a strange 
psychology grips buyers at cleanup 
time and turns these sales-boosters 


into drawbacks. 
* 


ACTUALLY, the ose to all clean- 
up dangers—real or imagined— 
appears to be linked to the moun- 
tainous inventories. Never before 
have dealers had to unload so many 
new cars jammed in vacant lots, 
warehouses and behind farmers’ 
barns. 

Dealers who don’t normally 
stampede in the face of overly 
ample stocks are inclined to be 


a bit edgy this summer and to 


(Continued on Page 8, Col. 1) 
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“New Body Plant 


+ 

Raises Chrysler 

- * e o 
Division Sights 

By Pete Wemhoff 
Editor, Automotive News 

A REVOLUTIONARY body facil- 

ity costing $20 million—which 
President L. L. Colbert said “is 
just part of our plan to help Chrys- 
ler Corp. get a bigger share of the 
expanding economy”—was unveiled 
last week at Chrysler division’s 
East Jefferson plant in Detroit. 

The new plant, representing 
the largest single expansion in 
the division’s history, will in- 
crease productive capacity by 40 
percent to a maximum of 1,200 
cars a day, said E. C. Quinn, 
president of the division. 

When 1956-model operations are 
begun in mid-August, following a 
shutoff on ’55-model output today 
(July 25), there will be capacity 
for 1,200 bodies in the Kercheval 
plant and another 400 in the Jeff- 
erson final assembly setup. Previ- 
ous body capacity was about 1,200 
at one time. 

Final assembly operations will 
begin in the latter part of August, 
Quinn said, with new-model an- 
nouncement shortly after mid- 
October. 

* * * 

Ts new body plant will have 

three separate lines for Chrys- 
ler cars, one devoted entirely to 
the Imperial line which will get 
special treatment on paint. DeSoto’s 
station wagon bodies will continue 
to be processed in the Chrysler di- 
vision’s body setup. 


The new painting process to be 
(Continued on Page 41, Col. 1) 


Top Cars 


New-car registrations for five 
months, plus six states for June: 
1955 Pos. Make 1954 Pos. 

1—615,357 Ford 557,342— 2 
2—612,126 Chev. 564,566— 1 
3—319,744 Buick 213,247— 3 
4—287,586 Plym. 178,586— 4 
5—243,724 Olds. 156,344— 5 
6—221,311 Pontiac 151,221— 6 
I—146,103 Mercury 127,365— 7 
4—123,503 Dodge 65,844— 8 
9— 71,906 Chrysler 47,730— 9 
10— 63,577 Cadillac 43,458—10 
11l— 52,860 DeSoto 34,674—13 
12— 44,664 Stude. 40,663—11 
13— 37,876 Nash 35,832—12 
14— 22,065 Packard 19,947—14 
15— 19,712 Hudson 13,933—16 
16— 12,652 Lincoln 16,415—15 
17— 3,836 Willys 1,996—17 
18— 1724 Kaiser 4,007—18 
17,197 Misc. 11,005 
Total All Makes 
2,916,523 2,290,265 

Further details on Page 36. 
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Roosevelt Report Favors Three-Year Gas Leases... 


One-Year Sales Pacts Ripped 


WASHINGTON. — A House sub- 
committee on small business, after 
lengthy hearings on the oil in- 
dustry, has inferentially condemned 
the one-year franchise or lease 
such as many auto manufacturers 
and oil companies grant to their 
dealers. 

The subcommittee, headed by 
Rep. James Roosevelt, California 
Democrat, recommended that the 
oil companies consider granting 
three-year leases. 

The recommendations also hinted 
that “other industries” would come 
within the scope of a further 
study of the “problems of small 
businessmen.” 

Roosevelt said that the record 
of the hearings, probing into 
“alleged coercive . . . practices 
by oil company suppliers against 
retail gasoline operators,” would 
be forwarded to the Justice De- 
partment’s antitrust division. 

The subcommittee found that 
“the lessee dealer needs immediate 


$114 Million Net 
Reported by AMC 


For June Quarter 


DETROIT. — American Motors 
earned a net profit of $1,592,307 in 
the quarter ended June 30, presi- 
dent George Romney reported 
Thursday. This compared with a 
net loss of $3,848,667 for the cor- 
responding period a year ago, when 
Hudson operations were reflected 
for only the two months of May 
and June, after the Hudson - Nash 
merger took place. ! 

Both figures are after tax adjust- 
ments. Before such tax adjust- 
ments, profit for the 1955 quarter 
was $3,213,307, compared with a loss 
of $6,774,668 for the 1954 quarter. 

American Motors’ net loss for the 
nine months ended June 30, was 
- $4,522,171 after a tax recovery of 
$4,723,000. Sales for the nine months 
were $348,052,916. 

Sales for the June quarter this 
year were $137,139,847, against $104,- 
220,995 in the corresponding period 
@ year ago, when Hudson results 
were included for only two months. 


Lone Star Shifts 


Duties in Family 


DALLAS.—W. D. DeSanders has 
acquired a majority interest in 
Lone Star Olds Cadillac Co., Dallas, 
one of the coun- 
try’s largest Cad- 
illac distributor- 
ships, and N. J. 
DeSanders, 
founder of the 
company and 
father of the new 
president, has 
moved up to 
chairman of the 
board. 

Announcement 
that operational 
responsibilities had been transfer- 
red to the younger DeSanders was 
made following the sale of Village 
Cadillac, a Dallas suburban dealer- 
ship, by W. D. DeSanders to his 
brother, N. J. DeSanders jr. 


Olds and Chrysler 
Lead NASCAR 


DAYTONA BEACH, Fla. — Top 
cars in grand national stock car 
racing sanctioned by the National 
Assn. for Stock Car Auto Racing 
are Oldsmobile and Chrysler. 

More NASCAR points have been 
piled up by Oldsmobiles, but 
Chryslers have a better racing per- 
centage. 

Other makes, in order of cham- 
pionship points in the Top Ten, are: 
Hudson, Chevrolet, Dodge, Mer- 
cury, Buick, Plymouth, Ford and 
Packard. 


Dealership Sued in Row 


BEAUMONT, Tex.— Holley Mo- 
tor Co. and Ted Wilkinson have 
been named defendants in a suit 
for $25,500 damages brought by 
Louis Butke, who contends Wilkin- 
son struck’ him in the eye in the 
course of an argument over the 
sale of a car. 











and permanent relief to enable 
him to fullfill his role as an in- 
dependent businessman.” 

Present laws are inadequate to 
achieve this, it added. 

The group also found that the 


31.5% of Buyers 
In Motor City 
Lack Tradeins 


DETROIT. — A survey of 1,000 
new-car sales, conducted by the 
Detroit Auto Dealers Assn., shows 
that 31.5 per cent of the cars were 
sold with no tradeins. 

The 1953 model, most frequently 
turned in, accounted for 17 per- 
cent of the tradeins. Next came 
1950 models, 13.1 percent; 1951, 10.8; 
1952, 9.2; 1954, 3.8, and 1955, 1 per- 
cent. 

These figures reveal that 25.8 
percent of the tradeins are five 
years old and, with the “no-trade- 
in” deals, constitute 57 percent of 
the tradein market. Tradeins four 
years old and under represent 42.7 
percent of the market. 

The survey found that the trade- 
in pattern did not differ widely 
among makes. 

The high number of sales with- 
out tradeins was attributed by the 
association to the trend toward 
two-car families; the fact that buy- 
ers often sell their old cars them- 
selves, and that many buyers ap- 
parently have never owned a car 
before. 








practice of oil companies of selling 
to some dealers cheaper than to 
others in an effort to “meet com- 
petition” has fomented “price 
wars.” 

This, the subcommittee found, 
“results ultimately in eliminat- 
ing a substantial amount of price 
competition between and among 
both brand and off-brand gaso- 
line” dealers. 

The recommendations also asked 
the Department of Justice and the 
Federal Trade Commission to re- 
port to Congress “what further 
legislation is necessary in order to 
achieve comprehensive and per- 
manent relief” for the oil dealers. 
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Getting Good News— 


J. B. Wagstaff, DeSoto sales vice-presi- 
dent, points to a sales chart which shows 
‘55 sales soaring. L. Irving Woolson, De- 
Soto president, hears the news that sales 
are running 93 percent ahead of the first 
half of 1954. Wagstaff reports total sales 
for this year at 72,692, compared with 
37,736 last year. 





From the Engineering Section... 


Future Selling Slants 


A REVOLUTIONARY theory of 
engine combustion — leading 
possibly to compression ratios of 
as high as 19:1—is described fully 
in the engineering section of to- 
day’s Automotive News. The sec- 
tion begins on Page 17. 


The new concept, embraced in 
the diesel engine of Germany’s Dr. 
J. S. Meurer, is more than a talk- 
ing point. Engineers in at least one 
major automotive lab in the U. S. 
are working with the Meurer en- 
gine, and before long it may be the 
basis for the power plants you as a 
dealer will be required to sell. 





es 


Arnolt-Bristol Acquires a Top— 


A hardtop version of the Arnolt-Bristol sports car is on display for the first time | 





at i RS 


in America at Rootes Motors, New York. Combining an Italian body with a British 
chassis, the car has Bristol's two-litre, six-cylinder, overhead-valve engine which 
delivers 130 brake horspower at 5,500 r.p.m. Advertised price of the new model 
is $5,995, $1,000 more than the deluxe open model. 


Portland Sunday Sales Ban 
Killed by Judge’s Ruling 


PORTLAND, Ore.— This city’s 
controversial ordinance forbidding 
the sales of motor vehicles on Sun- 
day is dead. 

Circuit Judge Alfred P. Dobson 
has ruled the ordinance unconsti- 
tutional to end a controversy in 
which charges, counter-charges and 
lawsuits flew back and forth be- 
tween interested parties. 

Judge Dobson decided that the 
law was discriminatory in that it 


Dean Sells Ford Deal; 
Switches to Chevrolet 


COLUMBUS, O. — Roger Dean 
has sold his Ford dealership and 
has announced that he will] turn 
to Chevrolet in Columbus and 
eventually open 12 Chevrolet deal- 
erships in the Midwest. 

Dean exploited his switch by 
posting this sign in his show- 
room: “Roger Dean has switched 
to Chevrolet! Have you?” He 
also operates a Lincoln-Mercury 
deal in Athens, O., where he re- 
sides, and has interests in dealer- 
ships in Chillicothe and Spring- 
field, O.; Lexington, Ky., and 
Charleston, W. Va. 











restricted auto dealers in a way 
which did not apply to other re- 
tailers. 


He pointed out that no argument 
had been made that “there is in 
the Sunday sales of motor vehicles 
an economic characteristic justify- 
ing this type of regulation which is 
peculiar to motor vehicle sales and 
foreign to other types of retail ac- 
tivities.” 

The defunct law left in its wake 
a $50,000 damage suit against the 
Portland Automobile Dealers Assn. 
and various specific dealers. The 
action was brought by Charles A. 
Taylor, Milwaukie (Ore.) salesman 
for Joe Dobbins, Portland used-car 
dealer. 

Taylor, who was acquitted in 
Municipal Court on a charge of 
Sunday selling, alleged that the de- 
fendants caused his arrest and in- 
jured his name and reputation. 
After Taylor’s acquittal, John Rey- 
nolds, attorney for Dobbins, charged 
the city attorney with refusal to 
prosecute James Welch, who was 
a chief witness against Taylor. 

Reynolds stated that Welch, 
during his testimony, admitted 
that he had purchased cars on 

(Continued on Page 41, Col. 1) 





The Meurer engine again points 
up the fact that the advancements 
and selling features of tomorrow’s 
passenger cars are in the develop- 
mental stages in today’s engineer- 
ing laboratories. 

A forward-looking dealer will 
keep himself up-to-date on tech- 
nical, as well as merchandising, 
innovations. 

* * * 


pene the limelight in today’s 
engineering section is alu mi- 
num. This light-weight metal, al- 
ready used for many auto parts, is 


|coming into the picture on major 


under-the-hood components, ac- 


|cording to Kaiser Enginea@r Leo 


Swoboda. 


Engineering Editor John T. 
Benedict issues a warning against 
a group of promoters you'll be con- 
tending with more and more as 
seat belts move into the accessory 
field. His target is the fast-profit 
exploiter who is marketing un- 
tested and unsafe seat belts. 


Business 
Barometer 


Auto Production — 197,560 cars, 
trucks, in week vs. 122,941 year ago. 

Business Failures — 224 in week 
vs. 226 year before. 

Department Store Sales—Up 12 
percent in week from year before. 

Freight Carloadings — 652,680 
cars in week, up 14.6 percent from 
year earlier. 

Jobless Claims—282,600 in week 
vs. 344,100 year ago. 

New-Car Sales — 2,916,523 in 
1955 to date vs. 2,290,265 year be- 
fore. 

New-Truck Sales — 356,721 in 
1955 to date vs. 359,955 year earlier. 

Soft-Coal Output — 7,350,000 
tons in week vs. 5,348,000 year be- 
fore. 

Steel Output—94.3 percent of ca- 
pacity estimated vs. 65.3 year ago. 

Treasury Bills—1.620 percent per 
year discount vs. 1.606 percent week 
before. 

Used-Car Prices—$795 in July to 
date vs. $810 in June. 

Wholesale Prices—110.3 percent 
of 1947-49 index vs. 110 percent week 
earlier. 

- 2. * 


Common Stocks 
July July 
20 13 
9% 10% 
863%, 87% 
125Y%, 124 
4%, 
10 


47.22 47.17 


High 
13% 
90% 
128% 
4% 5 
10 15% 


Am. Motors 
Chrysler 
GM 

Kaiser 

S-P 


Average 





Oklahoma Dealer Denies 


He Is GOP Candidate 

OKLAHOMA CITY. W. C. 
Doenges, a Tulsa and Bartlesville 
(Okla.) automobile dealer, has 
branded as “ridiculous” a _ report 
that he will be the Republican 
standard bearer in an effort to 
defeat Sen. Mike Monroney in 
Oklahoma’s 1956 U.S. Senatorial 
election. 

A former candidate for governor, 
Doenges is the Democratic na- 
tional committeeman. 





Car Sales Pace 
Unabated in July 


Factories Continue 
To Report Records 


Dealers in several] lines are s' ill 
setting sales records. Here ere 
some of the latest factory sales 
reports: 


General Motors 


Retail sales of new General Mo- 
tors cars in the U. S. during the 
first 10 days of July reached an all- 
time high for that period. Presi- 
dent Harlow H. Curtice announced. 

New-car sales by GM _ dealers 
during those 10 days totaled 80,012, 
125 percent of the figure for the 
corresponding period last year, Cur- 
tice said. Used-car sales by GM 
dealers during the same period 
totaled 99,934, or 108.3 percent of 
the figure for the same 10 days last 
year, he added. 

Every GM car division—Chevro- 
let, Pontiac, Oldsmobile, Buick, and 
Cadillac—had record sales for both 
new and used cars during the pe- 
riod Jan. 1 through July 10. 


* * * 


Buick 


Buick reported retail sales of 
16,705 cars in the first 10 days of 
July, a record for that period. The 
previous record was 16,330, set in 
1954. 


* * * 


DeSoto 


DeSoto this year will exceed all 
previous sales records, according to 
J. B. Wagstaff, sales vice-president, 
who based his announcement on 
nearly doubled sales for the first 
half of 1955 over the same period 
last year. 

Wagstaff, in reporting a 93 per- 
cent sales gain to date, stated that 
total current sales in 1955 were 
72,692, compared to last year’s 37, 
736. This also was an improvement 
of nearly 13 percent over the pre- 
vious record six-month sales of 
64,478 cars, set in 1953. 

* * * 


Pontiac 


A new record in Pontiac new-car 
sales was established during the 
first 10 days of July when 12,675 
cars were delivered, an increase of 
74 percent over the same period in 
1954, Pontiac said. 

* * * 


Oldsmobile 


Oldsmobile dealers sold a record 
total of 561,732 used cars in the 
first half of 1955 and had 20.3 days’ 
supply of used cars on hand as of 
July 1. 

Oldsmobile’s record-breaking first 
half was climaxed by the sale of 
42,300 used cars in the last 10 days 
of June, breaking the former 10- 
day record by more than 6,000 
units. 

The used-car sales total marked 
an increase of 32 percent over the 
424,885 used cars sold in the same 
period of 1954. 

June used-car sales of 108,260 
used cars set an alltime monthly 
mark, 

Oldsmobile dealers sold 13,846 
new cars in the period July 1-10 as 
compared with 11,215 in the same 
period last year, an increase of 23 
percent. 


Fincher Cancels 


GM Stock Offer 


MIAMI, Fla.—The law has called 
a halt to a local dealer’s offer of a 
free share of General Motors stock 
to each buyer of a new car. 


Fincher Oldsmobile says it with- 
drew the offer when the Florida 
Securities Commission advised it 
there is a state statute against giv- 
ing stock as a premium. 

A company spokesman said the 
200 persons who bought cars dur- 
ing the three weeks the offer was 
in force will be able to keep the 
stock. 


2 for the Road 


DEARBORN. — Carl Johnson, a 
pipefitter at the Ford Rouge plant, 
travels a total of 168 miles daily 
from and to his home in Jonesville, 
Mich. He drives his new Thunder- 
bird one day, his new Lincoln the 
next. 
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N O ONE can have a logical argu- 
ment against a dealer’s cutting 
prices. Every industry and every 
trade should strive continuously to 
get their product to the public at 
the lowest possible price. To do so 
means We are expanding market 
horizons and making available our 
product to more customers. 

It has been established long ago 
that a dealer needed the current 
discount to do a good job in pre- 
paring the car for delivery and in 
servicing his owners promptly, effi- 
ciently and economically. 

He needs the discount, too, to 
cover the expenses of warehous- 
ing new cars and trading these 
cars, for which he pays cash, for 
used cars and notes. He also 
needs the new-car discount to 
absorb some of the loss of condi- 
tioning used cars. 

One must never forget our in- 
terest as dealers in the used-car 
market and used-car buyers. When 
we sell new cars at discounts or on 
long terms We are only interfering 
with the development of this great 
used-car market that is so neces- 
sary in any successful operation. 

If we have any discounts to give 
it should be to a used-car buyer. 
That market is three times as great 
as the new-car market. In fact it is 
the underlying basis of new-car 
sales. 
* * + 


Rude Awakening 


WE CAN’T object to a price cut 
merely on the basis that it is 
a price cut. Returns now coming 
in from dealers who sell price 
rather than value should be very 
discouraging to those who have 
gone the price route. 

The methods used by volume op- 
erators to give the impression that 
they are cutting prices are fast los- 
ing their effectiveness. Many such 
dealerships have already changed 
hands. 

Many of them, as a last resort, 
have changed management and 
those who continue with an ex- 
clusive sales strategy of price 
cuts will find a rather rude awak- 
ening. 

Many of the cars they have sold 
on long terms will come back as 
repossessions when the balance the 
customer owes exceeds his equity. 
Such dealers will find, too, that 
they have sold themselves out of 
the market by the use of long 
terms. 

How easy it is to run through 
his original capital investment is 
evidenced by many statements that 
your columnist receives. 

om ad * 


Family Disaster 


For instance, less than five years 
ago a family got together $100,- 
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Dealers tell me 


By John O. Munn 
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Territories Urged to Curb Bigness ... 


Call for Dealer Security 






000 to take on a contract. The op- 
erator had had previous experi- 
ence. He made money for a few 
years. Then the infectious price 
bug got the best of him. 

He got “sales happy” until bank- 
ruptcy caught up with him. His 
$100,000 was dissipated gradually. 
Of course he always floor planned 
for new cars. 

His first step in the process of 
going down the hill was to arrange 
a capital loan on his used-car in- 
ventory. This was followed by mort- 
gages against his machinery and 
equipment. His depreciation re- 
serves Were not set aside for re- 
placement. 

Then, in order to obtain cash, 
he failed to pay the Government 

withholding and Social Security 
payments on his employes. Ditto 
for his state unemployment tax 
as well as the sales tax. 

When he finally wound up he had 
not only lost his $100,000 invest- 
ment but, after legal fees were 
paid, there was not enough left 
over to pay the merchandise cred- 
itors. 

The $100,000 was gone and with 
it went the hopes and aspirations 
of the entire family. There was 
dire despair for everyone. 

* * x 

Opportunity Unlimited 
_ do I point this out? Simply 

to encourage other dealers to 
take a firm hold of themselves, to 
decide now to run their business 
not just as an outlet for some fac- 
tory but rather to fill honestly and 
sincerely the needs of automobile 
owners and buyers in the com- 
munity. And to do this not from 
the standpoint of new-car sales 
alone but of used cars and service. 

This case history that I have 
pointed out is not unique. In fact 
it is more general than any of us 
would like to believe. It is the fore- 
runner of a lot more to follow un- 
less we change our methods. 


The opportunities in this busi- 
ness are better than ever before 
and they will remain at a high 
level. More people are in the 
higher income brackets. The use 
of automobiles is more essential 
to our kind of economy. 

There are more owners to serve 
than ever before. We have the most 

wonderful new cars in history to 
sell. Let us not depreciate them in 
the eyes of the public by price ap- 
peal. Let’s not use sales methods 
that totally disregard the ethics in 
business or close sales by tricking 
the unsuspecting buyer. 

Such selling abuses not only 
come home to roost but render a 
disservice that will take the trade, 
in general, a long time to live 
down. 

We should rather act as high- 
class merchants in our community, 
merchants who sell a plus value 
with every car sold, a car that is 
properly conditioned, a car without 
a padded price or padded finance 
charges and a car as delivered by 
us that is fully worth the price that 
the manufacturer has established. 


06 Lansing Show 
To Be Staged in 


New Civic Center 


LANSING.—The first auto show 
to be held in Lansing’s new multi- 
million-dollar civic center and au- 
ditorium will be sponsored from 
Feb. 14-19 next year by the Lans- 
ing Automobile Dealers Assn., it 
has been announced by Harris 
Dean, association president. 

Wayne Foster, manager of Harry 
Smith, Inc. (Dodge-Plymouth), will 
be general chairman of the show. 

The Lansing group, which helped 
sponsor outdoor auto shows down- 
town in 1953 and 1954, met opposi- 
tion in planning a street show this 
year and delayed plans for another 
event until the new civic center was 
completed. 





WASHINGTON. — Territorial se- 


curity is insurance against further | 


concentration among both dealers 


j}and manufacturers. 


So argues Charles M. Hewitt, a 


business instructor at Indiana Uni- | 


versity, in a 29-page defense of 
territorial security submitted by 
NADA at the recent House hear- 
ings on dealer legislation. 
Pointing out that the dealer 
franchise agreement affords no 
legal security in itself, Hewitt 
views territorial security as a 
safeguard that might induce more 
individuals to invest in new 
dealerships. 

“It appears strange,” he states, 
“that public policy (the antitrust 
laws) would require that dealers 


|not be permitted the limited pro- 





tection of their investments which 
territorial security clauses afford.” 


This statement referred to the 
Justice Department’s contention six 
years ago that territorial security 
clauses in auto dealer franchise 
agreements violated the antitrust 
| statutes. Factories abolished such 
clauses upon learning of the De- 
partment’s position. 

An NADA-sponsored bill intro- 
duced at the current session of 
Congress would amend the anti- 
|trust laws so as to permit rein- 
statement of territorial security. 
NADA witnesses told a House sub- 
committee that smaller dealers now 
were favoring the return of area 
security by a 55 to 45 margin. 

The territorial security bill, 





along with measures designed to 








Time Out at ATAM Meeting— 


leaders of the Automotive Trade Assn. 
the group's midsummer meeting held in 
Whelschel, Nashville, newly elected vice-president; E. John Lehman, Akron, new 
president, and Elias Strong, Salt Lake City, immediate past president. 


Managers chat during an intermission in 
Williamsburg, Va. From left are David P. 


Support Uniform Title Law, 
Trade Managers Urged 


WILLIAMSBURG, Va. — Fifty- 
four automotive trade association 
managers were urged at their an- 
nual summer meeting here to “con- 
duct vigorous programs in their 
home states to bring about uniform 
traffic code and title laws.” 


The speaker was Chester Lamb, 
Virginia commissioner of motor ve- 
hicles, who also discussed regula- 
tions and provisions which he said 
were necessary to make the uni- 
form title law applicable to all 
states. 

E. John Lehman, manager, Ak- 
ron Automobile Dealers Assn., 
was elected president of the Au- 
tomotive Trade Assn. Managers 
succeeding Elias Strong, Utah 
Automobile Dealers Assn. man- 
ager. 

Other officers elected included 
David P. Whelchel, manager, Ten- 
nessee Automotive Assn., vice-pres- 
ident and Frank P. Broadway, 
manager, Alabama Automobile 
Dealers Assn., who was renamed 
secretary-treasurer. 

The managers also passed a 
resolution stating that “hence- 
forth due publicity be given to 
matters of importance.” The sec- 
retary was instructed by the reso- 


lution to issue a statement to the | 


press after each meeting. 


Other speakers were John O.| 


Munn, advisory editor of AuToMo- 
TIVE News; Frank H. Yarnall, NADA 
president; Frederick J. Bell, NADA 


C.1L.T. Sues 3 Officials 


Of Bankrupt Dealership 


LIMA, O.—Donald S. McDonald, 
Richard B. Mougey and L. L. 
Thomas, former officials of Lima 
Hudson Corp., were sued by Uni- 
versal C.I.T. Credit Corp. for $12,387 
in debts allegedly left unpaid after 
the company went through bank- 
ruptcy. 

The credit firm claims the money 
is due from floor-planning for 
Lima. 





executive vice-president; James C. 
Moore, NADA general counsel; 
Rowland F. Kirks, NADA legisla- 
tive counsel; Walter M. Kiplinger, 
NADA director of promotions; Al- 
vin Kopf, vice-president, R. L. Polk 
& Co.; Warren A. King, automotive 
manager of Life Magazine, and Dr. 
Howard Prentice, American Trade 
Assn. Executives president. 


Pittsburgh Assn. 
Elects Snyder 


PITTSBURGH.—Charles H. Sny- 
der has been elected president of 
the Pittsburgh Automobile Dealers 





the association for three years. 

Snyder is general sales manager 
of Eierman Cadillac Co. He be- 
gan his automotive career in 1926 
and joined Eierman in 1936. 





combinations in 


corporation .. 





Wemhoft 


outlaw bootlegging and phantom 
freight, were put on the shelf for 
future consideration by the sub- 
committee, which said it would 
like to hear testimony from man- 
ufacturers on the legislation. 
Territorial security clauses “in 
no way restrain competition be- 
tween competing makes of differ- 


|ent manufacturers,” Hewitt said. 


“Territorial security clauses,” he 
said, “would mean that the efficient 
dealers selling cars in their own 
markets would survive, while the 
inefficient dealers would either fail 
or be cancelled by the manufac- 
turer. 

“Under the present situation, 
an inefficient dealer willing to 
capitalize on the fruits of an- 
other dealer’s labor in that latter 





Assn. He has been a director of | 


On the House .. . 


The color craze is far from over, at least insofar 
as Chrysler division is concerned. Its new body 
plant, which will open with the resumption of 1956- 
model operations next month, will have provisions 
for painting 260 different color combinations 
(singles, doubles and triples), compared with 80 





of the new plant drew top corporation brass, in- 
cluding Chairman K. T. Keller, President L. L. 
Colbert and Carl Snyder, operating manager of the 


About 75 Olds dealers joined in the testimonial 
dinner last week for M. J. (Pat) O’Connor, who’s 
just retired as Oldsmobile’s business manage- 

ment chief. P. C. DeBarry, Cleveland Olds dealer, was toastmaster, 
and the dealers gave O’Connor a new car (an Olds, of course)... 
Illinois governor signed the bill, sponsored by dealers, which 
eliminates the pyramiding of taxes on tradeins ... 

NADA contends that a thorough actuarial study be made on 
social security before new benefits or taxes are voted ... Clarence 
Harmon (Cadillac-Pontiac), Provo, has been reappointed new-car 
member of the Utah motor vehicle dealers advisory board .. . Chi- 
cago-area dealers plan to take 5,000 orphans on a big outing Aug. 17. 


dealer’s market may well sur- 
vive. The dealer in whose mar- 
ket these cars are sold may fail 
or be cancelled no matter how 
efficient he may be.” 

Amplifying his assertion that 
cessation of territorial security 
may have contributed to overcon- 
centration, Hewitt said that dealer 
resistance to overloading of new 
cars might have been greater in 
1953 and 1954 with territorial se- 
curity. 

He contended that the anti-ter- 
ritorial security ruling had de- 
prived the industry of competition 
by weakening the dealers of smaller 
producers and making it harder 
for the independents to acquire 
new dealers. 

“It is obvious,” he added, “that 
more individuals will be willing to 
invest money in the distribution 
side of the automobile industry if 
they have some reasonable meas- 
ure of security for their invest- 
ment.” 

In a commentary on the legal 
aspects of the territorial security 
situation, Hewitt denounced the 
antitrust policy under which the 
protective clauses were removed 
from selling agreements. With- 
drawal of exclusive representa- 
tion clauses proved meaningless 
as far as the manufacturers were 
| concerned, but dealers suffered a 

damaging blow when the counter- 
part territory safeguards also 
were deleted, he stated. 

“Antitrust policy which igs con- 
sistent in theory but inconsistent 

(Continued on Page 45, Col. 3) 


Two Add to Chain 
Of Dealerships 


DETROIT. — Two dealers have 
| added to their chain of dealerships 
| by purchasing outlets in Virginia 
|}and Ohio. 

Charles F. Johnson, of Charles- 
| ton, S. C., who owns seven dealer- 
| ships throughout the South, has 
| purchased Robertson Chevrolet, 
| Richmond, Va., from Charles B. 
Robertson, and renamed it Do- 
| minion Chevrolet Co. 

The Spitzer organization, a: 
Dodge-Plymouth dealership in El- 
|yria, O., added its sixth Ohio deal 
| with the purchase of Terry Motors, 
| Columbus, from Arthur Cohen and 
| Leonard Quinn. 















the 1955-model run. Press preview 
















—Petre WeEMuHorr, Editor 
Automotive News 
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Dream Realized 





Quizzing the Boss— 


Rollie Melville, KGGM-TV, interviews 


H. Ll. Galles jr. at the three-day grand 
opening of Galles Motor Co.'s new deal- 
ership plant in Albuquerque, N. M. Mel- 
ville was master of ceremonies during the 
opening celebration. 
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Indiana 


lis to Prosecute .. . 





Dealers Face Action 


For Misleading Ads 


By C. L. Kern 
Staff Correspondent 

INDIANAPOLIS. Prosecutor 
John G. Tinder has promised action 
against “law violations occurring in 
false advertising or in any manner” 
in the selling of automobiles here. 

His statement followed a con- 
ference with representatives of 
the Indianapolis Automobile 
Trade Assn. and the Better Busi- 
ness Bureau. 

Three weeks ago, a Marion 
County grand jury criticized “car 
dealers who operate on the border- 
line of the law” but did not indict 
any of them. 

The conference was a planning 
session on what may be done to 
bring any law violators in the busi- 
ness to court. 

“We want to know what kind of 
evidence he wants and what we 


lean do to help him get it,” said 





‘Dream Dealership’ Out West— 

A ‘dream dealership’ envisioned by the late H. L. Galles sr., Galles Motor Co.'s 
new plant in Albuquerque, N. M., cost $700,000 to build. William Burk, the archi- 
tect, spent two years studying dealerships before designing the structure. Galles 


handles Cadillac and Oldsmobile. 


$700,000 N.M. Dealership 
Long Planned by Galles 


By Veda Conner 
Staff Correspondent 


ALBUQUERQUE, N. M—A 
three-day celebration has marked 
the opening of the new $700,000 
home of Galles Motor Co., Cadillac- 
Oldsmobile dealerships. 


H. L. Galles jr., president of the 
company founded by his father 
more than 40 years ago, said that 
the new plant stemmed from plans 
made by his father before his 
death in 1951. 

“We only carried on from 
there,” said Galles, “filling in de- 
tails and finding latest ways of 
putting his dream into concrete 

form.” 

“We” are Galles, Noel Gardner, 
service manager, and William Burk, 
architect, who spent two years in 
travel and study of the latest in 
dealerships before designing the 
plant. 

The lavish opening, attended by 
over 30,000, saw dance orchestras 
and organ music, matinee and 
evening stage shows, orchids for 
ladies, souvenir books and free car 
lubrication or wash certificates for 
men. 

The body shop was a refreshment 
hall where caterers served 12,922 
cups of coffee as well as soft 
drinks, doughnuts and cookies. 
Floodlights lit up the hillside loca- 
tion. 

Cadillac’s “El Camino,” fea- 
tured at GM’s Detroit Motorama 
Show, headed the “auto show” of 
latest model Cadallics and Olds- 
mobiles, and 75 used cars glittered 
on the adjoining paved lot. 

The 184,000 square foot plant, of 
which 45,000 is the main building, 
covers an entire block. 

The main building includes a 
customer lounge (with TV, radio, 
phone, writing facilities), customer 
restrooms and coffee shop, tire 
store, air conditioning and radio 
sales and repairs, main offices and 


a dozen sales and closing offices. 

H. L. Galles jr. claims that the 
building offers an efficient, smooth 
flow of work that uses one-third 
the usual number of man-hours. 


Charlie Stuart, president of the as- 
sociation. 

Stuart complained that some 
dealers advertise new cars for $5 
to $95 down. But upon arrival at 
the dealership, however, the pros- 
pective buyer finds that he must 
sign a loan company note for 
$500 to $600 to complete the down 
payment. 

“It’s just a falsification,” Stuart 
said. 

Present at the conference with 
Stuart, president of Charlie Stuart, 
Inc., were Thomas E. Hanika, man- 
ager of the trade association; 
Dwight Sherburne, general man- 
ager of the local BBB, and his as- 
sistant, J. T. Adkins, and Walter C. 
Hiser, local Ford dealer. 

Declaring that he believed some 
cars here are being sold as new 
when they technically are not, Tin- 
der referred to the association’s 
bulletin, “What is a New Car?” 

The bulletin says that the Indi- 
ana law stipulates that a new 
car must not have been previ- 
ously titled or registered in this 
or any other state. 

Further, the dealer must have in 
his possession a manufacturer’s 
certificate of origin stating that the 
car hag not been used except for 
transportation from factory to 
dealer, or from one dealer to the 
authorized dealer offering it for 
sale. 


Hoyt Heads Group 
Planning Brand 
Names Day Event 


NEW YORK. — Palmer Hoyt, 
publisher of The Denver Post, has 
been named chairman of the com- 
mittee of business and advertising 
executives which will plan Brand 
Names Day-1956. 

The announcement was made by 
Edward R. Taylor, vice-president 
of Motorola Inc., and chairman of 
Brand Names Foundation, Inc. 
Taylor said the nationally observed 
Brand Names Day celebration is 
scheduled for Wed., April 18, at the 
Waldorf-Astoria Hotel in New 
York. 

Hoyt has been a director of Brand 
Names Foundation for the last four 
years. 

The highlight of next year’s 


Among the many officials at the! Brand Names Day dinner, accord- 
opening were R. R. M. Converse, | ing to Taylor, will be the presenta- 
Cadillac regional manager; Stewart|tion of the Foundation’s Brand 
Hoffman, Cadillac zone manager;| Name Retailer-of-the-Year awards 
Carl Deist, Oldsmobile regional | to retail merchants in 24 categories 
manager, and John D. MacArthur|—including new-car dealers — for 
and Charles L. Howes, General Tire! outstanding year-round promotion 


& Rubber Co. 


| of manufacturers’ brands. 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


July 20 
(Weather very hot. Sold 61 percent 
of 194 cars entered.) 

BUICK—’55 Special 2-dr., $1,970*. '54 
Century conv., $1,990* (ps). '53 RM 
Riviera coupe, $1,350*; Super Rivi- 
era coupe, $1,380*, $1,260*. '52 Super 
Riviera coupe, $805*. '51 Super Rivi- 
era coupe, $725*, $710*; 4-dr., $560*, 
$515*; RM Riviera coupe, $665*. '50 
RM 4-dr., $350*. 

CADILLAC — ’51 
"48 4-dr., $240°*. 

CHEVROLET—’55 Bel Air (8) conv., 
$1,910. °54 Two-ten Delray coupe, 
$1,255; 4-dr., $1,040*, $1,015. '53 Bel 
Air coupe, $1,105*, $1,075*; 2-dr., 
$900; Two-ten 4-dr., $765, $750, $725; 
Carryall, $750. '52 SL Deluxe 2-dr., 
$640, $590; 4-dr., $545*. '51 SL De- 
luxe 2-dr., $590*, $380*; 4-dr., $430. 

CHRYSLER — '54 Imperial 4-dr., $1,- | 
950* (ps). ‘53 NY coupe, $1,150* 
(ps). "52 NY 4-dr., $700*. ‘50 Wind- 
sor conv., $375. 

DeSOTO — '52 Fire Dome (8) 4- dr., 
$525°*. 

DODGE — '54 Coronet (8) 4-dr., $1,- 
400*; station wagon, $1,255. '53 Cor- 
onet (8) Sport coupe, $920*; club 
coupe, $760*, $675; 4-dr., $570. '52 
Coronet 4-dr., $475*; club coupe, 
$630; 2-dr., $350. °51 Coronet club 
coupe, $350; 4-dr., $330*. 

FORD—’55 Thunderbird, $2,700* (ps). 
"54 Crest (8) Victoria, $1,435; conv., 


(60) 4-dr., $1,300*. 


$1,325; Custom (8) 2-dr., $1,125; 4- 
dr., $1,195* (ps); Custom (6) 4-dr., 
$1,045; %-ton pickup, $825. ’53 Cus- 


tom (8) 2-dr., $850, $795; 4-dr., 
$800; Custom (6) 4-dr., $595; Deliv- 
ery sedan, $590. '52 Main (8) 2-dr., 
$550; 4-dr., $425; Main (6) club 
coupe, $340. ’51 Custom (8) conv., 
$570, $460*; 2-dr., $480*, $470; 4-dr., 
$405*. '50 Custom (6) 2-dr., $300. 

HUDSON—’53 4-dr., $500. 

LINCOLN — ’55 Capri coupe, $2,850. 
’52 Capri 4-dr., $1,015*. 

MERCURY—’54 Monterey Sun Valley, 
$1,790* (ps); coupe, $1,635; club 
coupe, $1,325*. °53 club coupe, §$1,- 
150. ’52 4-dr., $850*, $690*. °51 club 
coupe, $470, $340. 


NASH—’53 Rambler 2-dr., $690*. ‘51 
Rambler conv., $270, $260; 4-dr., 


$225. 

OLDSMOBILE—’53 (98) 4-dr., $1,450*. 
"51 (88) 2-dr., $400*. 50 (98) 4-dr., 
$310. 

PLYMOUTH—’54 Savoy station wag- 
on, $1,190*, $1,140; 4-dr., $1,105. °53 


Cranbrook Belvedere, $830; club 
coupe, $710, $625; 2-dr., $700; 4-dr., 
$690, $685; station wagon, $900; taxi, 
$280. °52 Cranbrook 2-dr., $440. '50 
Deluxe station wagon, $435. 

PONTIAC — '53 Chieftain (8) club 
coupe, $1,300*; station wagon, §1,- 
290; Catalina, $1,265*; 2-dr., $1,070*; 
4-dr., $1,000*, $900*. ‘52 Chieftain 
(8) Catalina, $790*; 4-dr., $665*, 
$625; 2-dr., $550. ’51 Chieftain (8) 
4-dr., $475, $410*. 

STUDEBAKER—’'53 Commander Sport 
coupe, $825; 2-dr., $565, $560. ‘52 
Commander 4-dr., $370, $260*. 

MISCELLANEOUS—’52 Henry J (6) 2- 
dr., $110. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 38, 39 














Economists Advise on GAW— 


George Romney, president of American Motors, confers with leading economists 
on the guaranteed annual wage, currently being negotiated by the company and 
the UAW. From left are Dr. Seymour Harris, Harvard University; Dr. Richard Lester, | 
Princeton; Romney; Dr. William Haber, University of Michigan; Edward L. Cushman, 
AMC industrial relations vice-president; Dr. Edwin E. Witte, University of Wisconsin; 
Dr. Arthur Altmeyer, Madison, Wis.; Dr. Alvin Hansen, Harvard and Prof. Vincent 


Bladen, University of Toronto. 


By W. C. Lockwood 
Staff Writer 

HE UAW-CIO has asked Con- 

gress to investigate “announced 
or contemplated” price increases in 
the automobile and steel industries 
and raised a charge of “profiteer- 
ing.” 

The union’s action came on the 
heels of Automotive News’ predic- 
tion (July 11) that 1956 auto prices 
were certain to rise after a $7.35 
per ton hike by the steel industry. 


Walter P. Reuther, president of 
the UAW and the CIO, sent a 
statement embodying the union’s 
view to Senator Paul Douglas, Illi- 
nois Democrat. 


In an accompanying letter, 
Reuther urged that the Joint Con- 
gressional Committee on the Eco- 
nomic Report, which Douglas 
heads, give the price situation its 
“immediate attention.” 

ad eg ok 
At THE same time, Standard & 
Poor’s Corp., in a release to 
financial editors, attacked the un- 
ion’s estimates of labor costs as 
“obvious distortion.” 

“For example,” Standard & Poor’s 
said, “while direct labor costs of 
the automobile industry were equal 
to only 28.20 percent of sales last 
year, the actual cost of labor en- 
tering into the price of a finished 
automobile was substantially 
greater, because of the wage ele- 
ment involved in the costs of pur- 
chased materials, parts and trans- 
portation.” 

The union accused industries 
which use new contract settle- 
ments as an excuse for substan- 
tial price hikes of “profiteering.” 

“Even before the steel industry 
announced its price increase,” the 
UAW observed, “there appeared in 
the press reports of a pending in- 
crease in the price of automobiles 
as an alleged result of the agree- 
ments negotiated between the 
UAW-CIO and the Ford Motor Co. 
and General Motors Corp.” 
- af * 


HE UAW asserted that neither 

auto nor steel could justify a 
price increase at this time because 
of their “extremely favorable” 
profit positions. 

Standard & Poor’s said labor 
costs of industry in 1954 consumed 
the largest share of its total sales 
dollar for any year since the war. 

“Union propagandists,” it con- 
tinued, “with more respect for 
effect than for truth have often 





Kansas City Dealers 


End Saturday Service 


KANSAS CIT Y.—Service de- 
partments of 45 franchised deal- 
ers in Greater Kansas City will 
be closed on Saturdays following 
an agreement reached between 
the dealers and the machinists 
and teamsters unions. 

Most dealers operating non- 
union shops have indicated they 
also would close Saturdays. A 
year ago the dealers and unions 
agreed on a 44-hour week, in- 
cluding a half-day on Saturday. 
This contract has expired and the 
five-day, 40-hour pact was put 
into effect last week. 





Auto Price Quiz Asked 


Reuther Urges Senate to Probe Cost Increases; 
Union’s Arithmetic Challenged 








used our statistics to demon- 
strate that labor’s share of the 
total sales dollar is small; that 
a 10 percent wage rise could be 
compensated for by a 2.50 percent 
rise.” 

The UAW, in its statement, said 
the rising productive power of 
America had been accompanied by 
soaring profits in the automobile 
and steel industries. 

* * * 

ON THE dealership labor front, 

attorneys for Walker Motors 
(Ford), Detroit, decided not to ap- 
peal the ruling of the Michigan 
State Labor Mediation Board, and 
an election was held Friday (July 
22). About 50 service employes are 
affected. 

However, according to attorneys 
for Walker, the union confined the 
election strictly to service men, 
“with prejudice” to the sales force. 

This, it was explained, means 
that no action on organization of 
the salesmen can take place until 
at least six months after the 
election. 


The board’s ruling declared that 
there was not a “no-man’s land” 
between Federal and state jurisdic- 
tion. In other words, the board said 
that if the National Labor Rela- 
tions Board decided that it had no 
jurisdiction in a Michigan labor 
case, then automatically it fell un- 
der the state board. 

” +. 


WO Staten Island (N. Y.) deal- 


a ASAP 


wrens 


erships, target of Local 413 of 


the AFL Retail Clerks International 
Assn., have been directed by the 
National Labor Relations Board to 


(Continued on Page 42, Col. 1) 


Truck Driveaways 
Repeated Twice 


By Studebaker 


SOUTH BEN D.— Studebaker 
continued its nationwide truck 
driveaway program with dealers 
converging on Boston and South 
Bend to drive trucks back to their 
home operations. 

The first of a series of driveaways 
from zone headquarters began in 
Detroit on July 6 when 40 dealers 
from cities within a 600-mile radius 
participated in the event. The 
driveaways will be held in sales 
zones throughout the country the 
rest of this month and in August. 

Some 45 dealers picked up trucks 
in Boston, and 38 from the Pitts- 
burgh zone traveled to factory 
headquarters at South Bend for a 
driveaway. 

The Boston event was part of a 
major meeting in which more than 
100 dealers from New England 
states gathered to hear William A. 
Keller, Studebaker general sales 
manager, tell of the continuing de- 
velopment of new sales programs 
by the company. 

The nationwide activity has re- 
sulted in production of 11,214 
trucks in the first six months of 
this year, compared with 7,183 in 
the corresponding period of last 
year, Loren F. Van Nortwick, gen- 
eral manager of the truck depart- 
ment, said. 
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WILL HE RIDE OUT... 
OR WALK OUT ON THE DEAL? 
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“a | That’s up to you. Offer him a good used car, quote him a fair price . . . and you’ve started to 
no | 
“a make a sale. To a point, that is. You still need fast, on-the-spot finance and insurance service 
| to keep him enthused, to control the sale and clinch it. Look. Get profit-minded with Associates’ 
of 
. Prompt-Action Used Car Sales Plan. Here’s speedy, complete, one-stop financing that leads the 
to 

used car buyer to the dotted line, helps you convert trade-ins to ready cash. It includes sound 
, insurance protection the buyer appreciates . .. prompt approval on credit, simplified paper work, 
fast moving Associates service that helps close sales and build profits. Next time, make 

. sure your prospect rides—and in a used car you’ve sold him. Get all the facts from 
Ts 
° your nearest Associates representative. Call him today. 
in 
rs ae 
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. “The secret of closing sales is to 
h anticipate all the help you'll need 
. and provide for it beforehand.” 
Ss 
is (The Old Sage is a composite of all the 
- : successful dealers we've known in over Aennstaten lmastenieel Company 
of | a third of a century in the field.) ‘ f 
n Associates Discount Corporation 
st 


n° Emmco Insurance Company 
7 South Bend, Indiana 
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Colored Grilles for °56? 


New-Model 


Off to Early Start 


(Continued from Page 1) 


weather resistance are said to have 
been conquered, and a whole rain- 
bow of hues now is feasible. 

The colored-grille possibility for 
66 is about the only one that 
hasn’t been kicked around in the 
public press, which lately has 
been full of speculation as to what 
car makers will or won’t do with 
new models. 

Dealers already have been heard 
to complain that loose talk about 
56s is causing new-car prospects 
to balk at closing deals on ’55s, 
which are in more than plentiful 


supply. - i 


As A MATTER of fact, heavy in- 
ventories may be instrumental 
in the selection of ’56 introduction 
dates. In past seasons, some makers 
held back announcements on vir- 
tually a day-to-day basis while 
dealers struggled to clear the floor 
of outgoing models. 

With the controversial safety- 
belt question stirring greater in- 
terest in safety, many ’56 cars 
will have improved door latches 
and brakes as well as the new 
headlight that has been okayed 
by both industry and government. 
Padded interior areas and col- 
lapsible steering-wheel assemblies 
are contemplated. 

Air conditioning, power steering 
and other creature-comfort items 
will. be stressed. And there'll be 
another round of horsepower 


* = > 

AKERS won’t be as eager to 
chuck gaudy paint jobs as 
some reports picture them. Any- 
thing within reason that helps 
stimulate sales is all right with the 
factory—although there may be 
some tightening of color choices in 
order to ease inventory and pro- 

duction headaches. 

Ford Motor Co. is in the midst 
of planning big things not only 
for 1956 but for 1957. The new 
Edsel car is expected for ’57, and 
at that time the Ford may take 
on a rakish new look. 

But, with the restyled Lincoln 
bowing in September and the Con- 
tinental sometime in October or 
November, there will be lots of ac- 
tivity for 56. A facelifted Ford and 
Mercury are being prepped for Oc- 
tober debuts. 

s a = 


ENERAL MOTORS will rework 
its three basic body shells for 


Long Step Ahead 
In Safety Field 
Predicted on °56s 


By W. M. McCarty 
Staff Correspondent 

CHICAGO.—One of the top auth- 
orities on automotive safety and 
survival has predicted that 1956 
autos will be the first to incorpo- 
rate all that has been learned in the 
past decade about reducing the 
severity of injuries in accidents. 
~ Speaking to the Rotary Club 
here, John O. Moore, Cornell uni- 
versity director of automotive 
crash injury research, said, “Am- 
azing developments are under 
way. The Ford announcement 
this week of provisions for safe- 
ty belts is just the beginning of 
a decided move toward making 
the automobile a safer package 
for the driver and passengers 
involved in a crash.” 

Noting that airplanes have been 





developed to a point where a pilot} ' 


can walk away from a crash land- 
ing, barring an explosion, Moore 
stated that we have been living 


in cars that killed 36,000 and in-| = 
jured 1,250,000 last year in smash-|~ 


ups less severe than crash landings. 

He said, “The automobile indus- 
try is finally going to incorporate 
into its designs those features de- 
veloped for aircraft that have 
saved many lives and limbs in 
plane mishaps. The safety belt is 
just one of those features. 

“In cooperation with state health 
departments, medical societies and 
traffic groups,,we have found that 

(See SAFETY; Page 8, Col. 5) 


Season 


Chevrolet, Pontiac, Buick, Oldsmo- 
bile and Cadillac. GM’s big month 
probably will be November, but 
Chevrolet may be ready earlier 
with important grille and trim re- 
visions. 

Other changes, some of a sur- 
prising nature, are in the works. 

The new Hydra-Matic is described 
as ready. It. reportedly still uses 
fluid couplings but ones which em- 
body a novel design, and the net 
effect is said to be efficient oper- 
ation with a smoothness approach- 
ing or equaling torque - converter 
transmissions. 

Fuel and suspension systems also 
are getting attention at GM. 

+ * * 


Pe mainly for November 
showings, Chrysler Corp., too, 
will hold over for another year its 
basic body shells for Plymouth, 
Dodge, DeSoto, Chrysler and Im- 





perial. Distinctive adornment for 
Imperial will lend further individu- 
ality to that car. 

T-he corporation, which last 
year moved its automatic-trans- 





mission controls to the dashboard, 
will offer pushbutton shifting for 
56 but not, reportedly, on all 
lines. Lever operation of Power- 
Flite is scheduled to be retained 
on Plymouth. 


Pushbuttons will be featured also 
on Packard’s Ultramatic, it is be- 
lieved, when that make appears late 
in October. Torsion-bar suspension 
will be exploited more fully. 

+ + * 


Per epee hopes to display 
highly revamped models in mid- 
November. It is anticipated that 
Studebaker-Packard Corp. will take 
a major step toward integration of 
its lines for ’56. 

American Motors Corp. will in- 
troduce standard-size Nash and 
Hudson models in November, with 
the all-new Rambler due the fol- 
lowing month. One Rambler in- 
novation will be a four-door hard- 
top. 

With the accent on commercial 
types, Kaiser-Willys, it is under- 
stood, will field new models in 
October. 
* +. x 
(THERE are other developments 
to watch. 

Twelve-volt electrical systems 
will find wider acceptance. Radical 
new suspension ideas may show up 
—including, perhaps, units that util- 
ize compressed air. Differentials 
designed to overcome wheel spin- 
ning are being tested. 

Retractable and removable 
hardtop roofs are a coming thing. 
Four-door hardtops will become 
common, 

The growing popularity of sta- 
tion wagons is recognized in plans 
to make them sportier and more 
graceful—ala Chevrolet’s Nomad— 
with ornamentation taken from the 
same bin as used for hardtops, 
rather than sedans as heretofore. 

And one-seat sports jobs, such 
as Thunderbird and Corvette, are 
apt to be mated with two-seat 
models for the family trade. 








Buick Golf Winners— 


Ed Deemer, president of the San Fran- | 
| cisco Metropolitan Buick Dealers Assn., 
| presents trophies to the winner of the 
group's annual golf tournament. Carl 





Haas, Daly City, left, is the winner of the 
low net trophy, and Sam Stenstrom, San 
Rafael, right, of the lowest gross score 





trophy. 





med 


Ford Dealer Council Meets Company Officials— 


a ten ied 


; 


eis at ed 





The National Ford Dealer Council, representing 6,600 Ford dealers throughout the country, meets in Dearborn with company 
sales officials. They are, from left, front row—George W. Gearhart, Mt. Vernon, Wash.; A. F. Briggs, Detroit; William G. Bur- 
gess, Lansing; R. S. McNamara, Ford general manager; L. W. Smead, Ford general sales manager; H. Y. Ingram, Greensboro, 
N. C.; Karl F. Goy, Chicago; J. M. Norvell, Danville, Ky. Second row—C. E. Bowie, Ford assistant general sales manager; A. 
H. Roeper, St. Louis; R. C. Uhimann, Chehalis, Wash.; F. J. McGinnis, Ford assistant general sales manager; C. E. Wilkinson, 


Salida, Colo.; Evar Swanson, Dixon, Ill.; J. E. Parsons jr., Chatham, Va. Third row—George Bohn jr., New Orleans; Hayse 
Tucker, Tuscaloosa, Ala.; B. C. Reuter, Kenmore, N. Y.; Guy Hamilton jr., Ford assistant general sales manager; L. H. Ridout jr., 
Dallas; A. J. M. Oustalet jr.; Jennings, La. Fourth row—John B. White, Philadelphia; Fred R. Collins, Streator, Ill.; Al O'Meara 


ir., Denver; W. A. Winterhalter, Wilkinsburg, Pa.; C. J. Seyffer, Ford assistant general sales manager; Phil Johnston, Hunt- 


ington Park, Calif.; R. L. Mulliken, Englewood, N. J. 





Prospects ‘Car Crazy’... 


96 Models Pique New England 


By Charles G. Sampas 
Staff Correspondent 

LOWELL, Mass.— The nation’s 
auto-makers can be sure of one 
thing—interest in their 1956 models 
is building up daily in New Eng- 
land, if a quick survey of car- 
buyers is any criterion. 

Interest in new cars has never 
been as high so far in advance of 
the show-season. Dealers are get- 
ting inquiries by the dozens daily 
—from Lowell to Portland—on the 
1956 autos and this interest is build- 
ing up to a white heat. 

A Manchester (N. H.) dealer 
thinks one of the reasons for 
this is that never before has there 
been so much talk on cars. More 
people than ever before in the 
the Granite State own cars—and 
with the dimout of the interna- 
tional tension, the weather alone 
leads cars as the No. 1 topic of 
conversation. 

In Providence, dealers say that 
color remains the big question. 
Some customers are going so far 
as to suggest possible colors for 
their cars—and these ran the 
gamut—from alabaster to Manet’s 
impressionisms. 

This is most vital—this interest 
in new cars—because New England 
has been the “hardest-hit” area in 
the employment sense—but it is re- 
cuperating rapidly. 

Even textile, “the sick old man of 
industry” is making a terrific come- 
back, as evidenced by increasing 
and sustained car sales in such 
centers as Lawrence, New Bedford, 
Fall River, Lowell, Lewiston, Paw- 
tucket and other cities. 

The rising tide of car sales is 
held responsible for the losing 





Keating Jr. Family 
In Auto Accident 


MILWAUKEE. — The condition | 


of Thomas Keating jr., 29, his wife 
Lois, 25, and daughter Linda, 16 
months, 
Thursday in the wake of an auto- 
mobile accident July 14. 

Keating, son of Thomas Keating 
sr., general manager of Chevrolet, 
smashed into a culvert when he 
reached over to keep his infant 
daughter from standing on the 


| front seat of the car. 


He suffered fractures of the 
right arm and leg; his wife, a 
brain concussion and fractures of 
both ankles, and the baby, a brain 
concussion. The family is in Mt. 
Sinai Hospital. Keating jr. is Mil- 
waukee branch manager of Motor 
Holdings Co., a General Motors 
subsidiary. 


remained serious here} 


business by city transportation 
lines in cities in western Massa- 
chusetts and in Rhode Island. 
Interstate railroad traffic in New 
England also has been hard hit 
by the increasing number of 
autos. 

In the meantime, there is no let- 
down in car salesmanship. This 
week, for example, Commonwealth 
Chevrolet in the Boston area is of- 


Fire Razes Collins 


LAKEVIEW, Ore.—A fire has de- 
stroyed Collins Motor Co., with 
| losses estimated at more than $70,- 
000. John and Dan Collins are the 
owners. All new cars were saved, 
but five used cars were burned. 


fering bonuses with each sale. It 
has offered free to each of the first 
100 buyers of 1955 cars a General 
Electric portable television set. The 
first 100 buyers of used cars over 
$500 in value will receive three-way 
portable radios. 

Newspapers in the area are 
crammed with advertising from 
auto dealers and auto linage is set- 
ting new records for the summer- 
time. 

Yankee car dealers are super- 
enthusiastic about the advance in- 
terest in new cars, and some think 
that the two-cars-for-every-family 
idea in New England is no longer 
a dream, that it is well on its way 
| to realization. 





DETROIT.—Lincoln dealers and 
their wives will preview the 1956 
| Lincoln at a special showing today 
| (July 25) in Detroit's Masonic 
Temple. 
| Ford Motor Co. executives 
headed by Henry Ford II, presi- 
|dent; Ernest R. Breech, board 
chairman, and Ben D. Mills, Lin- 
|coln general manager, will welcome 
the visiting dealers and outline the 
|plans of the newly organized Lin- 
|coln division to obtain a larger 
|Share of the national car market 
| with the new models. 

The 1956 Lincolns, soon to go 
into production in plants in 
Wayne, Mich., and Los Angeles, 
will be shown in dealers’ show- 
rooms across the nation early in 
September. They will be the first 
| 1956 cars introduced to the pub- 
| lic. 
| The meeting will be the first 
national meeting of Lincoln deal- 
ers held in Detroit since 1948 when 
|Lincoln introduced its first post- 





| war models. About 2,800 persons 
are expected to attend. On July 26, 
}each of the 23 Lincoln district 
sales managers will hold separate 
meetings with dealers to outline 
1956 sales plans. 

| The press preview will be tomor- 
|row (July 26). 

A New York cast of 50 singers 
and actors, will stage a pageant 
entitled “What’s New” at the deal- 
|er show. Newest developments in 
|the field of art, fashions, the thea- 
|ter and motor cars will be the 
theme of the show. 
| To handle the presentation, the 
| stage of the auditorium has been 





Dealers to Get First Look 
At ’56 Lincoln Line Today 


enlarged 50 percent and the new 

Lincolns will move over the 
boards propelled by electric mo- 
tors instead of turning on turn- 
tables. 

Julia Meade, well known to view- 
ers of “Toast of the Town” TV 
show, will describe the features of 
the new Lincolns to the dealers. 

Speakers at the morning session. 
in addition to Ford, Breech and 
Mills, will include L. D. Crusoe, 
Ford executive vice-president, car 
and truck divisions; William C. 
Ford, group director of Lincoln 
and Continental divisions; Walker 
A. Williams, sales and advertising 
vice-president, and Henry B. Dan- 
iels, Lincoln general sales manager. 

Following a luncheon, the guests 
will visit the styling rotunda in 
Dearborn where 25 of the new Lin- 
colns will be displayed. A reception 
for the visiting dealers and their 
guests will be held tonight. 


Bower and Mogul 
Vote to Merge 


DETROIT.—Stockholders of 
Federal-Mogul Corp. and Bower 
Roller Bearing Co. voted at separ- 
ate meetings here last week to 
merge both firms into an organi- 
zation called Federal-Mogul-Bower 
Bearings, Inc. The merger becomes 
effective Friday (July 29). 

The agreement provides that the 
900,000 shares of outstanding Bower 
stock will be exchanged for 1,000,- 
|000 shares of Federal-Mogul-Bower 
stock. G. S. Peppiatt, president of 
Federal-Mogul, will head the 
merged firm. 
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Uot all dealow 


have a 


used car probleu 


- 


Mes: EVERY BUYER in the market for a 
good used car is distrustful. This is why eye 


appeal is so important. 


Ten cents worth of crankcase oil, or kerosene, 
can give the finish of any car quite a shine. 
Yet this shine is obviously artificial. Certainly 


its life is fleeting. 


There are many other ways of giving a used 
car a quick, cheap shine. And every one de- 
feats its purpose which is to make a quick 
sale. Why is this so? Because the faintest evi- 
dence of any artificial “doctoring”’ of the fin- 


ish arouses buyer distrust. 


Buyer distrust is slowing down the sale of 
millions of cars on thousands of used car lots. 
(Every day of delay in turning a used car on 


your lot is costing you money.) 


Here is a method of overcoming buyer dis- 


trust and moving used cars quickly at a larger 


profit. This method is not a theory, but has 
been tested on a national scale for three years. 


It has never yet failed to produce results! 


This method costs only 67 cents more for ma- 
terials than the cheapest polish. And the re- 
sult: Used cars move in an average of 4.48 


days and sell for an average of $40.56 more. 


More than this, the method is exclusive to 
New Car Dealers and gives them a powerful 


advantage over all competition. 


For 67 cents more than you pay for the ma- 
terials in the cheapest polish job, you can 
Porcelainize-treat the finish of every good used 
car on your lot. The colors become clear and 
brilliant, like when the cars were new, and 
there is not the faintest trace of artificiality in 
any Porcelainized finish. The well cared for 
““one owner” look dispels buyer distrust and 
makes buyers respond readily, as national tests 


proved and are proving every day. 


Dealers using the Porcelainize treatment are 
the most successful New Car Dealers in 
America. They have no used car problem. 
Neither will you, we confidently predict, if you 
test, compare, and convince yourself. On your 
first test you have everything to gain with a 


risk of only 67 cents. 


FREEMAN &® FREEMAN, INC. * DENVER 3, COLORADO 
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Fewer Choices, Discounts Pinched .. . 


’ Expected 
To Curb Cleanup 


(Continued from Page 1) 


Sales ‘Aids 


snipe at the factories for the tre- | color he wants by ordering it from 
the factory, he’ll usually settle for 
something we have in stock. 


mendous outpouring. | 

One dealer, whose factory is on 
the verge of building out its 55 
run, summed up the color difficulty 
thusly: 

“I have 28 cars in stock, about 
two fewer than my average has 
been all year. I can’t begin to carry 
the possible color combinations on 


those 28 cars. 
* * 


—— thing, though. When a /|that four of the cars in his stock 
customer knows he can get any|were of the same two-tone com- 
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bination—one that had proved sour 
for his customers. 

“I’ve had three of them since 
May and can’t move a one,” he 
said. “They'll probably be the last 
to go.” 


OK, Fellas, Line 
Forms to Right 


CHICAGO.—The following let- 
ter to the editor was printed in 
a Chicago newspaper: 

“One new-model car, uphol- 
stered in gorgeous pink, is adver- 
tised as designed ‘specifically for 
the modern woman.’ 

“Does this mean that in buying 
one you have to trade in not only 
the old jalopy but your prewar 
wife as well?” 


* * * 


_— same thing is true of other 
options. A buyer who knows he 
can get power windows, for exam- 
ple, can take them or leave them 
alone. If the dealer’s cleanup stock 
is without this assist, the buyer 
wants it. If the option is on the car, 
the buyer doesn’t want it. 

“Just pure cussedness,” says 
one dealer, who feels that he may 
have trouble getting rid of sev- 
eral units which boast air con- 
ditioners. 


“Now, with the factory not 
building any more, the same guy 
wouldn’t take any of the colors 
I’ve got. It’s not that he doesn’t 
really like what I’ve got, it’s just 
that a wide choice is no longer 
available.” 


This dealer went on to bemoan 





public may have become so style- 
conscious that prospects ready to 
buy now will delay until they get 
@ look at ’56s. 
Horsepower-conscious buyers, 
who might have been stirred ear- 
lier in the year by power packs and 
200-plus ratings, now are waiting 


Styling changes, of sweeping na- 
ture on the ’55s, have been a potent 
sales tool all year. Some dealers 
however, 


and salesmen, fee] the 








Ideally, both camshaft and crankshaft should be perfectly parallel for precise 
timing. But this calls for such close tolerances that machining to the ideal 100% 
would slow production, and skyrocket costs. 


Morse Chain Company, a Borg-Warner unit, solved the problem long ago 
with Morse Timing Chain Drives. These flexible link-and-pin steel belts com- 
pensate for normal shaft end play. Even if shafts aren’t 100% true, Morse 
Chains operate smoothly, safely, quietly—and assure accurate, trouble-free 
timing. Manufacturing costs toe the mark too. Morse Timing Chain Drives 


B-W engineering makes completely eliminate the need for extremely close tolerances, thus speed up mass 

it work production machining and assembly. 

aw eer makes Over the years, B-W’s Morse Chain has supplied the automotive industry with 
availa 
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more than 60,000,000 timing chain drives. And today, of the 17 manufacturers 
using timing chains, 13 specify Morse. 


Morse also “Designs it better—makes it better.” It’s a Borg-Warner family 
tradition serving the automotive industry every day. 


BorRG-WARNER 


THESE UNITS FORM BORG-WARNER, Executive Offices, 3105S. sichigws Ave., Chicago. DIVISIONS: ATKINS 
SAW « BORG & BECK e CALUMET STEEL e DETROIT GEAR e FRANKLIN STEEL ¢ HYDRALINE PRODUCTS 
INGERSOLL CONDITIONED AIR ¢ INGERSOLL KALAMAZOO e INGERSOLL PRODUCTS e INGERSOLL STEEL 
LONG MANUFACTURING ¢ MARBON CHEMICAL e MARVEL-SCHEBLER PRODUCTS ¢ MECHANICS UNI- 
VERSAL JOINT * NORGE « PESCO PRODUCTS « ROCKFORD CLUTCH ¢ SPRING DIVISION »« WARNER 
AUTOMOTIVE PARTS « WARNER GEAR « WOOSTER DIVISION. SUBSIDIARIES: BORG-WARNER ACCEPT- 
ANCE CORP. ¢ BORG-WARNER INTERNATIONAL e BORG-WARNER, LTD. e BORG-WARNER SERVICE PARTS 
LONG MFG., LTD. ¢ MORSE CHAIN * MORSE CHAIN OF CANADA, LTD., e REFLECTAL CORP. e WARNER 
GEAR, LTD. e WAUSAU MFG. CO. e WESTON HYDRAULICS, LTD. 








to see where ’56 engines will »e 
pegged. ” * * 
— may be the biggest 

thorn of all. In past years, t.e 
cleanup discount swept the ficor 
clean of the last few pieces. 

This year, many dealers con - 
plain that they have been force:i 
into such heavy discounting a!! 
year that they have nothing leit 
to give away to clean out slug- 
gish models. 

About the only cleanup aid deal- 
ers see now is the widespread ex- 
pectation of higher prices on new 
models. 

Dealers are quick to point out 
that all the problems could be sur- 
mounted more easily if stocks were 
only about half as large as is ac- 
tually the case. Sheer bulk magni- 
fies trouble, they E97, 


fe overall average price of used 
cars sold at wholesale auction 
last week declined $1 to $795, ac- 
cording to AuTomotive News’ index. 
The price of ’50s remained un- 
changed at $353, while ’52s went 
up $6 to $663, and ’5lg increased 
$5 to $475. 

All other models declined, as fol- 
lows: '49s, down $2 to $243; ’54s, 
down $4 to $1,351; '53s, down $4 to 
$955; ’48s, down $6 to $166, and ’55s, 
down $9 to $2,150. 


Phantom Freight 


Seen Key Target 
Of Senate Quiz 


(Continued from Page 1) 


naire and get its information di- 
rectly from the dealers. 

Such a procedure, undertaken 
in confidence, its backers say, 
probably would turn up a wealth 
of valuable data and would be 
more all-embracing since it would 
take in many dealers who are not 
members of NADA. 

Members of Congress, in the 
course of talking with constituents, 
have heard many dealer com- 
plaints against their factories and 
against fellow dealers that, accord- 
ing to one lawmaker, have not been 
aired on the witness stand. 

He emphasized, too, that com- 
plaints are not universal. Many 
dealers, he said, believe in their 
factories and like them. 

That is why congressmen, faced 
with a tough decision, want more 
facts before taking any action. 


7 is also ostensibly the rea- 
son why the NADA bills came 
a cropper in House hearings this 
month. 

Legislators felt that auto man- 
ufacturers and Government agen- 
cies should testify at length on 
any automotive legislation. 

Even Hinshaw, who sincerely be- 
lieves he has an airtight case for 
his phantom-freight bill, feels that 
car makers should be heard before 
a final decision is made. 


Auto-Theft Ring 
Cracked in Atlanta 


ATLANTA.—A major auto theft 
ring was believed smashed here 
with the indictment of eight per- 
sons on 13 counts of auto theft, 
listing 123 separate overt acts. 

Among the indicted is Doxie 
Pope, 39-year-old Austell (Ga.) 
used-car dealer, called “one of the 
ring-leaders” by FBI agents. Pope 
is now serving a term for auto 
theft in Ware County. 

All but two of the cars listed 
were stolen in Atlanta. They were 
disposed of in the Hinsville or An- 
niston (Ala.) areas, the indictment 
charged. 


Safety 


(Continued from Page 6) 


the greatest risk of death in a col- 
lision is from being ejected.” 

Moore asserted that research- 
ers have learned that old cars 
have about the same number of 
accidents as late models and that 
the injuries sustained in late 
models are more serious, not be- 
cause of the car design, but be- 
cause the late-model drivers are 
usually older and, consequently, 
less resilient. 

He concluded, “My own car, a 
1948 model, has the seat firmly 
anchored and has six safety belts 
I do not say the belts will reduce 
traffic deaths 50 percent. No one 
knows how much—but it will be 
considerable, if the belts are pro- 
perly designed and installed.” 
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OPPORTUNITY 
UNLIMITED 
A Studebaker 


case history 


ec ee ee 


EAD out of Manhattan into green and 
H rolling Westchester County ... and 
before long you’ll come to the handsome 
town of Mt. Kisco. You'll notice that, like 
all of this area, Mt. Kisco is prosperous 
and growing more so. 


Drive along East Main Street, and you'll 
see the new Studebaker dealership of 
Joseph A. Ciulla ... which is growing, too. 


Mr. Ciulla is 36...a young man to be 
operating his own business. But he has 
ambition and energy . . . and he knows 
automobiles. For five years, he operated a 
used car business in bustling White Plains, 
a few miles down the highway. 


Those five years taught Joseph Ciulla 
how to sell cars... and they showed him 
what people want in an automobile. So 
when the chance came along to obtain a 
Studebaker franchise, he went after it, and 
fast. 

Studebaker checked up on Mr. Ciulla’s 
standing in the area... and found it very 
good indeed. His friends gave him a real 
endorsement. So did other businessmen. So 
did the local bank. And Mt. Kisco was the 
kind of town that needed a Studebaker 
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dealership... like many other small and 
medium size towns throughout the nation. 


So today Trio Motors, at 91 East Main 
Street, provides efficient, friendly Stude- 
baker sales and service to Mt. Kisco and 
nearby communities. And it gives Joseph 
Ciulla the solid present and real future he’s 





Trio Motors, 91 E. Main St., Mt. Kisco, N. Y. 


always wanted, with a “‘go-places” product 
and a “‘go-places”” company backing him. 
This is just another example of the new 
dealer family now being added to the 
Studebaker list ... heads of used car busi- 
nesses...service department managers... 
retail salesmen and sales managers. 
They’re all finding a big horizon with 
Studebaker. What about you? 





‘The land is green and 
the outlook bright 
in Westchester County 


where theres a brand new 


Studebaker dealer, 
Mr. JosepH A. 


CIULLA, 
in Mt. Kisco, New York 


WwW looking for men who recog- 


nizereal opportunity. We’re look- 
ing for men with character and courage 
and most important of all, a real desire 
for success. 


You may be short on capital... but 
if you’re long on ambition and en- 
thusiasm...and if you have the kind 
of automotive experience we're look- ° 
ing for...adequate financing of a new 
Studebaker dealership can be arranged. 


If that fits you, there’s a very good 
chance of getting a Studebaker dealer 
franchise. Write completely and in con- 
fidence to William A. Keller, General 
Sales Manager, Studebaker Division, 
Studebaker-Packard Corporation, South 
Bend 27, Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION ... ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 
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License Law Puts 
Some Kentuckians 


‘In the Middle’ 


LOUISVILLE.—Kentuckians who 


have registered their cars in a 
county other than the one in which 
they live or “use the car the most” 
have found themselves caught in 
a legal vise. 

The state law says the penalty 
for this is a fine from $10 to $100 
and county officials say that once 
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the car is registered, it can’t be 
changed until next March. 

Safety Director George Matton 
has estimated that there are 10,000 
to 15,000 cars owned and operated 
here by residents of Louisville and 
Jefferson County but registered in 
other counties or out-of-state. 

In many instances cars are de- 
liberately registered elsewhere to 


evade taxes and local traffic regu- | 
lations Matton said. Police often) 


do not ticket out-of-county cars 
for minor violations because it is 
difficult to trace the owner and even 
more difficult to return him for 
trial. 


Building Through Human Relations .. . 


Eprror’s Note: One of a series 
of letters to inspire team spirit 

to be utilized by a service 
manager or dealer orally in 
staff meetings, by letter sent 
to the employe’s home or | 
posted on dealer’s bulletin | 
board. | 





By John O. Munn 


Dear Fellow Worker: 


WE HAVE heard and 
read a lot about “team- 
work,” and we know with- 








DALLAS’ BUSINESS 


IS BIGGER THAN DALLAS: 





Consumer Markets says... 











DALLAS’ 
AUTOMOTIV 
DALES ARE 
BIGGER 








THAN 





DALLAS 


. or Dallas County 


... or Dallas’ C & RTZ 


OUT-OF-TOWN CUSTOMERS ACCOUNT FOR 
35.9% OF DALLAS’ AUTOMOTIVE SALES 


Dallas’ new car dealers advertise pre- 
dominantly in The Dallas News, the only 
newspaper that covers Dallas, Dallas County 
and the 71 surrounding counties that look to 
Dallas, buy in Dallas and visit with Dallas 
through The Dallas Morning News. 





smaller newspaper. 


In the last six months Dallas’ 
automobile dealers have placed a 
million lines in The News—thirty- 
seven per cent more than in Dallas’ 


Your Dallas business will be bigger, too, 
when you advertise with the advantages of 
The News’ larger circulation and greater 
influence over the entire 72-county Dallas 


Market. 
72-COUNTY DALLAS MARKET SALES: 
TOTAL RETAIL SALES ...... $3,289,207,000 
= 744,950,000 
GENERAL MERCHANDISE... . 496,526,000 
HOME FURNISHINGS ...... 170,627,000 
AUTOMOTIVE SALES ...... 827,403,000 
rw 2 Foe «ye eb 110,048,000 
SRDS: 1955 CM 


According to Consumer Markets’ Editor, Edwin Gold- 
stein, the buying of non-residents affected Dallas’ 1954 


sales volume as follows: 


STORE GROUP DALLAS CITY SALES* 
Total Retail Sales . . . $980,834,000 
Poem Gee .. 1... > 159,065,000 
General Mdse. 184,108,000 
Home Furn. ...... 51,543,000 
Automotive Sales ... 221,410,000 
Drug Sales ...... 29,599,000 


PERCENTAGE OF 
DALLAS CITY SALES 
TO NON-RESIDENTS* 


38.1% 
14.3% 
61.4% 
38.4% 
35.9% 
33.4% 


*Includes both direct and mail order sales 





ONLY THE DALLAS NEWS COVERS THE DALLAS MARKET. 





Ghe Hallas Morning News 


DALLAS’ LARGEST NEWSPAPER: More people BUY The News. . 


INFLUENCED by The News than any other North Texas Newspaper 


- more people READ The News . . . more people are 


CRESMER & Woopwarp, INC., Natl. Representative @ New York + Chicago + Detroit +» Los Angeles + Atlanta + San Francisco 








Teamwork in the Dealer Shop 


out anybody tell- 


Ma 2 | ing us that if one 
series | horse doesn’t 


pull, or one cyl- 
inder doesn’t function 
properly, or one player 
doesn’t support his team- 
mates, there is no progress. 
Teamwork starts with 
loyalty — loyalty to the 
task, loyalty to the firm, 
loyalty to one’s fellow- 
workers. And that goes for 
everybody. The boss who 
is not loyal to his gang is 
just as much out of taco 
as the worker who belittles 
the boss, or his fellows in 
the crew. 


Nobody is more nor less 
than a human being, and 
each is entitled to respect 
and consideration. 

How much more pleas- 
ant this world and the job 
would be if everybody 
wanted to help the other 
fellow — the customer, the 
neighbor, the fellow- 
workers. 

For the more skillful to 
help the less skilled worker 
rather than to laugh at his 
mistakes is the essence of 
brotherhood and the secret 
of successful teamwork. 

To welcome the customer 
and to help him get what 
he wants, however unrea- 
sonable it may seem, is the 
essence of good salesman- 
ship. And believe it or not 
the best selling is done by 
such a policy rather than 
by prices or terms. 

The year 1955 may be a 
confused one as far as car 
selling is concerned. It’s 
definitely a year that re- 
quires the best in all of us. 
But we can still enjoy life, 
avoid ulcers, and keep our 
jobs alive by teamwork. 
Let’s work at it. 

Sincerely yours, 
CAR DEALER & 
COMPANY 
Manager 


Mayor’s Tradein 
Nets $700 in 
New-Car Deal 


BUFFALO. — Mayor Steven Pan- 
kow has traded in the 1954 Cadillac 
purchased for official use a year 
ago on a 1955 model, terming it 
“good business” for the city. The 





|mayor should know—he’s an auto 


deater (Dodge-Plymouth) himself. 
The new one is the same type- 
a black seven-passenger sedan- 


| that was bought last year for $5,000. 
|The list price on the car at that 


time was $6,794, but Justice Motors 
Inc., North Tonawanda, let the city 
have it for $5,000, the limit in last 
year’s budget. 

The tradein allowance from the 
same dealer was $5,700, according 
to Joseph Stiglmeier, purchase di- 
rector. The new car list price was 
$6,900, with the city paying $1,200 
difference out of a $3,500 capital- 
outlay appropriation. 

The mayor said he is convinced 


|that the city can save money by 


trading in the car every year. 

“That way, at the end ef four 
years, the city has a car worth 
$6,500 at least, at a cost of $4,800 
exclusive of the original outlay,’ 
he pointed out. 

“Furthermore, it provides fine 
transportation at all times and 
the city never has to spend a dime 
for repairs.” 
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Six 
reasons 
why 
car Owners 
go for 


” JETSPUN!® 


agit ge COLOR-FASTNESS 


SHOCK RESISTANCE 
FIRE RESISTANCE 
DURABILITY 

COMFORT IN ALL WEATHER 
RICHER-TEXTURED FABRICS 










JETSPUN 


@T. M. Reg. U. S. Pat. Off. by American Enka Corp. 





is in 
the 
driver's 
seat! 


Only a year ago, sparkling JETSPUN was introduced to the seat cover field. Today, JETSPUN is already 
in possession of better than 15% of the seat covermarket and moving up fast! 

JETSPUN is the registered trademark for American Enka color-fast rayon yarns — strong, high 
tenacity filaments that hold bright, sparkling colors in the face of weather and wear. 

We at American Enka take great pride in JETSPUN’s performance and popularity in the market- 
place—where the consumer is the judge of value. Dramatically advertised in The Saturday Evening Post 
this Spring, fabrics woven of JETSPUN have brought thousands of dealers increased seat cover sales. 

Because it offers style and performance characteristics never before available to the consumer, 
JETSPUN represents unlimited sales and profit opportunities for everyone in the automobile seat cover 
business. 

Why not ride along with JETSPUN to increased sales and greater profits? 


“““ anka 
CORPORATION «+ 206 Madison Avenue, New York 16, N. Y. 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

D ™ 1 |. Fair and equitable contracts between manufacturers and dealers in 
€ A motor vehicles, parts and accessories; 

a { 2. Every dollar of oe and oil taxes, collected by states and federal 
: e governments, applied to the building and maintenance of highways; 

& R { 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 


NEWS else in the world, 


Capsule Comment 


The industry is squaring away for an allout fight—a fight 
that could determine 1955 sales leadership—for domination 
in the field of fleet sales. 


Some of those who say, “Damn the torpedoes and full 


speed ahead,” may find themselves—and their fleets—on | 
the rocks. 
* * + 
Once again, all hope has been lost for Congressional ac- 
tion this year on bootlegging, phantom freight and terri- 
torial security. 
NADA gets there with the mostest; to succeed, it must 
get there fustest, too. 
| 
| 


* * * 


Car sale No. 4,000,000 for 1955 was chalked up July 23. 

The 4,000,000th opportunity to create a satisfied cus- 
tomer; the 4,000,000th chance to turn a profit for the 
dealership; the 4,000,000th prospect for the service shop, 
and the 4,000,000th dream that couldn’t have come true 
for anybody outside the U. S. 

* * * 

A ruling of the Michigan State Labor Mediation Board 
has opened the door to attempted unionization of dealer- 
ships by furnishing state machinery for strike votes. 

Will champions of states’ rights please step forward? 
* * 


Car production roars along at near-record levels, with 
some makers setting new weekly marks. 
Oldtimers remember when nearly everybody in the in- 
dustry went fishing during July. 
* * * 


Although diligent sales efforts at the nation’s dealerships 
have cut down the heavy overhang of unsold new cars, field 
stocks still are estimated at 820,291 units. 


One each of this year’s possible color combinations? 
* * * 


The Cornell Aeronautical Laboratory has announced that 
it will attempt to design a car so safe that its passengers 
can escape injury even in a headon crash. 

As long as fools drive, there is no such thing as a fool- 
proof car. © 
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Events 


Dealer Conventions 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky, 

Sept. 9-11 — Maine Automobile Dealers 


Association, Samoset Hotel, Rocklane, 
Maine, 
Sept. 14— Vermont Automobile Dealers 


Assn., 
mont, 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad 
view Hotel, Wichita, Kansas, 

Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 16—Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, Ore. 
Sept. 18-19 — South Dakota Automobile 

ealers Assn., Sioux Falls, S. D. 
Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
inc., Saranac Inn, Saranac, N. Y. 
Sept. 19-20—Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


Equinox House, Manchester, Ver- 


iS. 
Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 
Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 
Sept. 23-24 — New Mexico Automotive 
aa La Fenda Hotel, Santa 


e, N. ° 

Sept. 25-27—Tennessee Automotive Assn., 
uena Vista Hotel, Biloxi, Miss. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 


exas, 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept, 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn.. Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10— Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a. 

Oct. 9-lI—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 

Oct, 15-17—Arkansas Automobile ‘Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 

Oct, 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla, 

Oct. 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 
—-. Pa, 

Oct, 23-25 — Florida Automobile Dealers 
—. Sans Souci Hotel, Miami Beach, 

a. 

Nov. | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov, 4 — 20th Annual Convention 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham. 
Nov, 13-15 — Ohio Automobile Dealers 
Ae, Netherland Plaza Hotel, Cincin- 

nati, O, 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah. 

Jan. 28-Feb. 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

* * «* 


Dealer Auto Shows 

Nov, 12-20—Portland (Ore.) Show. 

Jan.—Columbus Automobile Show, Veter- 
ans Memorial Bldg., Columbus, Ohio. 

Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 

Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Texas. 

Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St, Louis, 

Jan, 21-28—Pittsburgh Automobile Show, 
Hunt National uard Armory, Pitts- 
burgh, 

“ep. gh -Gioratond Auto Show, Cleve- 
and. 

Jan. 28-Feb. 4 — Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Feb. 3-12—Omaha Auto Show. New Mu 
nicipal Auditorium, Omaha, Neb. 

* * * 


General 


Sept. 6-17—National Machine Tool Build- 
ers Association Show, Chicago, Ill. 


(Continued on Page 40, Col. 5) 


20 Years Ago... 


The Big Stories 


Despite the fact that July normally is a month of lowered produc- 
tion in the automobile industry, Packard this month expects to turn 
out more cars than it did in June, the record production month for 
the entire history of the company when Packard shipped 6,513 cars. 

With nearly two-thirds of its declared object of 1,000,000 units “in 
the bag,” the Ford Motor Co. announced that during the first six 
months. of the year, 634,961 cars and trucks were sold in the U. S. 

President Roosevelt has issued orders in the form of regulations 
calling for the expenditure of $400,000,000 of work relief funds for 


highway work. 


Driving a Napier-Railton special, John Cobb and his crew of || 
British drivers shattered the 24-hour world marks set last year by 
Ab Jenkins in his Pierce-Arrow special. At Bonneville Salt Flats, 
Utah, Cobb ran the 24 hours at an average speed of 134.85 miles per 


hour. 
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Letterbox 
‘Pity the Poor Dealer... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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|nopoly legislation applies to labor 
unions. Second, the Wagner and 
then the Taft Hartley Acts are full 
|of special privileges for labor lead- 
ers and labor unions. Do you think 
Reuther could have done this re- 
markable job without those helpful 
laws? 


Of course not, and further, do 
you believe that he could stand up 
|to Ford and GM, if he were not big 
|and powerful? He grew to giant 
size with the help of the lawmak- 
ers—the politicians. 

In the meantime, let’s look at an- 
other side of the picture: The head 
of the Anti-Trust division of the 
Justice Department is Judge Stan- 
ley Barnes. Judge Barnes recently 
| testified before a Senate committee 
* . : |regarding the “problems” of our 
did explain why they  Sedinaiee and admitted that the big 
show up! |car manufacturers may be violating 
| Some progress for 17 years? How | the laws but they are so huge that 
| did Reuther do it? It is all due tO|the Justice Department “must pro- 
several little facts which we all | ceeq aware of the limitations of our 
know. First, no antitrust or mo- | resources” —that is the resources of 
|\the Department of Justice of the 
United States Government. 

This is a new and interesting 
theory of accepting potential law 
violations because the violator is 
too huge for our Federal legal 
agency to cope with. 

So the labor union by law and 
|the car manufacturer by adminis- 
| trative decision not to prosecute 
|have become big, powerful and 
| greedy! And Judge Barnes admits, 
|“I point out, however, that the vast 
disproportion in size between any 
auto manufacturer and any single 
dealer offers manufacturers the 
| opportunity for abuse.” 

So what does he propose for the 
protection of the 35,000 new-car 
dealers? He proposes nothing—in 
fact, he gets tough when talkin 
about our “little fellows’—Judg? 
—From the files of Automotive News. | Barnes says “local associations may 

| (See LETTERBOX, Page 40, Col. 2) 


Needs Divine Help 


The “little fellow’ today is the 
franchised new-car dealer —and 
with Walter Reuther on one side 
and the Ford feudal empire and | 
Harlow Curtice on the other side, 
the new-car dealer needs divine 
protection. 

Take the UAW-CIO and Reuther: 

Seventeen years ago, it is re- 
ported, Reuther was thrown out of 
|the Ford plant, beaten by the 
| guards and his picture was printed 
lin some Detroit newspapers with 
| blood streaming down his face. 
| dust the other day, without 
| apology and as an equal, he “in- 


vited” Ford—and later, Curtice— 
to attend his (Reuther’s) meet- 
ing. They didn’t attend—but they 
did not 
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TOUGH CUSTOMER? NOT FOR A USED PLYMOUTH!) 


Used car customers are buying transportation. They’re easy to sell when they know a car will last. 


Plymouth has that reputation—more than any other make! Here’s why: 


PART-BY-PART COMPARISON* PROVES 
PLYMOUTH ENGINEERING LEADS LOWEST-PRICE FIELD 


Plymouth 


Resistor-type Spark Plugs . 
Exhaust Valve Seat Inserts 
Chain-type Camshaft Drive 
Oilite Fuel Filter. .... 
Floating Oil Intake... . 
Rotor-type Oil Pump .. . 
Oil Bath Air Cleaner .. . 
Safety-Rim Wheels ... 
2-cylinder Front Brakes. . 
Independent Parking Brake 
Electric Windshield Wipers 
Oriflow Shock Absorbers . 
Widest, Most Rigid Frame 
Cowl Ventilator ..... 
Baked-enamel Finish. . . 







Plymouth No.1 Taxi! There are more Plymouths used 





as taxicabs than all other makes combined! Impressive 


evidence of low upkeep, top stamina. 


Supreme as ‘‘Second Car’’ More and more motorists 
are making that “second car” a used Plymouth . . . discover- 
ing it can even outlast the newer “other make” they drive, 


and the used Plymouth will cost a lot less to own. 


BEST BUY NEW...BEST BUY USED! 


PLYMOUTH 


*Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this year. Most of these Plymouth engineering advantages apply in other model years as well. 
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Must Act 


On Wage, Road Bills 


By William Ullman 

Washington Correspondent 
oo both branches of Congress have a huge backlog 
of unfinished or half-finished business to get through 
if they hope to get out by July 30, the principal stumbling 


blocks currently stand in the 


House. 


At least two of the six big bills tentatively listed for 


action there have run into 
trouble in the Rules Commit- 


tee, which can exercise life- 
or-death power over clearance of 
legislation for floor action. 

These are proposals to increase 
the minimum wage level and to 
extend the housing program. 

The Democratic - sponsored bill 
for changes in the Social Security 
Act, including a tax boost, is al- 
most certain to have to wait until 
1956 for Senate consideration. Sena- 
tor Harry F. Byrd, Virginia Demo- 
crat, chairman of the Senate Fi- 
nance Committee, 
favors extensive 
public hearings 
on this bill. 

The other three 
bills which Rep. 
John W. McCor- 
mack, Massachu- 
setts Democrat 
and majority 
leader, hopes to 
put through be- 
fore Aug. 1, would 
start a $48.5 bil- 
lion highway construction program, 
authorize an atomic-powered mer- 
chant ship and raise the pay of 
House employes. Each faces con- 
siderable opposition, but has a 
chance of enactment before Con- 
gress quits July 30. 

The highway bill may come up 
in the House this week. Its chances 
of enactment are regarded as hav- 
ing been improved by a statement 
of Secretary of the Treasury Hu- 
bert Humphrey that the Adminis- 
tration might accept it despite 
drastic changes the House Public 
Works Cémmittee has made in its 
financing and size. 

The bill nevertheless is certain 
to arouse as much controversy in 
House debate as it did in com- 
mitee. The pending measure calls 
for a 12-year road building pro- 
gram of $48.5 billion. It would 
imcrease taxes on gasoline and 
various automotive products by 
some $12 billion over a 15-year 
period. A Senate version would 
set up a five-year $17.9 billion 
program financed by regular ap- 
propriations. 

Incidentally, Harold McGrath, 
superintendent of the Senate Radio- 
TV gallery, last week launched his 
annual contest to pick the date, 
hour and precise moment of ad- 
journment for this session of Con- 
gress. Personally, he has picked | 
Friday, July 29, at 8:02 p.m. In the} 
past he has been a good “picker.” | 
* * ad 
Patman’s View 

PPEARING before the House 

Judiciary Subcommittee study- 
ing antitrust problems, Rep. Wright 
Patman, Texas Democrat, declared 
that H.R. 6875, which he called an 
Administration bill for depriving 
small business of the protection of 
the antitrust laws, “would benefit 
the wrong people at the wrong 
time and for the wrong reasons.” 

Patman said the most effective | 
weapon against violations of the | 
antitrust laws is the right of | 
people who have been damaged 
by a violation of these laws to | 
obtain redress for damages in 
private suits. 

Under previous administrations, | 
said Patman, the Department of | 
Justice always has been opposed | 
to weakening this right, but today | 
that agency is sponsoring a change 
in the law which would practically | 
eliminate all private damage suits | 
under the antitrust laws. 

That is what H.R. 6857 would 
do, he declared. The antitrust laws 
should be strengthened, not weak- | 
ened, he added. 
~ » 7 


Brownell’s View 


MEANWHILE, Attorney General | 
Herbert” Brownell, addressing | 
the National Council of Consult- | 





William Uliman 











ants of the Small Business Admin- 
istration, said: 

“Consideration for the welfare 
of small business is basic to an- 
titrust philosophy. The popular 
conception of the antitrust laws 
is that they are antimonopoly. 
Certainly this is true, but they 
are equally, in my judgment, pro- 
small business .. . 

“It is impossible to go through 
one single day of antitrust admin- 








sideration of the interest of small 
business plays an important part 
in many decisions.” 

Among those attending the meet- 
ing was B. D. McIntyre, president 
of Monroe Auto Equipment Co., 
Monroe, Mich. 

* 


+ * 
Ingersoll Heads Group 
a: C. INGERSOLL, president 
of Borg-Warner Corp. has 

been named chairman of a nine- 
man advisory committee of the Ex- 
port-Import Bank, a group aimed 
to be “broadly representative of 
production, commerce, finance, ag- 
riculture and labor.” 

The committee was provided for 
in legislation passed last year. 


Freedom of Choice Asked 


HOUSE Small Business Sub- 
committee has recommended 
strengthening of the antitrust laws 
to assure gasoline dealers and 
other independent business men a 
freedom of choice in the goods 
they buy and sell. 
The subcommittee also recom- 
mended that the full committee 
study the desirability and feasi- 


| bility of creating an administration 


agency with power “to order di- 


istration without realizing that con-| vorcement, divestiture or other 


RAYON CORD 


75,448,130 miles in 1954! That’s the figure rolled 
up by the Railway Express Agency’s 13,500 trucks 
—and all but a fraction of this was covered by 





L. A. Hudson Dealers Hold Parley— 


Hudson dealers and sales managers of los Angeles County meet with factory 
representatives to discuss sales features of the line and to elect new officers. Attend- 
ing were L. T. Mortensen, zone manager; J. A. Stevenson, merchandising manager, 
and H. M. MacDonald, assistant zone manager. The new officers chosen were Calvin 
String, San Fernando, president; Karl Shadley, Monterey Park, vice-president, and 
Bruce Hulber, Santa Monica, secretary-treasurer. 


types of relief when certain condi-|duction Act, that would mean the 
tions or standards, to be legisla-;end of the present plan under 
tively set, are found to exist in the| which the automobile industry pro- 
petroleum or any other industry. | vides a WOC official to serve as a 

* * «& director of the automotive division 


° . of the Business and Defense Serv- 
Unpaid Jobs May End ices Administration. 
i“ EVENT a prohibition on the} Both Senate and House banking 
use of WOC (without compen-| committee reflected hostility to the 
sation) employes ‘is written into 


idea of WOC’s in Government in 
the extension of the Defense Pro-| peacetime. 


PE 
le 


World’s biggest private fleet proves 


rugged RAYON CORD TIRES! 


Every day these tires are put to the toughest 
tests-in-use—in all kinds of road, weather and 





traffic conditions. They must stand up to the hard 
knocks of stop-and-go driving, the rough terrain 
of back-country roads, the strains of long haul, 
high speed expressway driving. Railway Express 
Agency’s use of Rayon Cord Tires has proved they 
can take it! 
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How They're Pushing Sales 


Dealer Ad Ideas 


T’S just as easy to slam a re- 

volving door as it is to pick the 
best deal these days but the auto 
dealers are going all-out on imag- 
inative stunts. Check these offers 
made by dealers in Kansas City 
and St. Louis: 

In St. Louis: 

Auffenberg’s three used-car lots 
have tons of ice all over them to 
“beat the heat and beat the deal,” 
according to a recent advertise- 
ment, 

It’s Hearts and Flowers or Val- 
entine Day at St. Louis Motors 
Man, 3949 Lindell, whose ad shows 
hearts flying out all over the place 
while “Big Hearted Sam” invites 
115 new members to join the “Save 
$500 Club.” Also depicted are 115 
new Plymouths, geared for five- 
minute delivery, “shined, serviced, 
set up, ready-to-go.” 

* + * 


B. C. MOTORS (Lincoln-Mer- 
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special featuring free automatic 
transmission, radio, heater, turn 
|signals and windshield wipers. 

Southtown Motors (Ford) offers 
|a Remington 60 electric shaver that 
can be used in the car or at home| 













NOTHING Deww! 


Eodncreorr Terems 


YEARS To Pay 






|free lubrication for the life of the 
car. 

It’s Fourth of July time at Kribs | 
Motors (DeSoto- Plymouth), 3205 
Natural Bridge, which uses an il- 
lustration that looks like fireworks 

















to the first 20 weekend buyers. 
Offman Downtown Buick Co. d A . 
| gives free service for 24,000 miles C 3 
or two years with every new 1955 
Buick. , \ (i 
Rudy Fick (Ford) offers 100 new |: > 
Fords with air conditioners at no a" 2a 

with, “Those volume-crazy Kribs| increase in price. \ w- YL — 
kids are splitting the town wide} Berl Berry (Lincoln - Mercury) } 
open.” offers a Double Deal that “lets you 

Some Kansas City deals: |trade your car at top value now \ ; 

Matt Calovich, Kansas Nash,|2nd have $350 deposited to your) </ 
“Will Take the Shirt Off His Back” |@ccount at 6 percent interest to- Glue ‘ys 
|and backs it up with a photograph | Ward next year’s trade. If you de-| . 
doing it and also uses the line “We | cide not to trade in 56 you get the| “He won't take cash—compli- 
will not be out-gimicked, we offer | $350 in cash plus interest. cates his bookkeeping, he says!” 
no trinkets and we don’t high- ee ae 
| pressure but will beat any deal in| They Prove His Point |a new 1955 Chevrolet four-door se- 
| town with good old hard cash dol- NTHONY ABRAHAM (Chevro-|dan for $1 down and $57.42 per 
lars. let) wanted to prove the effec- | month’ including $560 collision, fire 

: 'tiveness of a Saturday night movie|@nd theft, health, accident and 

hy FRAZIER Buick offers n0| sponsored by his dealership in Mi-| death insurance against the unpaid 
financing charges, no interest,|ami on WGBS-TV, an ultra high balance. 
no carrying charges and “better | frequency outlet. He proved his point. Abraham 
deals” for July. | He arranged a special deal an-|sold 42 cars and turned down 20 

Broadway Motors (Ford) “Comes | nounced only on this program. Ab-| customers because he was sold out 


* * * 





* cury), 3620 Gravois, offers|Out Swinging” with a three-day|raham offered—for one day only—! of the model offered. He estimated 





re 
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Truckers say that tires made of Rayon cord are better for any and all 
kinds of trucking. Records show that more truckers use RAYON CORD 
TIRES than any other. They can rely on Rayon because Rayon pays off! 


RAYON PAYS OFF WITH 
EXTRA RECAPS. Because 
of Rayon cord’s long- 
lasting strength, Railway 
Express finds its tires can 
be recapped as many as 
4 times—thus delivering 
maximum life and econ- 
omy. Still going strong 
after 4 recaps, this Ray- 
on Cord Tire, above, is 
ready to roll up more 
miles for Railway Ex- 
press Agency. 


RAYON AND REGULAR 
INSPECTION PAY OFF. 


Railway Express Agen- 
cy’s efficient policy of 
regular air check and in- 
spection forestalls tire 
failures and reduces 
down-time loss. Because 
Rayon resists stretching, 
tires retain their shape, 
thus eliminating match- 
ing problems. Shown 
here are a pair of tires 
being checked for prop- 
er matching. 


i e.0 eA ee 


RAYON PAYS OFF BY 
HELPING TO KEEP IN- 
VENTORIES Down. Rail- 
way Express finds it 
practicable to operate 
with a spare tire inven- 
tory of less than 2%— 
another important 
money-saving consider- 
ation. Rayon, along with 
the Agency’s operating 
procedures, helps 
achieve an excellent per- 
formance record. 


350 Fifth Avenue, 
New York 1, N.Y. 
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inquiries reached more 


personal 
than 150. 


P.S8. Abraham is continuing the 


S aslowarys| movie. 


* * * 
Independent, Not Dependent 
“‘EoNt lose your life celebrating 

liberty,” was the theme of a 
Fourth of July advertisement car- 
ried in the Durham (N. C.) Herald 
by Uzzle Motor Co. (Cadillac-Olds- 
mobile), Durham. 


The ad stressed the “safest car 
you can own is an Oldsmobile 
or Cadillac,” then emphasized: 
“You are the one imperfection in 
today’s car and you can’t be re- 
placed on any assembly line.” 

The ad opened with “many 
Americans have died creating and 
preserving the Declaration of In- 
dependence. Many more Ameri- 
cans, thousands of them, have be- 
come dependents” because someone 
celebrated dangerously instead of 
thoughtfully. 

* 


* * 
Day-Vee, Davy Crockett 


sans - BU Motors, 
Louisville, Ky., has offered—as 
an observance of Davy Crockett 
Days—25 pairs of free tickets to 
the Walt Disney movie “Davy 
Crockett, King of the Wild Fron- 
tier” and 25 free coonskin hats to 
the city’s small fry. 

All the kiddies have to do, ac- 
cording to the ad, is to “take - 
mom and dad—or both—to Doug- 
las-Hudson Motors .. . to regis- 
ter. Nothing to buy.” 

The offer is tied to the nation- 
wide contest with trips to Disney- 
land plus three free Hudsons as 
prizes. The whole advertisement 
was linked to the “best deals in 
(the dealership’s) history on the 
new 1955 Hudsons.” 

* 


* * 

Hare-Brained Deal 
When Maher Brothers (Ford), 
Dallas, advertised that they would 
accept “anything” in trade on a 
new car, Edward Wingfield 
promptly took the dealership up 
on it. He brought in 40 rabbits 
that he had raised. Wingfield got 


a new Ford sedan. 
* * * 


James Turns Publisher 


FOUR-PAGE miniature news- 

paper, called The Jamestown- 
Buicktown Journal, is published 
| periodically by Ed James Buick Co., 
Los Angeles, to build customer re- 
lations. 

The sprightly publication is lib- 
erally sprinkled with pictures and 
feature items, as well as “sell” 
pieces and outright advertising of 
James specials. 

One of the tasks of the paper is 
introducing members of the James 
staff and explaining James services. 

x a * 


Jumbo Tradeins 


A real circus and a real elephant 
were used by Western Auto Transit 
Co. (DeSoto - Plymouth) Rock 
| Springs, Wyo., to advertise their 
| “elephant” tradeins. 

While the circus was in town, 
Western Auto hired the elephant 
and clowns and put on a show in 
| the used-car lot. Tradein merchan- 
| dise certificates were given to visi- 
tors who came closest to guessing 
| the elephant’s weight. 

* * x 
Free Pictures 
T EX BROTHERTON, Chrysler- 
Plymouth dealer in Walla 
Walla, Wash., made the most of a 
gala reopening of his dealership 
following a fire earlier in the year. 

Full-page newspaper ads fea- 
tured scenes of the dealership in its 
early days (it was founded in 1916 
and handled Star) compared with 
illustrations of the new facilities. 

Visitors were offered free pic- 
tures of themselves. The ads said: 
“We will have a photographer on 
hand to take a picture of you and 
your family in the new Chrysler 
300 . . . The picture will be free 
and you will get it immediately.” 

7. 


Melton Spoofs Specials 


I A large newspaper advertise- 
ment, Melton Buick Co., Chey- 


enne, Wyo., got in a cynical lick 
|at current price wars among used- 
| car dealers. 


The ad featured about 25 spe- 


|cials from the Melton used-car lot. 
| A screaming headline said: 


“We will give $1,000 cash with 
the purchase of any car in this 


| mattis 


But in smaller letters, the ad 
said: “But you must give it right 
back, of course!” ‘ 
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By Leo T. Parker 
Attorney at Law 


E S. SMITH, of Los Angeles, 
* writes: “A few weeks ago one 
of my employes made a contract in 
my name and without my author- 
ity. In fact he made it against my 
advice and knowledge. Am I liable 
on the contract, or is the employe 
liable?” 

A review of leading higher court 
cases disclose that an employe is 
personally liable: 

1. where he knowingly makes a 
false written or oral statement or 
representation of his authority with 
intent to deceive a person who 
transacts business with his em- 
ployer; 

2. where he performs unlawful 
acts with authority of his employer; 

3. where he performs an act be- 
lieving he has authority, but actu- 
ally hag none; 


4. where under all circumstances | 


THE NUMBER 6 on the bearing cup at right, together * 
with 5BC on the cone, tells you that this is a tapered 
roller bearing used on steering gears. But when the 
number is accompanied with the trade-mark “°Timken®”, 

feiuce years of trouble-free operation. 
cause of the quality and service that go with 
every Timken bearing. 


it also predicts 


Why? 


THE NUMBER 
THAT PREDICTS 
THE FUTURE 


Lawsuits Affecting Dealers ... 
Court Deeisions 











he wilfully performs an act which 
results in damage to any one; 

5. where he performs damaging 
acts outside his scope of authority, 
although he intends to render his | 
employer a valuable service; | 

6. where he assumes an obliga- | 
tion for his employer. 


Sometimes an employer is solely 
liable for obligations in a contract 
signed by an employe who had 
authority in the past to obligate 
his employer, 

However, as a general rule, the 
employer is relieved of liability 
where the employe exceeds his au- 
thority and makes a contract out- 
side the scope of the employment, 
but the employe may be liable for 
resulting damages. 

For illustration, in a higher court 
case (101 Pa, 311), it was disclosed 
that an employe exceeded the au- 
thority given by his employer and 
signed a contract intending to obli- 


| 





gate the latter. When the employer 


IN JUST 40 SECONDS this spectrometer tells the exact chem- 


ical composition of a melt of 


imken bearing steel. Results are 


flashed back to the furnace so our melter has constant control of the 
chemical analysis. We make our own steel to control bearing quality 
every step of the way. We’re America’s only bearing maker that 


does. And we make the steel nickel-rich for adde 


toughness. 





learned of the nature of the con- 


tract he refused to fulfill the agree- | 


ment. 

The other party to the contract 
sued the employe who attempted 
to avoid liability and testified that 
he had acted in good faith when 
signing the instrument, and be- 
lieved he had authority to make 
valid contracts for his employer. 
However, the court held the em- 
ploye personally liable, and said: 

“The reason why an agent is lia- 
ble in damages to the person with 
whom he contracts when he ex- 
ceeds his authority, is that the 
party dealing with him is deprived 
of any remedy upon the contract 
against the principal.” 

Other courts have held that an 
employe may be solely liable on a 
contract which he signs by au- 
thority of his employer. For ex- 
ample, in a leading case (17 O. S. 
215), it was shown that an em- 
ployer authorized his employe 
named Ed Collins to sign a valid 
contract. 

The employe failed to include his 
employer’s name in the contract, 
but signed it “Ed Collins, Agent.” 
The employer refused to assume 
the obligations under the contract 


oe 


ger ling this testimony the court he'd 





Cited for L-M Sales— 


Arthur 
Motor Car 


president of 


Denver 


Kumpf 
Lincoln-Mercury 
dealership, center, receives a plaque for 
outstanding sales achievement from W. A. 
Little, Mercury assistant district sales man- 
| ager, left, and W. H. Huber, regional 
sales promotion manager. 


Kumpf, 
Co., 





| and the other party to the contract 
sued Collins. 

During the trial Collins intro- 
duced evidence proving that his 
employer had given him authority 
to sign the contract. Notwithstand- 





CATCHING REJECTS before they happen is the job of our 


statistical 
every grinder 
from each lot. 
instantly. This is another step we 


uality control. For instance, a chart like this on 
the dimensions of several cups or cones 
rends towards off-size bearing parts show up 


take to make Timken bear- 


ings the No. 1 value in your cars’ moving parts—the vital zone. 





OUR ENGINEERS WILL HELP 


**Timken” with a bearing number 


YOU design bearing appli- 
cations for your product—at no cost to you. They can often 
suggest improvements and more economical installation 
methods. This service is one more reason to always specify 


. And for full value, always 


use a Timken bearing cup with a Timken bearing cone. The 
Timken Roller Bearing Company, Canton 6, Ohio. Canadian 
plant: St. Thomas, Ontario. Cable address: ““TIMROSCO”. 


TIMKEN ts NUMBER 1 FoR VALUE WHERE VALUE COUNTS MOST...IN THE VITAL ZONE 


TRADE-MARK REG. U. S. PAT. OFF 


i 
NOT JUST A BALL (> NOT JUST A ROLLER C—) THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL AND THRUST -@)— LOADS OR ANY COMBINATION “we 





Collins personally liable. This cou:t 
stated that an employe is persona] y 
responsible on a contract which is 
written and signed in a manner 
which indicates that the employe 
intended to be bound. 

Also, the leading case of Gill, 1°9 
F. 250. Here a contract was liti- 
gated which contained the em- 
ployer’s name. However, an employe 
named Gill signed his own narre 
“W. B. Gill.” Suit was filed against 
Gill although the body of the con- 
tract indicated that the contract 
was intended to bind the employer. 


In view of the fact that the em- 
ploye signed his name without in- 
dicating that he was an employe, 
the court held Gill personally liable. 

* ca * 


Restrictive Contract 


yy... talking with automobile 
dealers this last winter this 
legal question arose on several oc- 
casions, as follows: “Is a contract 
valid under which an employe 
agrees to not take employment 
with a competitor? 

“Also, I was asked to recommend 
a contract clause of this nature 
which the courts hold valid. 

My opinion is, as follows: Many 
higher courts hold that a contract 
| between an employer and employe, 
wherein the latter agrees not to 
enter into a competing business, or 
engage himself with a competing 
firm, is valid and enforceable pro- 
vided the restrictions are reason- 
able. 

For instance, in the leading 
case of Eigelbach v. Boone, 287 

S. W. 225, it was disclosed that a 
contract existed between an em- 
ploye and his employer which 
contained a clause, as follows: 

“I further agree that, in the 
event my employment is_ termi- 
nated for any reason, I will not in- 
jure or attempt to injure your busi- 
ness or the business of your clients 
or associated interests by commu- 
nicating with or otherwise getting 
in touch with your customers, di- 
rectly or indirectly, in any way, 
form, or manner; but, on the other 
hand, by my conduct and action, I 
will at all times do all I can to 
make friends for you. 

“I further agree that, in the 
event of termination of my employ- 
ment for any reason, I will not en- 
gage in the same or similar line of 
| business in the same city, or coun- 
| ty, either for myself or another 
|person, firm, or corporation, for 
|the period of one year immediately 
|following the termination of my 
| employment by you.” 

Soon after the employe termi- 
inated this employment be became 
engaged in a competitive business. 
|In subsequent litigation the court 
|promptly granted an injunction 
|against the ex-employe remaining 
|= the competitive business. 

* * * 








U. C. Dealer Target 


Of Insurance Suit 


OKLAHOMA CITY. — Mid-Conti- 
nent Casualty Co. has asked a 
| court to declare that it is not liable 
in an auto accident involving Earl 
| Simmons, a used-car lot operator. 

The insurance firm alleges that 
Simmons bought a garage liability 
policy which would pay damages 
for bodily injury caused by an auto 
accident, but excluded “tow - bar 
and drivein” operations. 

The firm claims that the car be- 
ing brought by Simmons from 
Enid, Okla., and involved in the 
accident was a “drivein.” The per- 
sons riding in the other car have 
sued Simmons for $46,000. Mid- 
Continent has asked that it not be 
required to defend Simmons in the 
case, which is divided into two 
suits. 


| 


* * 


S. C. Fair Trade Act 


Ruled Unconstitutional 


COLUMBIA, S. C.—Judge Legare 
Bates has ruled that the South Car- 
|olina Fair Trade Act—which allows 
a manufacturer to set a minimum 
price on his products—is unconsti 
tutional. 

The judge, in reply to Westing 
|house Electric Corp., one of th« 
| parties in the case, said: “I am un 
|able to see any direct relationshi} 
between goodwill and the mainte- 
nance of a fixed retail price. Too 
high a price could destroy goodwill 
while a low price might enhance 
Nag 
| Westinghouse had maintained 
|that the minimum price protected 
| its trademark. 








~~ 





AUTOMOTIVE NEWS, JULY 25, 1955 


Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Derelopments 


17 





ile 
is 
c- 


ct 
nt 


1d 
re 


lv 


ct OG 


to 
or 
1g 
D- 
1- 


TT FF O23 OSS" 


le 
i- 
l- 
i- 
[Ss 
1- 


i- 
r 


J 


ln 
\- 


. ie 


r 
r 


<< 


RQerKr oi 


—O Pi 


o 


ao as 


PE Me, 


by John T. Benedict 





OMETHING will have to be 

done to protect both the con- 
scientious seat- belt manufacturer 
and the public from unscrupulous 
people who already have begun to 
exploit the present interest in 
safety for their own selfish pur- 
poses. 

Legislative control of seat - belt 
sales may be the only means left if 
seat-belt manufacturers themselves 
have no organization strong enough 
to police their industry properly. 


The seriousness of this prob- 
lem is recognized by many state 
legislatures. At least one state 
has a bill pending to prohibit 
sale of seat belts that are not ap- 
proved by its department of mo- 
tor vehicles. 

Most authorities now agree that 
a properly designed seat-belt in- 
stallation can be effective in reduc- 
ing injuries to occupants of cars 
involved in accidents. It is likely 
that seat belts may be available on 
most 1956 models. Illinois already 
has introduced legislation making 
it compulsory for all new cars sold 
after the middle of next year to 
have “provisions for attachment of 
seat belts.” 


It is apparent that interest in 
this subject is still growing. Once 
the industry has cleared the way 
for installation of seat belts on its 
new cars, the door will be open for 
accessory manufacturers to develop 
a tremendous market in equipping 
the millions of cars already on the 
road with similar protective de- 


vices. 
- cd * 


Shoddy Belts Fall 


Short of Standards 


MAY of the organizations en- 
gaged in the manufacture and 
sale of belts should be commended 
for their sound engineering and 
ethical ap proach. However, car 
dealers and the general public must 
be warned that a few unscrupulous, 
fly-by-night buzzards have started 
to operate in this potentially lucra- 
tive field. 

Some of these fast-buck boys 
have rushed to market with 
shoddy merchandise—and with 
misleading ads and claims that 
falsely imply official industry ap- 
proval. Actually, some of this 
equipment fails to measure up to 
minimum requirements in mate- 

(Continued on Page 31, Col. 1) 


By John T. Benedict 
Engineering Editor 
T’S “back to the drawing board” 
for many American engine de- 
signers who appreciate potential 
implications of the radically new 
combustion theory developed by a 
German diesel expert. | 


Knowledge gained by Dr. J. 8. | 
Meurer, Maschinenfabrik Augs- 
burg Nurnberg Co., during many 
years spent studying the com- 
bustion process has led to dis- 
covery of a new method for com- | 
bustion mixture formation that | 
upsets some basic ideas long ac- | 
cepted as “gospel” by engine | 
designers. 

Principal differences between the 
so-called “M-combustion” system 
and conventional diesel practice 
lies in a design that provides initial 
spontaneous ignition by only small 
portions (5 percent) of the fuel, 
with the rest being mixed as a 
vapor with air. In most present- 
day diesels, the opposite is true: 
The larger portion of fuel is mixed 
as a liquid and then vaporizes. 

In contacts with a cross-section 
of American internal combustion 
engine authorities who are familiar 
with Meurer’s work, the writer 
found a generally favorable im- 
pression of the important contri- 
butions made to basic knowledge 
in this field. Typical comments 
ranged from “startling revelations” 
to “forces a review of thinking on 
the part of all in the business.” 

One chief engineer with a U. S. 
company that has had considerable 
test experience with an engine em- 
bodying Meurer’s latest ideas says, 
“It’s a pleasure just to listen to 


30-Foot Barrier 
Smashed by New 


Steel Furnace 


DETROIT. — A new blast fur- 
nace—the world’s largest — has 
gone into production of iron for 
steelmaking at Great Lakes Steel 
Corp., a division of National Steel 
Corp. 

Great Lakes’ new furnace is the 
first to reach and exceed a hearth 
size of 30 feet. It was designed and 
erected for Great Lakes by the 
Freyn Department of Koppers Co., 
Inc., Pittsburgh. 

Full-rated production capacity of 
the furnace is 50,000 tons per 
month. Engineers predict that, as 
operating experience develops, the 
furnace may average over 60,000 
net tons per month—and break the 
world’s record for production. 

William H. Collison, superintend- 
ent of blast furnaces and coke 
plant, indicated that warmup oper- 
ations progressed normally. 

“As we expected,” he said, “the 
furnace was tricky to handle at the 
start. But she’s now behaving like 


© pence 


German Upsets Traditional Beliefs . : ‘ 


Diesel Silenced 





walls. 

* * * 
this engine and know that it’s a 
diesel.” 

There is, of course, wide vari- 
ance of opinion as to which phase 
of the M-combustion attributes 
should rank as the most out- 
standing. Some say it’s the un- 
precedented low noise level in a 
diesel. Others point to the excep- 
tionally good fuel economy. Many 
consider that the real achieve- 
ment lies in the combination of 
quiet operation and good fuel 
economy. 

Engineers who design power- 
plants for military vehicles are 
most impressed by M-combustion’s 
unequaled multi-fuel characteris- 
tics. And some informed Otto-cycle 
men are getting excited about what 
may happen when they begin to 
apply some of Meurer’s new prin- 
ciples to spark-ignition engines. 

~ * * 


Rapid Engine Progress 
Is Made Possible 


ONSIDERING the revolutionary 

aspects of the new theories, it 
is remarkable that no belittling 
was heard from those who have 
studied the M-combustion system 
or tested the latest M.A.N. engine. 
One thing common to engineers 
who tended to depreciate Meurer’s 
achievement or state flatly that he 
really had nothing new, was their 
absence from the SAE meeting at 
which Meurer made his original 


failure to study the excellent tech- 
nical paper in which his findings 
are described. 





|a lady.” 





An executive engineer with one 


More Aluminum Seen in Autos 


TLANTIC CITY—Grilles, 

wheels, brake drums, radiators 
and cylinder blocks are among the 
aluminum automotive products of 
the future, according to Leo Swo- 
boda of Kaiser Aluminum and 
Chemical Corp. 

Addressing a meeting of the 
Society of Automotive Engineers, 
Swoboda said that aluminum has 
the “right combination of prop- 
erties” to further design trends 
and research programs that are 
expected to produce lighter, bet- 
ter riding cars, with improved 


performance and economy at no 
sacrifice in passenger space. 
Speaking with a background of 
knowledge gained by familiarity 
with many still-secret experimental 
programs, he cited three basic rea- 
sons for the use of aluminum. The 
original incentive was a desire to 
take advantage of such physical 
properties as light weight, good 


Engineering New Products 


Page 30 





| thermal conductivity, corrosion re- 
| sistance and pleasing appearance. 


According to Swoboda, the sec- 
ond important factor encouraging 
expanded use of aluminum ig its 
availability in virtually unlimited 
quantities at reasonably stable 
prices. The third reason (and one 
which is the decisive factor in many 
automotive decisions) is lower fin- 
ished cost of many items when 
made of aluminum. 

Widespread use of aluminum for 


automotive pistons and torque con- 
(Continued on Page 21, Col. 1) 





presentation last month and their | 








‘Whisper’ Heard Around the Country— 


American engineers impressed by unusually quiet operation of this German M.A.N. 
diesel call it the ‘‘whisper” engine. Significance of design is its application of the 
new M-combustion system. Key to effectiveness lies in limiting auto ignition to small 
portions of fuel and burning remainder after evaporation from combustion chamber 


+ * * 
U. S. company that has been run- 
ning extensive tests on the M.A.N. 
diesel says, “Dr. Meurer’s clarifica- 
tion of the combustion process 


| opens the way for major steps for- 


ward in all internal combustion 
engines.” He believes many of the 
M-combustion principles undoubt- 
edly will prove applicable to spark- 
ignition engines. 

The consensus among well-in- 
formed engineers is that Meurer’s 
findings ultimately may be cred- 
ited as having provided a spring- 
board for the still-awaited break- 
through to attainment of such 
long-cherished goals as: Diesel 








engines reaching new standards 
for quiet operation and economy, 
military vehicles that will oper- 
ate on any fuel from crude oil to 
gasoline, and spark-ignition en- 
gines with higher efficiency made 
possible by compression ratios 
ranging as high as 19 to 1. 

In U. S. engine design, chances 
are that the effects of M-system 
principles will first show up in com- 
mercial diesel types moving through 
developmental status during the 
next few years. In the industry, it 
is rumored that the obvious poten- 
tial military advantages of a multi- 
fuel engine attracted the attention 
of NATO planners and resulted in 
bringing some of the first of the 
new M.A.N. engines to this coun- 
try for testing. 

U. S. companies understandably 
are reluctant to do much talking 
“on the record” about their tests 
of the M-system. However it is 
generally believed that the diesel 
department of Continental Avia- 
tion and Engineering Corp., and 
General Motors. Corp.’s Detroit Die- 
sel Engine division have had the 
most actual experience with the 
German engine to date. 

Caterpillar Tractor Co. is known 
to have been testing an M.A.N. en- 
gine, but the company has not dis- 
closed whether or not this is the 
most recent model embodying the 
new M-combustion system. Cum- 
mins Engine Co. also has been 
watching this development closely, 
and is expected to begin tests on 
the engine soon. 

” * + 
Spark-Ignition Experts 
Overlook Importance 


NTEREST in the U. S. diesel in- 

dustry is a natural outgrowth 
of the fact that Meurer’s entire 
program was aimed at develop- 


ment of improved diesels for M.A.N. 
(Continued on Pago 20, Col. 1) 





Controlled Welds Detailed 


Kellogg Says New Method Penetrates Completely 
And Avoids Root Bead Cracks 


ORMED structures of such 

hard-to-weld materials as alum- 
inum, air-hardened steels, titanium 
or “super alloys” can now be fabri- 
cated readily with its K-WELD 
process, says M. W. Kellogg Co. 

Furthermore, Kellogg says, 
the structures will have complete- 
penetration, controlled - contour 
welds, free of root bead crack- 
ing—a major cause of failure in 
welded joints. 

In the K-WELD process, precise 
control over application of the root 
bead is integral to the process 
itself rather than being dependent 
upon the skill of the operator. 

Reducing the human element is 
a considerable advance in eliminat- 
ing the critical problem of lack of 
penetration, Kellogg says. 

*” *~ 


yes growing application of inert 


gas shielding—to the root bead’s 
interior surface—has been an im- 
portant step toward assuring com- 
plete penetration and producing 
completed welds of high quality. 
However, attaining full penetra- 
tion in single V-belt welds, from 
one side without backing rings, 
has depended upon outstanding 
operator skill—a skill which can- 
not be maintained at high levels 
of performance without excessive 
physicial strain. 
Where penetration is incomplete, 
there is also the unfortunate pos- 


sibility that it may not be detected 
by available non-destructive ex- 
amination. In ferritic materials, 
magnetic powder examination is 
also limited. 

With the K-WELD process, pre- 
cise control of technique, physical 
dimension and internal gas shield- 
ing pressure produce root beads 
of assured full penetration and con- 


trolled internal contour, a uniform 
(Continued on Page 20, Col. 4) 
= +. * 





No Cracking Here— 

K-WELD root bead is laid while the 
pipe interior is under controlled inert- 
gas pressure in the gas-chamber fixture. 
Method is said to avert root bead crack- 
ing. 





18 
Reproduction Time 


On Drawings Cut 


PHILADELPHIA.—A _ reduction 
of more than 95 percent in time 
needed to produce engineering 
drawings has been achieved here 
by the General Electric’s medium 
voltage switchgear department. 

In applying the new method, the 
engineer or draftsman prepares a 
coded order to the blueprint sec- 
tion. 

This order embodies all necessary 
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instructions for the preparation by 
a clerk of a composite positive film 
transparency, comprising reusable 
positive film overlays, from which 
a translucent auto-positive is 
printed by conventional photo- 
mechanical methods. 


New Pontiac Deal 


Pentel’s Lake Street Pontiac is a 
new dealership in Minneapolis. Erv 
Pentel is president and general 
manager of the dealership, former- 
ly operated as Pentel Motor Co. 
(Chrysler-Plymouth). 


MOND ILAUND 


WELDING NOTS 
oes Make Tough Jobs Easy! 


SAVE TIME! 


SAVE 1 


SAVE MONEY! 


ROUBLE! 


If you’ve got a product involving metal fabricating, 
fastening or assembling, chances are you can use Mid- 
land Welding Nuts to big advantage. 


They come in all sizes for every-sized job. Welded 
to the part or parts concerned, they don’t have to be 
held while bolts are turned into them. Thus one man 
can often do the work of two. 


And they’re indispensable when it comes to those 
tucked away, hard-to-get-at places. Welded in advance 
to those inside spots where it is difficult—or impossible— 
for hands or tools to reach, Midland Welding Nuts hold 
fast while bolts are turned into them. 


If you’re a designer, you'll want to know about these 
time and labor-savers, too. Midland Welding Nuts will 
solve and simplify many of your problems, too. 


Write or phone for complete information! 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue 


Export Department: 38 Pearl St., 


¢ Detroit 11, Michigan 
New York, N. Y. 


Manufacturers of 


Automobile and Truck Frames ° 


Air and Vacuum Power Brakes 


Air and Electro-Pneumatic Door Controls 


STEEL TUBING 


SERVICE STEEL 


DETROIT, MICHIGAN 


RIE PES 
AIRCRAFT 

Paiai id 

rae Tes 

CARBON 

STAINLESS PIPE 
PSPC ts t Mai crs 


Representatives for PITTSBURGH TUBE COMPANY 
COLD DRAWN Prism Tit T 


A New Tin Plate— 


Ray G. Scoggins, assistant manager of 
tin mill products for Jones & Laughlin 
Steel Corp., displays some of the many | 
| Products for which the firm's new heavy- 
| gauge tin plate . can ve used. 


New Tin Plate 


| Phil, 








Seen Replacing 
Costlier Metals | 


PITTSBURGH.—Heavy gauge}! 
electrolytically coated tin plate, a} 
new flat-rolled product, is receiv- | 
ing good trade acceptance, accord- | 
ing to Jones & Laughlin Steel Corp. 

Jones & Laughlin, which is pro-| 
ducing the plate at its Aliquippa | 
(Pa.) plant, reports that users have | 
been able to reduce material and 
p.ocessing costs on many stamped, | 
drawn and plated parts when cor- | 
rosion is not too great a factor. It} 
is being used as a replacement for | 
song ternes, aluminum, zinc-coated | 
Sheets and other more expensive | 
metals. 

‘the company says that the new} 
tin plate has an excellent surface 
for plating and painting, has ex- | 
cellent deep drawing qualities and | 
uniform ductility. 

One automotive parts manufac- 
turer recently eliminated a degreas- | 
ing line and a painting operation 
because the new tin plate arrives 
at his plant clean and ready for 
processing. Formerly his sheet 
steel had to be coated with oil to 
prevent rusting while awaiting) 
fabrication. | 


F oundrymen Cite 


GM Researcher 


DETROIT.—Dr. Robert F. Thom- 
son, head of the metallurgy depart- 
ment of the General Motors re- 

search laborato- 
ries, has received 
the John A. Pen- 
ton gold medal 
from the Ameri- 
can Foundry- 
men’s Society. 
The award was 
presented for| 
“outstanding con- | 
tributions to the} 
society and the 

: industry in found- 
Dr. R. F. Thomson dry, research, 
particularly in the field of light) 
metals.” 

A graduate of the University of 
| Michigan, where he formerly taught 
|metal processing, Thomson joined 
the GM laboratories in 1950 as as- | 


ment. He was promoted to head of 
the department in 1952. 


| Scientists Probe Ways 


| To Best Remove Dirt 
| PITTSBURGH. — Westinghouse | 
Research Laboratories’ scientists 
are tackling the problem of dirt to 





|find out why it sticks to clothes 
and how it best can be removed. 

The scientists are using a mix- 
|ture of carbon black, fat and pro- 
|tein to stain cloth. Any of these 
|can be made radioactive and thus 
can be traced through the wash- 
ing process to see how detergents 
and soaps operate. 

To get even small increases in | 
the “whiteness” of cloth, the re-| 
searchers have found that as much | 
as 42 percent of the carbon black, 
76 percent of the fat and more} 
than 95 percent of the protein must | 
be removed. 


| 
| 


New lowa Plant Opens 


INDEPENDENCE, Ia.—A new 
assembly plant has been opened | 
here by Micro Switch, Freeport, 
Ill, to produce mercury switches | 
and snap-acting switch products. | 
Micro Switch is a division of| 
Minneapolis - Honeywell Regulator | 


sistant head of metallurgy depart- | 


| * After original installation 





Co. 





Zender Heads 
Copper Assn. 


HOT SPRINGS, Va.— Austin R. 
Zender, executive vice - president, 
Bridgeport Brass Co., Bridgeport, 
Conn., was elected president of the 
Copper & Brass Research Assn. at 
the group’s 33rd annual meeting 
here. 

W. M. Goss, J. P. Lally and E. A. 
Oliphant were named vice-presi- 
dents with incumbents J. A. Dou- 
cett, Henry L. Marion, and W. H. 
Parr. Others elected were F. L. 
Riggin sr., treasurer, and Carl H. 
secretary. T. E. Veltfort was 
reelected manager. 


Atomic-Power Study 


Undertaken by Ford 


DEARBORN.—Ford Motor C», 
has launched a $100,000 industri«1 
atomic-power study, E. S. Ma<- 
Pherson, engineering vice-presi- 
dent, disclosed last week. 

In cooperation with the Atomic 
Energy Commission, Ford scien- 
tists will study fabrication of 
atomic-reactor fuel elements. 

“As a major consumer of in- 
dustrial power and as a mass fab- 
ricator of automotive power | 
plants, Ford has a vital interest 
in all new energy sources, includ- 
ing nuclear energy,” MacPherson 
said. 
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GREY IRON GASTINGS 
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ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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FOUNDRY DIVISION 
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CHATTANOOGA 2, TENNESSEE 
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“Tell Your Story Here!" 


e Mounted or Dismounted » Secende* 
Polished Scien tame Sheet Steel Face 
Sign Telescope into “inte Non-Visible Brackets Mounted 
Does not Interfere with Operation of Trunk Lid 
Available for all 1955 GM Cars 
Available for all 1955 Ford Cars Exc 
Available for all 1955 Chrysler Cars 


Lincoln 
xcept Imperial 
Also Available for Packard, Nash, Studebaker and Hudson 
State Make and Model When Ordering 


$16.50 Lettered — $12.50 Unlettered 
F.0.B., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINO! 
DEPT. 102 
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A good reliable 


SOULCE 


FOR AUTOMOTIVE COMPONENTS 
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Over two million square feet of floor space 
at the Bendix Products Division insure the 
manufacturing capacity to meet volume 
requirements, with on-schedule deliveries in 


a wide range of automotive components. 
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BENDIX LOW PEDAL POWER BRAKE—Specified by more car BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* 
manufacturers than any other make, Bendix* Low Pedal Power Steering is of the linkage type, manufacturers find it 
Power Brake makes possible quick, sure stops by merely especially adaptable for production line installation without ex- 


pivoting the foot from the go to the stop control. No need to tensive engineering changes. Manufacturers can now meet the 
lift the foot and exert leg power to bring the car to a stop. ever-increasing demand for power steering more efficiently and 


Result—more driving comfort, less fatigue and greater safety! more economically with Bendix Linkage Type Power Steering. 
*REG. U. S. PAT. OFF. 


BRAKES « POWER STEERING e POWER BRAKING «+ CONSTANT VELOCITY UNIVERSAL JOINTS + HYDRAULIC REMOTE CONTROLS 


BENDIX siviscu SOUTH BEND => ~ Qemoie7 


Export Soles and Service: Bendix International Division, 205 East 42nd Street, N.Y. 17,N.Y. AVIATION CORPORATION 
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Old Beliefs Are Upset... 








New Theory Silences 


‘Knock’ of 


Diesels 


(Continued from Page 17) 


trucks. As a group, American die- 
sel engineers are the only people 
in this country who are familiar 
enough with the new combustion 
and engine design principles to 
evaluate the far-reaching implica- 
tions of this radically different the- 
ory of combustion. 

Thus, it is American diesel men 
who are pointing out that these 
discoveries may have worthwhile 
applications in spark-ignition en- 
gine design as well. Gasoline- 
engine people have not yet be- 
gun to realize how they may 
profit by study of the Meurer 
data. 


It might be said that the M-sys- 
tem is lacking in fanfare, but not 
in importance. This is not unusual. 
Significant technical developments 
which ultimately are slated to have 
widespread influence often arrive 
quietly and receive little notice 
from those outside the immediate 
field of application. 

To understand what Dr. Meurer 
has accomplished and appreciate 
why his theories and design prin- 
ciples are regarded as such a de- 
parture from previous fundamental 
beliefs concerning the combustion 
process, you must begin by recog- 
nizing that mixture formation has 
been considered the key problem 
right from the start of high-speed 
diesel development work. 

The diesel engine running at 
the same speed as the carburetor 
engine has only about one-sixth 
of the time to produce its mixture 
of fuel and air. The time involved 
is only about 0.001 seconds for 
spontaneous firing. 

It igs extremely difficult to meas- 
ure the process of mixture forma- 
tion accurately and thus obtain the 
necessary standards or “baseline” 
for quality comparisons as design 
changes are made. Diesel engineers 
have, therefore, been inclined to 
blame deficient mixture for all dif- 
ficultigs in diesel combustion. “Mix- 
ture” was the whipping boy for 
such undesirable characteristics as 
steep pressure rise, poor air utiliza- 
tion, noise and smoke. 

All the while, according to 
Meurer, they neglected another 
aspect of the problem, which now 
is recognized to be of at least 
equal importance. This is the 
“chemistry” of diesel combustion. 

For many years, diesel engineers 
dogmatically have held that the 
“ideal” is an instantaneous mixture 
of liquid fuel spray with compressed 
air in the combustion chamber. In 
the light of Meurer’s recent expe- 
rience, however, it now is believed 
that this concept of an ideal fuel-air 
mixture can be refuted as funda- 
mentally wrong—because it ignores 
the so-called reaction kinetics in 
combustion of diesel fuels. 

7” * x 


‘Ideal Mixture’ Concept 
Refuted by Meurer 


eave testing with suita- 
ble instrumentation led Meurer 
to the paradoxical conclusion that 
an “ideal” mixture formation some- 
how becomes a handicap to com- 
bustion. It was learned that fuel 
can not tolerate being mixed with 
air while awaiting combustion. It 
seemed that attempts to produce a 
homogenous fuel-air mixture be- 
fore actual ignition occurs (as in a 
gasoline engine) had merely been 
aggravating undesirable features 
of diesel combustion. 

It appeared that the ignition 
point is influenced by the mecha- 
nism of mixture formation. A tend- 
ency toward low ignition point was 
found for vapors formed by heat- 
ing fuel droplets with hot air, while 
high ignition points generally were 
recorded for vapors formed by 
heating fuel in: absence of any ap- 
preciable amounts of air or oxy- 
gen, and subsequent diffusion in 
air 


Thus Meurer has gone contrary 
to all traditional thinking which 
has led to conventional practice of 
having the fuel relatively cool by 
comparison with high-temperature 
air in the combustion chamber just 
prior to injection. 

He Ahat adverse effects 
from «chemical action 


stimulated in the fuel by the 

great temperature differential 

which acted during the brief 
time the mixture was awaiting 
actual combustion. 

In plain language, he says, “It is 
bad to mix cold fuel with hot air, 
because the heat tends to hasten 
chemical break-down faster than 
the engine can encourage combus- 
tion.” Analysis of what was hap- 
pening inside the engine finally led 
Meurer to formulation of three 
simply stated “rules” or principles 
which outline a new method of 
mixture formation for combustion. 

* * * 


Three Rules Concerning 


Mixture Formation 


ULE No. 1 is the need for lim- 

iting or controlling the portion 
of fuel involved in_ self-ignition. 
Next is the new requirement to 
pre-oxidize fuel gradually without 
excessive heat before mixing it 
with air. Fuel and air should be 
heated together. The final stipula- 
tion laid down by Meurer as a 
guide to designers is to “mix quick- 
ly and burn successively smal] in- 
crements of the charge.” 


Key to success of the M-combus- 
tion system, according to Dr. 
Meurer himself, is the idea of lim- 
iting autoignition to small por- 
tions of the fuel. Thus, a funda- 
mental distinction between this 
system and the conventional diesel 
lies in the spontaneous ignition of 
only small portions of the fuel. 
while the remainder is mixed 2s a 
vapor with air — whereas, in a 
standard diesel, the larger portion 
of fuel is mixed (with air) as a 
liquid, and then vaporizes immedi- 
ately before spontaneous ignition 
of the entire charge. 

These rules are translated into 
practice in the M-combustion sys- 
tem engines where a fuel film is 
applied to the combustion chamber 
wall and drawn off through evap- 
oration by a high-speed air swirl. 
The piston is designed with a com- 
bustion chamber forming a little 
more than a half sphere near the 
center of the piston top. 

The chamber throat has a recess 
through which fuel jets reach the 
combustion chamber wall at an 
acute angle. During the suction 
stroke, a rotary motion of air is 
induced in the cylinder in the same 
direction as the fuel jets. Nozzle 
operating pressure is 2500 psi. 

Fuel reaches the chamber walls 
in two splashes, which spread 
rapidly and finally flow together 

to form a continuous film (0.005 

inch thick), which covers about 
half the combustion chamber sur- 

face area. Chamber wall tempera- 
ture is maintained at 640 degrees 

Fahrenheit for full load by oil 
cooling. 

In operation, fuel is deposited on 
the wall in the form of a film, with 
a small amount of fuel separated 
for distribution in the air to pro- 
vide initia] autoignition. Tangen- 
tial jets minimize undesirable mix- 





Safer Grinding Wheel— 
A “Carbofiex” 


rein- 
forced with fiber glass, is used to grind 
a matched metal die for molding plastic. 


abrasive wheel, 


Made by Carborundum Co., the new 
wheels are said to operate more safely 
at speeds up to 16,000 surface feet per 
minute. 
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Oil-Cooled Chamber— 


Oil cooling of M.A.N. combustion cham- 
ber (in piston) is accomplished by jet 
emitted from nozzle in crankcase. 

* * + 


ing of liquid fuel with hot air. Va- 
porization occurs in the presence 
of very little air at low tempera- 
ture, and gradual pre-oxidation as 
well as rapid mixing of the fuel 
vaporizing per unit time are pro- 
vided along with properly - timed 
ignition. 

Test results of the new system 
were described as “amazing” by 
Meurer. He said that diesel knock 
has disappeared over the entire 
speed range. Even during idling 
and starting of the cold engine, this 
quiet operation is said to have been 
obtained without sacrifice in power 
output or fuel consumption. Fur- 
thermore, these characteristics were 
found to hold true, within fairly 
wide limits, as being independent 
of the fuel properties. 


* * * 
Multi-Fuel Appetite 


Has Many Advantages 


A FINAL advantage of the M- 
combustion system, and one 
whose full significance is just be- 
ginning to be explored is its “truly 
remarkable” multi-fuel characteris- 
tics. Data shown by both Meurer 
and an American company which is 
testing the new engine confirmed 
its ability to operate successfully 
on a widely different range of fuels 
(gasoline, jet fuels, kerosene, and 
diesel oils) without sacrificing per- 
formance. 


This unprecedented tolerance for 
a variety of fuels is attributed to 
the two principal features of the 
M-system: (1) Reduction to a mini- 
mum the amount of fuel involved 
in autoignition, originally done to 
eliminate combustion noise; and 
(2) controlling rate of mixture 
formation by combustion chamber 
temperature. 


A statement made by one of the 
country’s outstanding internal com- 
bustion engine experts, Prof. Paul 
Schweitzer, Pennsylvania State Uni- 
versity, is fairly indicative of the 
impression made on engineers who 
have studied the M-system. 

Prof. Schweitzer says that Dr. 
Meurer has “slowed down ther- 
mal decomposition and speeded 
up oxidation ... and thereby pro- 
vided an important turning point 
in diesel development.” Meurer is 
credited with making public data 
that gives a deeper insight into 
combustion than hitherto pos- 
sessed by researchers and engine 
designers. 

As Schweitzer points out: 
“Meurer has proved that diesel 
combustion is not merely an oxida- 
tion process, and shown that there 
also is important thermal decom- 
position taking place. In the en- 
gine, we have a race between ther- 
mal break-down of hydro-carbons 
and diffusion of oxygen to the 
flame front. In normal diesel com- 
bustion, this can not keep up, so 
break-down allows carbon to be 
left over, and diesel smoke is the 
result. The M-system avoids this by 
preparing fuel only at the instant 
it is needed, instead of pre-prepar- 


'}ing fuel-air mixture.” 


It should be noted that recogni- 
tion of the existence and impor- 
tance of “pre-combustion reactions” 
is not original or unique with Dr. 
Meurer. Considerable work in this 
field also has been done in the U. S., 
with Ethyl Corp. sponsoring work 
at M.I.T. which resulted in some 
valuable contributions to basic 
knowledge of the combustion proc- 
ess. However, the M.A.N. engine 
probably is the outstanding exam- 
ple of an existing commercial de- 
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sign built specifically to take maxi- 
mum advantage of the principles 
outlined by Meurer. 


Exceptionally quiet operation 
of the engine has caused it to 
be dubbed the “whisper” engine 
by those who have seen it per- 
form. I¢ apparently is a “whis- 
per” that is slated to have quite 
a “loud” impact. 

Those who dismiss it as “just an- 
other new engine” are missing a 
bet. For engineers who are willing 
to do a bit of digging, there’s plenty 
of evidence available to show that 
some of the ablest engine men in 
the -country recognize the M.A.N. 
engine as the first example of what 
can be done by application of the 
new M-combustion theory to an 
actual engine design. 

Up to the present, all the books 
say that a mixture is to be formed 
by “letting fuel find the air.” The 
new idea is to “let the air find the 
fuel.” Spark-ignition engine design- 
ers who are open-minded enough 
to give serious consideration to 
ideas which contradict their funda- 
mental beliefs may come up with 
some startling data when they go 
to work on this one. 

* + * 


‘Whisper’ Engine May 
Delay Gas Turbine 


. are those who say the 
M-system principles may pro- 
vide a turning point that will push 
the gas turbine even farther into 
the background. After all, if the 
turbine is to take over as the big- 
volume engine in the automotive 
field, it will do so in competition 
with the piston engine of the fu- 
ture, not with today’s engines. 

To get the nod from hard-headed 
cost analysis men and automotive 
top management, the turbine must 
become cost-competitive with the 
future piston engine, while proving 
itself superior to a powerplant car- 
ried to the ultimate in evolutionary 
development by such major inno- 
vations as fuel injection, light- 


weight metals, and new combus- 
tion principles. 

Despite the predominantly fa- 
vorable reception accorded the 


M-system ideas by U. S. engine 
men, this development certainly 
is not without its highly contro- 
versial aspects. Some engineers 
maintain that the principles re- 
ally are “not new”—and that cer- 
tain American diesels already 
comply with several of Meurer’s 
essential ideas “to a degree.” 

Others seriously question th: 
merits of a system that burns fue! 
from the combustion chambe: 
walls. A few insist that M-com 
bustion is mainly a highly refined 
form of pilot injection. Among 
those who are testing or studying 
Meurer’s theories, some engineers 
already disagree with his state 
ments on the “mechanics” of soot 
formation, proper proportions of 
liquid fuel to mix with air, nozzle 
design and angle, and other points. 
Not a few designers still scoff at 
the alleged applicability of the new 
principles to spark-ignition engines. 

Here and there, one can find an 
engineer who will say that “a doc- 
tor can look very good when he 
has a really sick patient.” Freely 
translated, this refers to the long- 
time reputation of previous M.A.N. 
diesels in Europe as being ex- 
tremely noisy. They were said to 
be easily recognized by their pro- 
nounced “diesel cackle’—and quite 
famous for their “good, powerful 
diesel knock.” 

The writer has not found, how- 
ever, an engineer, really well-in- 
formed on the M-combustion the- 
ory and performance of the latest 
M.A.N. engine, who made any 
serious attempt to detract from 
the importance of this genuine 
contribution to knowledge of 
combustion and practical engine 
design progress. 

There seems little doubt that 
others will continue to build on 
what Meurer has started, and the 
M-combustion ideas are destined 
to have a growing effect on new 
engine designs in this country. The 
consensus clearly agrees with the 
engineering executive who said, 
“The M.A.N. Co. and Dr. Meurer 
have conceived and made public a 
new concept in diesel combustion 

a valuable and noteworthy 
contribution to the art.” 





Controlled Welds Detailed 


Kellogg Says New Method Penetrates Completely 
And Avoids Root Bead Cracks 


(Continued from Page 17) 


root bead surface free of undercut- 
ting and a high degree of root 
bead reinforcement—without back- 
ing rings and with only average 
operator proficiency, Kellogg says. 
*~ a * 

i THIS process, inner and outer 

inert-gas shielded arc welding 
is used in applying the root bead to 
the joint being made up. By ac- 
curately controlling gas pressure 
inside pipe or weldment, a weld 
is deposited in this process with 
a highly uniform internal contour. 

By varying gas pressure, the 
inner surface of the bead can 
easily be made slightly convex, 
flush, or even concave—although 
the latter would rarely be used 
since it results in reduced weld 
strength. 

The weld quality obtained by this 
process meets all x-ray, physical, 
and mechanical requirements of 
the ASME Boiler Code, and other 


Automatic Clutch 
For Power Tools 


Controls Torque 


CHICAGO. — Chicago Pneumatic 
Tool Co. has announced develop- 
ment of the Magnamatic “one-shot” 
clutch for use on power tools which 
the firm said is a new solution to 
the problem of controlling torque. 

The clutch, according to the com- 
pany, disengages the instant proper 
torque is attained and stays disen- 
gaged until the screwdriver or nut 
runner is removed from the work. 

The clutch, called a new concept 
in torque control, offers these fea- 
tures, according to Chicago Pneu- 
matic: Desired tightness automat- 
ically achieved; absence of “ham- 
mering” extends life of clutch; 
screw bits last longer; screw head 
damage greatly diminished and im- 
pacting clutch noise is eliminated. 


codes and specifications, Kellogg 
says. 

Tensile, bend, impact and torsion 
tests have demonstrated excellent 
properties. Complete metallography 
has revealed that there is no tend- 
ency for cracking or undercutting 
the edges of the inside bead, the 
process is applicable to any metal 
or alloy which can be fusion 
welded. Welds produced by this 
process in heat-treatable steels 
such as SAE 4130 have withstood, 
without cracking, the drastic 
quench necessary to produce yield 
strengths in excess of 15,000 psi, 
Kellogg says. 

Other materials welded success- 
fully by this process: Carbon and 
carbon molybdenum steels, chrom- 
ium molybdenum steels, nickel, 
monel, inconel and copper. 

* ~*~ 





Clutch Controls Torque— 


Production worker is shown using nev 
Magnamatic screwdriver which Chicage 
Pneumatic Tool Co. says consistently drive 
screws to desired torque. A new clutch 
eliminates ratcheting of conventional driv 
ers, says the firm, and prevents stripping 
of fasteners. 
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ineer Gives Glimpse of Future .. . 








More Aluminum Seen in Autos 


(Continued from Page 17) 


verter housings is attributed to a 
balance of such desirable proper- 
ties as low density, good heat trans- 
fer characteristics and relative ease 
of fabrication. 

* * * 


Combination of Properties | 


 phooapgeng told the SAE group | 
that one of the future large- | 
scale applications depending on a} 
combination of properties is brake | 
drums. Here the high thermal con- 
ductivity of aluminum was said to} 
make it particularly useful, because 
of the ability to rapidly absorb 
and dissipate the large amount of 
heat generated during braking. 
Light weight offers an additional 
advantage in reducing the un-| 
sprung mass of the vehicle. 
Preliminary studies on the use | 
of aluminum for wheels and 
brake drums (either as separate | 
or integral units) were revealed | 
to “show considerable promise.” 
While admitting that more de- 
velopment work is needed before | 
such parts will be available for 
general use, Swoboda predicted 
widespread use of aluminum in 


these automotive parts in the 
future. 
Many informed engineers con- 


sider Swoboda’s reference to the 
integral wheel-brake-drum as be- 
ing particularly significant. Al- 
though these experiments have not 
yet received any publicity, a num- | 
ber of companies are testing ad-| 
vanced designs for a unit in which | 
the wheel also functions as the | 
brake drum (or vice versa). 

Future engine designs may be| 
influenced by recent developments | 
which make it feasible to produce | 
the entire engine block as an alu- 
minum die casting. Six - cylinder 
blocks are being made experimen- 
tally now, and studies are said to 
have shown that V-type cylinder 
blocks also may be produced by 
die casting. 
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WOBODA pointed out that a po- 

tential 100-pound weight reduc- 
tion probably is the primary in- | 
ducement for investigations of alu- | 
minum engine blocks. Possible ad- 
vantages include improved per- 
formance and economy—plus ride | 
and roadability benefits gained 
from better front-to-rear weight | 
distribution. 


Aluminum is used for instrument | 
panels, scuff plates, floor sills, | 
knobs, handles, instrument dials | 
and other interior trim parts be-| 
cause it is corrosion resistant, has | 
pleasing appearance in natural 
color and has the ability to take 
on a variety of attractive finishes. 
Future cars will feature increas- 
ing use of aluminum for both in- 
terior and exterior trim, according | 
to Swoboda. j 


He regards it as “rather a safe 
prediction” that aluminum grilles 
will soon make their appearance 
on a number of cars. Although 
not specifically mentioned at the 
meeting, it is well known in the 
industry that ’56 cars will intro- 
duce a styling innovation in de- 
parting from “brightwork” for 
radiator grilles. Die cast alumi- 
num grilles are expected in vari- 
ous anodized hues, as well as in | 
the natural “satin” finish. 
Aluminum grilles may be made 
as stampings, castings, or built up 
from extrusions in an_ unlimited 
variety of designs. In addition to 
appearance advantages, Swoboda 
stated that important weight sav- 
ings may be realized at the front- 
end, where present-day cars gen- 
erally are too heavy for proper 
Weight distribution. 
Another prediction made by Swo- | 
boda was that aluminum bumpers | 
and hub caps will be the next) 
bright finished aluminum items to 
appear, because the metal is “well 
suited” for such parts and théy can | 
be finished to match the aluminum 
grille. 

x * x 


Price Relatively Stable 


THE availability of aluminum at | 

a relatively stable price and in | 
plentiful supply is expected to lead 
to increased use of the metal for | 
automotive parts. Examples men- 
tioned in this category by Swo- 
boda include radiator and heater 


cores, electrical conductors and 


some screw machine parts. 


have been overcome and said he 
was confident that aluminum radi- 


“Without doubt,” he said, “the| tors will be production items 


aluminum radiator core is the most 
outstanding unit in this group.” He 
noted that this potentially high- 


| volume field of aluminum applica- 
'tion formerly presented seemingly 


insurmountable problems, both in 
service requirements and in pro- 
duction techniques. Swoboda indi- 
cated that most problems now 





Rolls Gets Rights 

To Torque Converter 
LONDON. — Rolls-Royce Ltd. 

will produce Hydro - Dynamic 

torque converter transmissions 


under license from Twin Disc 
Clutch Co., Racine, Wis. 


The heavy-duty transmissions 


| will be available to users of Rolls- 


Royce industrial engines. The two 
companies have agreed also to 
exchange technical information 
concerning torque converters. 




















Bendix* Folo-Thry Starter Drive ¢ Bendix* Aytomotive Electric Fyel Pump €r Stremberg* Carburetor 


within a year. 


To speed-up the use of alumi- 
num in radiators, development 
work has been done on a “hy- 
brid” type with brass coolant 
passages and aluminum fins. This 
combination of materials permits 
soldering with zinc-tin solder in 
existing furnaces. 


Commercial protective coatings 
on the outside of the finished core 
are believed to provide a satisfac- 
tory means of preventing corrosion 
which otherwise would attack a 
radiator of this type when dis- 
solved chlorides in road splash 
were deposited on the core. 

The all-aluminum radiator is, 
however, still the ultimate goal. 
Swoboda disclosed that new fluxes 
developed in Kaiser laboratories 
will surmount one of the major 


| cost-barriers. He said that this new 


flux and radiator manufacturing 


(Continued on Page 23, Col. 1) 
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Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 
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Prototype for Die Casting— 


Several four-cylinder engines using sand-cast prototypes of an aluminum die-cast 
cylinder block have been built and tested. This picture shows sleeves being installed. 
Complete separation of cylinder liners minimizes distortion from both mechanical and 
thermal stresses. Sleeves are held in place by the cylinder head and gasket. Photo 
courtesy of Willys Motors, Inc. 


of installations 


@ “No Kick-Out” feature wins overwhelming approval 
from car, truck and tractor manufacturers 


Although a comparatively new advancement in starter drive 
design, the Bendix* Folo-Thru Drive has already proven 

itself in millions of installations to be the most efficient starting 
equipment under all operating conditions. 


The Folo-Thru type is specially designed to follow thru 

the weak explosions until the engine actually runs on its own 
power. Thus, quicker and more dependable starts are 
assured even under the most extreme weather conditions. 


You're right from the start when you specify 
Bendix Folo-Thru Starter Drive. 


ECLIPSE MACHINE DIVISION of Sond” 


AVIATION CORPORATION 


ELMIRA, NEW YORK 
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costs less—tite the millions of Bendix Starter Drives manufactured for the 
industry, the new Folo-Thru Drive requires no actuating linkage, and the less expensive 
solenoid may be placed in any convenient position. Result is lower installation and 
maintenance costs. Complete detailed information is available on request. 
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Spectrum Analyzer Records 
Sound, Vibration Levels 


Third Octave Spectrum Analyzer Model 
BL-2109, through use of a narrow fre- 
quency band analysis, provides physical 
measurement data that is correlated to 
subjective tests for loudness of 
or intensity of vibration. 


The analyzer works in frequency ranges | | 
per second.| 
af- |) 


from 35 to 18,000 cycles 
Manual or automatic switching is 
forded, with data being read from a 
meter or graphically recorded through 
a connection with Level Recorder Model 
BL-2304. Brush Electronics Co., 3405 Per- 
kins Ave., Cleveland 14, O. 
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Speed Nuts Offered 
For Metal Screws 


Series C7000 flat-type Speed Nuts can 
be applied to either A or B (Z) sheet 
metal screws. The base arch of the nut 
flattens when the screw is tightened 
to provide a spring lock, and the fast- 
ener's prongs are forced into the roots of 
the threads to create an inward thread 
lock. Tinnerman Products, Inc., Depart- 
ment 14, Box 6688, Cleveland 1, & 

* on 


Powder Metallurgy Treatise 


Chrysler Corp.'s Amplex division has 
published a 52-page treatise on powder 
metallurgy. Entitled “Engineering Manual 
E-55, the book is illustrated with photos, 
tables, charts and graphs. A limited num- 
ber of copies are available without charge 
from C. J. Zotter, Chrysler Corp., Amplex 
division, P. O. Box 2718, Detroit 31, Mich, 





Platen-Type Press Powered 
By Air-Driven Cylinder 


The Vi-Speed air press, P66 series, fea- 
tures a 6 by 6-inch platen guided by a 
5-inch piston rod and powered by a 5- 
inch cylinder with either 3 or 6-inch 
stroke. The press is used for die sets, 
punching, swaging, press fitting, light 
bending and forming. 

Available with either single or double 
power, 1,900 or 3,800 pounds thrust is 
provided at 100 psig. Working pressure 
ranges from 15 to 150 psi. Van Products 
Co., 5715 Old Ridge Rd., Swanville, Erie 
7, Pa. 


* * * 


Delta Lathe Folder 


Delta Power’ Tools has issued an eight- 
page folder describing in detail a new 
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11-inch metal cutting lathe and a com- 
plete line of engineered accessories. De- 
sign features are explained with the aid 
of cutaway photos and line drawings. 
Rockwell Mfg. Co., news bureau, 400 N. 
Lexington Ave., Pittsburgh 8, Pa. 

+ * * 
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Single Mast Lift Truck 
Gives Broader Vision 

The Hyster Monomast is a one-mast lift 
truck said to give wide visibility. The 
mast consists of two box-type sections 
which telescope within one another. Tor- 
sional rigidity is said to be 80 percent 
greater than conventional assemblies. 

Load-raising speed is 58 feet per min- 
ute. The mast is designed for Hyster UC-30 
and YC-40 models. It takes all standard 


hydraulic attachments. Hyster Co., 2902 
N. E. Clackamas, Portland 8, Ore., or 


1003 Myers St., Danville, Ill. 
. 2 





Mesh-Type Abrasive 
Resists Filling, Loading 


A mesh-type abrasive called Wetordry 
Fabricut is waterproof coated and resist- 
ant to filling and loading. It is composed 
with either aluminum oxide or silicon 
carbide, bonded with a waterproof resin. 

The material comes in coarse to fine 
grits, ranging from 100 to 400. Roll sizes 
run up to 2% inches wide and disc 
sizes go up to 18 inches in diameter. 
Sheet sizes are 9 by 11, 3 by 8 and 3, 
and 3% by 9 inches. Minnesota Mining 
and Mfg. Co., Department A5-163, 900 
Fauquier St., St. Paul 6, Minn. 


* * * 





Hydraulic Table Designed 
To Pull Big Dies 


The Raymond hydraulic press is de- 
signed to assist in changing big dies. It 
has a 30,000-pound capacity. The table 
platform is 65 by 96 inches, with rollers 
set in three banks so that dies can be 
drawn from the long side. 


The table is raised by an electric-pow- 
ered hydraulic pumping unit and six syn- 
chronized hydraulic rams. A 96 to 1 ratio 
double drum winch is used to pull the 
die. Raymond Corp., 332-133 Madison St., 
Greene, N. Y. 





Engineering and Production 
New Products 


Compressor Described 


A four-page, two-color bulletin de- 
scribes the Ingersoll-Rand air-cooled, 20- 
horsepower compressor. Ingersoll - Rand 


Co., 11 Broadway, New York 4, N. Y. 
Bd * * 





Photocopier Has Rheostat. 
Control of Lighting 


The Dri-Stat photocopier is five pounds 
lighter than previous models, the manu- 
facturer states. A combination printer and 
processor for dry-process photocopying, 
it uses a single 20-watt fluorescent lamp. 

The paper-guide assembly need not be 
removed before the tray is withdrawn. A 
rheostat has replaced the earlier mechan- 
ical shutter and controls the current fed 
to the lamp, giving a stepless variation 
up to 300 milli-amperes. Peerless Photo 
Products, Inc., Shoreham, L. I., N. Y. 


* * * 
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Turbine-Type Air Grinder 


Develops One-Fifth H.P. 


The Hask-air grinder, weighing 18 
ounces, develops 1/5 horsepower (prony 
brake test) at 75,000 rpm. The turbine- 
type air grinder features permanently 
sealed bearings, removable nose piece 
for deep grinding and an aluminum hous- 
ing. Gyro-action of the turbine is said to 
hold the tool steady. 

The grinder's accessories include car- 
bides, mounted points, cutters, files, tool 
post holder, air filter and an air pressure 
regulator. R. G. Haskins Co., 2651 W. 
Harrison St., Chicago 1 z Mt. 





Tube-Bending Machine 
Has Automatic Cycle 


An automatic-cycle tube bending 
machine has been announced that will, 
it is claimed, simultaneously form two 
180-degree hairpin bends in ferrous or 
non-ferrous fined or plain tubing in less 
than three seconds. 

Inserting the tubing in the machine 
initiates an automatic bending cycle 
which ends with the tube being ejected. 
Pushbutton controls are provided for set- 
up operations. Walter P. Hill, Inc., 22183 
Telegraph Rd., _ Detroit 19, Mich. 


Quad Rings Explained 


Quad-rings, their composition, specifi- 
cations, applications and advantages, are 











discussed in a 10-page folder recently 
issued. The booklet describes factory- 
approved methods for installing these 
hydraulic seals. Department KP, Minnesota 
Rubber and Gasket Co., 3630 Wooddale 
Ave., Minneapolis 16, Minn. 

* * * 





Automatic Cam Grinder 
Has Positive Work Drive 


The No. 3 Cam-O-Matic automatic cam 
grinder features a positive work drive. 
The use of a Gilmer timing belt is said 
to eliminate slippage and require less 
power. The machine also has two auto- 
matically controlled workspeeds. 


Another feature is an automatic wheel 
guard truing cycle which starts automati- 
cally after the last cam or eccentric has 
been ground. Norton Co., Worcester 6, 
Mass. 





Baker Gas-O-Matic Adds 


3,000-Pound Lift-Truck 


Gas-O-Matic has added a 3,000-pound 
model to its lift-truck line. Model FD-30 
uses a variable voltage generator integral 
with a gasoline engine. 

It features a foot-pedal operated elec- 
trical inching control said to permit high 
speed hoisting at low travel speeds. A 
Hercules four-cylinder engine supplies the 
power for the truck. 

The truck has a turning radius of 73) 
inches, 130-inch lift height, 39-inch width, 
and 78%-inch length (excluding forks). 
Baker-Raviang Co., 1262 W. 80th St., 


Cleveland 2, O. 
* * & 


Part Cleaning Technique 


An eight-page illustrated bulletin de- 
scribes a high-velocity spray technique | 
for the cleaning of precision parts. Equip- 


Inc., Passaic Ave., Caldwell, N. J. 
* s 2 





Gauge Block Set Consists 
Of 81 Alloy Steel Blocks 


The F-81 is the first of a line of Free- 
land Gauge block sets. It contains 81 
alloy steel blocks said to produce about 
240,000 different gauges in .0001 steps, 
from .200 inches to 12 inches. 


The sets are available in chrome plate 
and steel, while protective end blocks are 
offered in tungsten-carbide. Freeland 
Gauge Co., 9940 Freeland Ave., Detroit 
27, Mich. 





Drill Press Head 
Works Automatically 


An air-hydravlic drill press head has 
been designed which replaces hand or 
attachment operated heads and can be 
used to build automation specials. 


Pressing a button causes the selenoid 
four-way air valve to supply pressure 
for the power stroke. At a pre-set point 
a fraction of an inch above the work, 
the drill is de-accelerated by a hydraulic 
control cylinder. 


Feeding then continues hydraulically 
until a limit switch is tripped causing the 
valve to return the drill to starting po- 
sition. Rotafeed Co. 2826 E. Grand Bivd., 


Detroit, Mich. 
7. * « 


ALL JOINTS LAPPED, RESIN BONDED, 
BOLTED AND REINFORCED 





CORNER SECTION OF MODULAR TANK 


Plating Tanks Made 
Of Reinforced Plastic 


Modular tanks are made of reinforced 
plastic and are said to be resistant to 
chemicals. They can replace rubber-lined, 
stainless steel and vitreous-ware tanks in 
the plating industry, it is claimed. 


Construction features include lapped, 
resin- bonded, reinforced and _ bolted 
joints. The plastic tanks are said to elim- 
inate short-circuiting dangers from racks 
and work. Modular Plastic Co., 1635 West- 
minster Ave., Detroit 11, Mich. 
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ASTE Data Package 


Covers Drill Units 


The second in the ASTE Data Package 
Series covers the specifications and per- 
formance features of drill units. 


The 24-page data package has engi- 
neering drawings, photographs, tabulated 
specifications and written detailed de- 
scriptions of a variety of drill units and 
components. American Society of Tool En- 
gineers, 10700 Puritan Ave., Detroit 38, 
Mich. 





Embossed Metal Offered 
For Cabinets, Panels 


Sun-3D-Steel is embossed metal for 
housings, cabinets and panels. Made of 
mild steel, stainless steel or aluminum 
it is said to increase the metal strength 
25 percent while offering color-texture. 


The pattern is said to be unaffected by 
stamping or roll-forming. It comes in coil 
or sheet forms in widths up to 48 inches. 
Sun Steel Co., 1702 W. 74th Place, Cti- 
cago 36, Ill. 
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Ka‘ser Engineer Looks Ahead... 


Auto Use of Aluminum 
Expected to Grow 


(Continued from Page 21) 


process should be commercially 
available within a year. 

Another promising future alu- 
minum use, depending on the met- 
al’s ready availability, is for elec- 
trical conductors, such as field 
coils and armature windings used 
in electric motors, generators and 
starters. According to Swoboda, 
aluminum wire already is in pro- 
duction use for many such appli- 
cations in current cars. 

* * * 


Costs May Be Reduced 
——— applications made 

purely on a basis of lower fin- 
ished part cost, without sacrificing 
quality or service life, are said to 
be “quite numerous.” Swoboda em- 
phasized the reference to “finished 
part costs,” because the savings in 
some applications only become ap- 
parent ‘when all related costs are 
totaled. 

In one example, it was found 
that, although the initial cost 
was greater for aluminum than 
steel, the cost differential was 
wiped out by savings resulting 
from elimination of degreasing, 


* * * 





Use of Aluminum Grows— 


Chrysler auto parts made of aluminum 
are displayed above to show the increas- 
ing importance of the light metal in the 
automobile industry. According to Alumi- 
num Corp. of America the average pas- 
senger car now uses 30 pounds of alumi- 
num, but Chrysler leads with more than 
70 pounds per car. The auto industry 
will use more than 170 million pounds 
of aluminum this year on the basis of 
current usage, ALCOA estimates. 

, + “2 

prepaint treatment, painting and 
incidental handling costs for 
cleaning and finishing materials. 


For a fair comparison, Swoboda 
reminded the engineers that main- 
tenance cost on equipment, utilities 
cost and pro-rated cost of factory 
floor space for major equipment no 
longer needed for aluminum pro- 
duction should be included in a 
complete cost analysis. 


Outstanding examples of parts 
now made in aluminum as the out- 
growth of a comprehensive cost in- 
vestigation are the headlamp re- 
taining ring and socket. Many such 
Pieces now are produced of alumi- 
num, entirely on the basis of lower 
finished cost, despite the fact that 
& superficial cost comparison would 
have failed to disclose a potential 
cost saving. Other examples in this 
category cited by Swoboda include 
valve assemblies, stators and im- 
pellers, and extensions for auto- 
matic transmissions; flywheel hous- 
ings, and screw machine products. 

= * z= 
| HIS presentation, Swoboda 
made frequent reference to the 
possibility of lower fabricating 
costs when using aluminum and in- 
dicated that the savings often are | 
Sufficient to offset any difference | 
in initial metal cost. Reduced ma- | 
chining and finishing requirements | 
may be gained from conversion to | 

aluminum die castings. 

Further savings are chalked up| 
when it is realized that the inher- | 
ent characteristics of the die-cast- | 
ing process eliminate the need for | 
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sand cores, as well as associated 
equipment and facilities such as 
core-making department, core 
ovens, sand shake-out and sand 
reclaiming. 

Versatility of the process is 
such that aluminum die castings 
have been used, or are being ac- 
tively considered, for a wide vari- 
ety of automotive parts ranging 
in size and service requirements 
from small knobs to highly 
stressed clutch housings. Die cast 
passenger car doors and window 
garnish moldings are other large 
parts that have been made suc- 
cessfully. 

None of these parts, 


Swoboda predicts will some day be 
made as aluminum die castings. 


however, | 
compare in siZe or complexity to| 
cylinder block castings — which | 





Nash Uses Perforated Dash Panel— 


Aluminum Rigid-tex Metal, perforated in pattern C-i-S, is used for the dash panel 
| insert on the 1955 Nash above. Advantages claimed for the perforated metal is that 
| light reflection is broken up, special radio speaker grilles are eliminated and 
| scratches and smudges are resisted. Being design-strengthened, the product is said 
to be stronger than flat or textured metals. Rigid-tex is made by Rigidized Metals 
Corp., Buffalo. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD | 


Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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Shell Develops 
New Synthetic for 
Cutting Solution 


NEW YORK.—Shell Oil Co. has 
introduced a new product which, 
when dissolved in water, yields 
what the firm calls a safe and 
economical] cutting solution for use 
in all types of machine tools. 

It is called Dromus Oil E and 
Shell said it is made entirely of 
synthetics and offers several ad- 
vantages over conventional petro- 
leum-base fluids. The Dromus Oil 
E is said to actually dissolve in 
water and forms a true solution 
instead of an emulsion. 


Even on long standing, no separa- 
tion is reported, Shell said. It was 
reported that the product may be 
mixed with large volumes of water 
to take advantage of its high cool- 
ing properties. The addition of 
Dromus E is said to prevent rust- 
ing. 

For metal cutting machinery 
such as lathes, boring mills, drill 
stands, milling machines and the 
like, a solution of 30 parts water 
to one part Dromus E is recom- 
mended. 








ore. 


Designed PUMPS 


than all other makes combined are used for 
HYDRAULIC POWER STEERING 


i celica 





As the sleek modern automobiles roll over the highways, 
more and more of them have hydraulic power steering. 
Power Steering has caught the interest of practically 
all motorists. Demand for it is rocketing. 


More Vickers Designed Pumps are used for hydraulic 
power steering than all other makes combined because 
Vickers Pumps have the quality and characteristics 
needed. Hydraulic balance eliminates pressure-induced 





ICKERS. 


integral volume control and 





Series VT11 Vickers Automotive Power Steering Pump with 


relief valve and oil reservoir. 





Series VT21 Vickers Automotive Power Steering Pump has 
pumping unit together with integral volume control and 
overload relief valve located inside the oil reservoir to 
save space and weight. Arranged for economical mounting 


directly on generator or other accessory. 


FOR DEPENDABLE 
MAKE SURE YOUR 


MIcKERS. 


bearing loads. Pressure compensation maintains op- 
timum running clearances. The result is exceptionally 


long life with a minimum of attention required. High 
operating efficiency means less heat. They deliver ample 
power over a very wide range of operating speeds. 


There is a Vickers Pump to meet any automotive 
power steering requirement. We shall be glad to 
discuss your needs. 


VICKERS Incorporated 


DIVISION OF THE SPERRY CORPORATION 


1532 OAKMAN BLVD. @ DETROIT 32, MICH. 










HYDRAULIC POWER 
CARS HAVE... 


HYDRAULIC PUMPS 





Priced below the 
low-price three! 


The market for the smart new Rambler 
is wide and deep. The record proves 
it — with sales so far this year more — 
than double the same period last year. 
It’s the ideal car for the budget-minded, 
with prices starting from $1585 fac- 
tory-town delivered — Cross Country 
Station Wagon shown to the right is 
only $2111.95* factory-town deliver- 
ed. It’s the perfect business car, a won- 
derful second car, and a car that women 
want for their very own, because it 
handles so easily, parks in less space, 


2osts less to run. 
*White sidewall tires extra. 


' 


Fast-selling Rambler s 


- 

: 

; 
& 
& 


...Fheres nothing else 


Remarkable performance, best economy, highest resale value, lowest prices 
... give trouble-free Rambler biggest sales gain in the business 


USED-CAR RETAIL PRICES* 
4-Door Sedans, 1954 Models — June, 1955, U.S. Composite, (all regions) 
RETENTION OF [ 


MAKE 9. ORIGINAL PRICE 
— PER CENT 


i! 
*From NADA Official Used-Car Guide. | 


Owners report up to 30 miles a gallon. Business men, salesmen, Rambler resale prices top average of all other low-price cars. This is the 
everybody is interested in gas mileage in these days of rising gas prices. kind of Rambler sales ammunition that’s paying off for Hudson dealers: lowest first 
Rambler owners report up to 30 miles a gallon in regular family and cost, lowest maintenance, highest resale value! And on the used-car lot, Rambler has 
business driving; and Rambler set a record of 27.47 miles a gallon with the same strong sales appeal it has for new-car buyers. The prices above prove it 


Hydra-Matic Drive in this year’s Mobilgas Economy Run, proving again pays to sell Ramblers — new and used. What’s more, 70 per cent of Rambler trade-ins 
it’s-Ameriea’s Economy Champ. are in popular models of the low-price three, making a balanced used-car inventory. 





Hudson dealers have industry’s highest 
gross margin. With the most liberal discount 
structure and area bonus plan in the industry, 
Hudson dealers also enjoy a new special fund 
that pays extra cash on every car they handle; 
cash in increasing amounts as the model year 
progresses. 


Hudso 


New Hudson line covers market like a tent. Hudson 
is all-new, all exciting. The Rambler in the lowest price 
field, the big luxurious Wasp in the medium-price field, 
and the fabulous Hornet (V-8 and Six) in the upper- 
medium-price field, together cover 95% of the new-car 
market. With high gross margins, no dealer overloading, 
the Hudson franchise is today’s outstanding opportunity. 


TV’s greatest all-family show sells Hudsons. 
“Disneyland” on TV, a strong line-up of magazine, 
newspaper and local promotion are all at work for 
Hudson dealers. For complete franchise informa- 
tion, get in touch with N. K. VanDerzee, Sales Vice 
President at the address below, or see the nearest 
Hudson Zone Office. 
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Motors Division of "on ae” 
American Motors Corporation 


14250 Plymouth Road, Detroit 32, Michigan 
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Technical PERSONNEL CHANGES 


R. F. Parker, formerly a sales 
engineer, has been appointed man- 
ager of carbide component sales for 
the Carboloy department of Gen- 
eral Electric Co., Detroit. 


* * * 
Eaton Co. Appoints Hanlon 
E. M. deWindt, general manager 
of the Stamping division of Eaton 


Mfg. Co., Cleveland, has announced 
the appointment of D. T. Hanlon 





His duties will include customer 
relations and market research. 
Prior to joining Bendix, Lamm 
served as technical director of the 
Naval Ordnance Laboratories, 
Corona, Calif. Prine has had 23 
years’ experience as a newspaper- 
man and was an officer in the Ma- 
rine Corps during World War I. 


* x * 


Ohio Tube Picks Hartman 


Glen Hartman has been appointed 
assistant operations manager of 
* the Ohio Seamless Tube division of 
Prine and Lamm Join Copperweld Steel Co., Shelby, O. 


He will ist R. E. Dewey, man- 
Bendix Research Lab one. — ae ee 
Two appointments in the research reese wit 
laboratories division of Bendix Avi-| National A ppoints Rakas 
ation Corp. have been announced Di R h 
by A. C. Hall, divisional general rd ae = esearc 
e manager. ohn G. nnister, president of 
Film Exp lains Flaw Detection with Dy Ralph A. Lamm has been ap-| National Automotive Fibres, Inc., 
Flaw location by dye penetrants is demonstrated in a 23-minute sound and color| pointed to head special] missile de-| Detroit, announces the appoint- 
film, shown above, in production. Made by Turco Products, Inc., the movie includes | velopment activities. ment of N, J. Rakas as director of 
production-line inspection scenes filmed at leading manufacturing firms. It is available| Arthur C. Prine has been named/| research and development. 
for free showings by writing to Turco, 6135 S$. Central Ave., Los Angeles 1, Calif.| assistant to the general manager.| Rakas joined the company as a 


HARRISON COVERS THE WATERFRONT! 


as plant engineer. He has been with 
Eaton since 1934. 
* * 











From family car to farm tractor . . . Harrison takes the heat off 
high-powered engines. A compact, highly efficient Harrison 
radiator plus an accurate, dependable Harrison thermostat assures 
the right temperature for the most efficient operation of these 


GENERAL 
MOTORS 


power plants. That’s why leading automotive manufacturers 





specify Harrison. They know from long experience that Harrison 
products are engineered for dependable, economical service. 

In fact, Harrison heat control products are backed by more than 
44 years of research and manufacturing experience. 

If you have a hot or cold problem, look to Harrison for the answer. 











TEMPERATURES 
MADE 
¢ 
TO 
, RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, N. Y. 
ORDER 














sales engineer in 1948, and he: 
since carried out various assign 
ments in the sales division. Prio~ 
to joining National, he was wit 
Chrysler engineering. | 


Mansfield Gains New Post 


In Carboloy Department 


Frank M. Mansfield III, man- 
ager of product programming, hzs 
been appointed manager of proi- 
uct planning and 
marketing re- 
search for the 
Carboloy depart- 
ment of General 
Electric Co., De- 
troit. 

Mansfield 
joined Carboloy 
early in 1954. He 
formerly was 
with Torrington 
Co., both as man- 
ager of the Cin- 
cinnati district and as Detroit dis- 
trict engineer. 

Mansfield is a mechanical-engi- 
neering graduate of Rennselaer 
Polytechnic Institute. 

a * - 





F. M. Mansfield IIT 


National Screw Ups 


Hopkins and Parker 


Howard L. Hopkins and Albert 
J. Parker figure in recent en- 
gineering promotions at National 
Screw & Mfg. Co., Cleveland. 

Hopkins, chief metallurgist for 
10 years becomes chief engineer. 
Parker, assistant superintendent 
for three years, is chief products 
engineer. Other appointments are 
Price Berrien, general plant 
manager, to works manager; H. 
Robinson Hyde, production man- 
ager, to sales research director, 
and Clayton J. Cross, assistant 
production manager, to succeed 
Hyde as production manager. 

- * 7 


Kaiser Succeeds Milner 


As Pontiac Body Engineer 


Appointment of Herman S. Kaiser 
as body engineer for Pontiac is an- 
nounced by G. A. Delaney, chief 
engineer. Kaiser 
succeeds W. R. 
Milner, who re- 
tired after more 
than 30 years 
with the division. 

Kaiser has been 
in design engi- 
neering with 
Pontiac since 
1928, specializing 
in body design 
since the end of alles 
World War IL. H. S. Kaiser 
He is a vice-president of the Society 
of Automotive Engineers and a 
member of the Society of Body 
Engineers and the Engineering So- 
ciety of Detroit. Ane 

” 


Chrysler Names Orcutt 


To New Engineering Post 


Earl E. Orcutt has been named 
to the newly created post of En- 
gineering Material Operations man- 
ager, according 
to James C. Zed- 
er, Chrysler Corp. 
engineering vice- 
president. 

With Chrysler 
since 1916, Orcutt 
will coordinate 
material require- 
ments for experi- 
mental programs, 
procurement of 
engineering ma- 
terials and tools 
and maintenance of central engi- 
neering buildings and equipment. 

Orcutt had been responsible pre- 
viously for the central engineering 


section’s organization and growth. 
* = * 


Torrington Picks Director, 


Promotes 8 Executives 


Election of a new director and 
promotion of eight staff execu- 
tives have been announced by 
Walter C. Thompson, president 
of Torrington Co., Torrington, 
Conn. 

Theophil H. Mueller, assistant 
to the president, was elected a 
director to succeed R. B. Nichols, 
who resigned. Other promotions 
are: Milton E. Berglund, execu- 
tive vice-president; Lawrence W. 
Smith, manufacturing vice-presi- 
dent; Byron T. Virtue, engineer- 
ing vice-president; Edward B 
Thompson, sales vice-president; 
William R. Reid jr., assistant 
secretary and general sales man- 

(Continued on Page 27, Col. 1) 


E, E. Orcutt 
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Technical PERSONNEL CHANGES 





(Continued from Page 26) 


ager, Floyd A. Pearce, finance 
vice - president; Walter Hudson, 
assistant treasurer, and Ray £. 
White, controller. Pearce will 
continue as treasurer. 

* + * 


Aluminum Expert Jardine 


Retires After 37 Years 


Frank Jardine has retired -as 
technical consultant to Aluminum 
Co. of America. 
He was with the 
firm for 37 years, 
many of them as 
manager of Al- 
coa’s Cleveland 
branch develop- 
ment division. 
Jardine worked 
mainly on the 
development of 
uses for aluminum 
ee in automobiles. 
Frank Jardine He holds 19 pat- 
ents on aluminum pistons alone. 
He retired as Cleveland manager 
on March 1, 1953, to become special 
consultant. 





> * * 


American Enka Picks 
Jackson in Engineering 

American Enka Corp. has an- 
nounced the appointment of A. 
L. Jackson as director of engi- 
neering to succeed P. P. Kriek, 
retired. A. A. Lahna has been 
named to replace Jackson as 
assistant director of engineering. 

Kriek will continue to serve 
as an engineering consultant and 
will act in this capacity in con- 
nection with the design and con- 
struction of the staple fiber plant 
which the company plans to 
build at Lowland, Tenn. 

” * * 


Goodyear Tire Announces 


Sales Personnel Changes 


Appointments of C. C. Gibson as 
assistant to the vice-president and 
C. H. Bruns as department man- 





C. C. Gibson R. F. Tomkinson 


ager in the manufacturers sales de- 
partment of Goodyear Tire and 
Rubber Co., Akron, have been an- 
nounced by J. M. Linforth, vice- 
president. 

Other staff changes announced 
by Linforth are: C. A. Bethel jr. to 
succeed Bruns as account execu- 
tive of manufacturers sales, Mil- 
waukee; R. F. Tomkinson to a sim- 
ilar post in Detroit, and the retire- 
ments of R. S. Burnham, consult- 
ant, and M. W. Henry, senior staff- 
man. D. W. Hardman succeeds 
Henry. 


3-M Executives Assume 


Added Responsibilities 

Expanded responsibilities for 
three vice-presidents, Clarence B. 
Sampair, Joseph C. Duke and 
Hubert J. Tierney, have been an- 
nounced by Hubert P. Buetow, 
president of Minnesota Mining 
and Mfg. Co., St. Paul. 

Sampair will be in charge of 
the tape and ribbon products 
group; Duke assumes responsi- 
bility for the adhesives and coat- 
ings division, and Tierney will 
head the newly formed plastic 
division. 

7 * * 
Pittsburgh Glass Ups Campe 

Appointment of Robert H. Campe 
as assistant manager of industrial 
glass sales for Pittsburgh Plate 
Glass Co. has been announced by 
M. W. Marshall, department man- 


ager. Campe joined the firm in 
1935 as an industrial engineer. 
~ * + 


Stokes Names Watkins 


Senior Sales Engineer 

Roger H. Watkins has joined 
the Cleveland sales staff of F. J. 
Stokes Machine Co., as a senior 
sales engineer, according to Mal- 





colm Adler, Cleveland district 
manager. 

Watkins was a sales represen- 
tative for Stanley H. Smith and 
Co. before joining Stokes early 
this year. 


* aa * 
Lyon Promotes Tulloss 


To Manufacturing Chief 


The promotion of James W. Tul- 
loss from production manager to 
general manufacturing manager 
of Lyon, Inc., has been announced 
by George A. Lyon jr., president. 

Harry J. Eyman, who has been 
his assistant for the past three 
years, becomes production manager 
succeeding Tulloss. 


Detroit Diesel Appoints 
Fredericks, Truxell Jr. 


Appointments of Charles W. 
Frederick as director of engineer- 
ing and Clyde W. Truxell jr. as 


works manager at Detroit Diesel 
Engine division have been an- 
nounced by Semon E. Knudsen, 
general manager. 

Frederick, who has been an as- 
sistant chief engineer of Chevrolet 
since 1952, replaces Laurence S. 
Sheldrick, who was named by 





C. W. Frederick C. W. Truxell jr. 


Knudsen as technical assistant to 
the general manager. Truxell, di- 
rector of engineering and manu- 
facturing for Allison division’s 
aeroproducts operations since 1953, 
replaces Albert F. Davis, who will 
become director of engineering and 
manufacturing at Diesel Equip- 
ment division of GM in Grand 


Rapids. 


Verhaeghe Appointed 
Robert C. Verhaege has been 


named chief engineer in the au- 
tomotive division of Modine Mfg. 
Co., Racine, Wis., according to 
Arthur G. Dixon, engineering 
vice-president. Verhaege had been 
acting chief engineer. 


Norris Named Vice-President 


Of Denison Engineering 

Paul W. Norris has been promoted 
to vice-president of Denison En- 
gineering Co., according to W. C. 
Denison, president. 

Norris who has over 20 years of 
service with Denison, was named 
director of sales in February. He 
has complete supervision of, and 
responsibility for, domestic sales, 
advertising, service and sales pro- 


motional activities. 
* * * 


Inland Steel Names 6 


To Engineering Posts 


Inland Steel Co. has announced 
six appointments in its engineer- 
ing departments at the Indiana 
Harbor Works, East Chicago, 
Ind. 

They are: Fred H. Johnson, en- 
gineering consultant to the plan- 
ning and administration vice- 
president; S. W. Benson II, flat 
and shape products assistant 
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chief engineer; T. W. Myhre, as- 
sistant chief engineer in charge of 
primary products, operating serv- 
ices and services engineering; C. 
B. Pound, shape products engi- 
neer; R. A. Hogue, flat products 
engineer, and C. F. Kirkland, 
primary production engineer. 


. * * 


Kiddle, McGrail Promoted 
By GM’s Fisher Body 


Appointment of A. D. Kiddle to 
head the purchasing research an- 
alysis activities of General Motor’s 
Fisher Body division has been an- 
nounced by J. B. Hilderbrand, 
general purchasing director. 

Hilderbrand also named W. J. 
McGrail buyer-in-charge of springs, 
foundation panels and insulation 
materials. Kiddle formerly was a 
senior buyer in the general offices, 
and McGrail has been a _ senior 
buyer at Fisher’s aircraft plant in 
Grand Rapids, Mich. 


* * * 


Moraine Picks Moyer 


Elton 8S. Moyer has been ap- 
pointed assistant chief engineer of 
Moraine Products division of Gen- 
eral Motors, Dayton, according to 
C. J. Werner, division general man- 
ager. 
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EXTRA POWER! 


Prove it yourself—and profit! This 
new, improved Alemite Versatal Un- 
derbody pump is so efficient it actu- 
ally pays for itself in a few days! Its 
all-new advanced design reduces op- 
erating costs, speeds operations, 
saves you 15% in time and labor 
costs on every undercoating job that 
comes into your shop! 
A complete Versatal package of- 
fers you all the advantages you 


VERSATAL 
DERBODY 


EXTRA OUTPUT! 


coating is the 


full details! 


NOW! THE MOST PROFITABLE SERVICE IN YOUR SHOP 
BRINGS YOU EVEN BIGGER PROFITS! 
AO ate OO etn PEIN 






EXTRA PERFORMANCE! 


need to modernize your undercoating 
installation and increase profits. Or, if 
you aren’t already getting your share 
of business from this well-paying serv- 
ice, Alemite Versatal equipment will 
give you a head start. More than 
14,000 car dealers say that underbody 


most profitable service 


in the shop. Make the most of it—now! 
See your Alemite representative for 


PAYS FOR ITSELF WITH 
FIRST 2 DRUMS... 
earns ‘‘extra’’ profits 


day after day, at the 


$9 487 per job! 


ALEMITE 


REG. U. S PAT. OFF, 


1826 Diversey Parkway, Chicago 14, illinois 


rate of 












When a Pontiac 


Lt 


dealer and|§fq: 
got together 

Passaic sat up 
and took notice 





















Sales and attendance records were 
smashed at City Motor Sales promotion! 













City Motor Sales Company, Inc. of Passaic, one of New quotes from a letter from Irving and Sanford Kalb, presi- 
Jersey’s most progressive automobile dealerships, was dent and vice-president respectively of City Motor Sales: 
celebrating its 20th year as a Pontiac outlet. They were 
looking for a high-power promotion to stimulate buying 
interest in ’55 Pontiacs. 

What happened when the company decided to use the 
local impact of LIFE can be a lesson for auto dealers **We are convinced that Pontiac’s completely new car 
everywhere in planning promotion of ’56 models. and our LIFE promotion were largely responsible for 
_ The results of this promotion are best described in these this gratifying result.” 


‘“‘Our showroom was visited by thousands of people, 
and the business we wrote was considerably in excess 
of announcement business done in previous years. 








é 
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Lively and unusual window treatment attracted record 
crowds to City Motor Sales; 2,000 the first day, 5,000 in 
the first week. It was by far the largest crowd ever to 
attend an opening at City Motor Sales. 

LIFE tie-in materials not only made up most of the 
décor, but were used extensively in newspaper ads plug- 
ging the gala promotion. 


100 actual sales the first week, more to come! That’s the 
kind of business that had City Motors’ nine floor sales- 
men hopping. 

Beyond the people who bought Pontiacs, the company 
estimates that the promotion provided them with a list 
of more than 600 top-flight prospects. Sales manager 
Dave Levine commented, ‘“‘We were very pleased with 
the LIFE promotion.” 


Excitement didn’t stop in the showroom. City Motors 
carried the Advertised-in-LIFE theme into both their 
Parts and Service Departments to promote the many 
LIFE-advertised products they carry. 

It was by far the most successful promotion in City 
Motor Sales’ history. 


This 3-way sales combination will sell more cars for you! 


Feature these three names in your advertising and showroom 
displays: (1) the name of your dealership, (2) the make of car 
you sell, (3) material showing that your car is advertised in LIFE. 

Individually, each is a strong selling force. Promoted together 
they can build extra business for you. 


WEEK BY WEEK~MORE NEW CAR BUYERS 


READ LIFE THAN ANY OTHER MAGAZINE 





LIFE, 9 Rockefeller Plaza, 


New York 20, N. Y. 





- 








MASKING MACHINE—The Permacel 6, 
a 7¥%,-pound masker, is designed for two 
and three-tone masking of cars, buses and 


trucks. It dispenses either three or six- 
inch width masking paper with masking 
tape in widths of 2 to one inch aligned 
along one side. In place of masking 


paper, transparent or opaque films, cloth 
or treated paper can be used. Permacel 
Tape Corp., New Brunswick, N. J. 

* * ®@ 

























WINDOW FAN—A 20-inch window 
fan has been marketed that moves 2,950 
cubic feet of air per minute. The two- 
speed fan is finished in grey baked en- 
amel, It can be installed in windows 27 
to 23 inches wide. Precision Equipment 
Co., 3716 Milwaukee Ave., Chicago 41, 
im. 





SAFETY GLASSES — Executive Safety 
Spectacles feature interchangeable lenses 
which can be snapped into place without 
tools. Clear, light green, medium green 
and gold lenses are available. All lenses 
are made of shatterproof Methacrylate 
and are said to be optically perfect. The 
temples are adjustable and the nosepiece 
is of a universal type. Watchemoket Op- 
tical Co., Inc., 232 W. Exchange St., 


Providence 3, R. |. 
* * «# 





TIRE SPREADER — The Amber Duck | 


Model C is designed for use with tubeless 
tires. It takes tires to 14:00 size. Three- 
position arms can be adjusted for light, 
heavy or bulging tires. Five rollers and a 
roll-up bar are other features. Two four 
by 12 air cylinders spread the tire. Amber 
Duck Products Corp., 2906 Colorado Ave., 
Building F, Sante Monica, Calif. 


‘Cushionite’ to Fortify 


Windshield Wiper Blades 
Anderson Co., Gary 40, Ind., has 
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the load on wiper motor and les- 
sens stalling of vacuum motors 
when engine throttle is open. 

* * * 


UNDERCOATING UNIT—Model SL-5-23 
uses a Versatal double-action pump with 
three-inch air motor that delivers on both 
up and down strokes. Air regulators con- 
trol both the air motor and atomizing air. 
The spray gun, Model 7815, changes 
spray pattern by a turn of the nozzle. 
Alemite division, Stewart-Warner Corp., 
1826 Diversey Parkway, Chicago 14, Ill. 

e:. = 
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STEP LADDER—The Geiger step ladder 
is of welded steel construction and is col- 
lapsible for storage. Top step area is 
12% by 24 inches, with rubber protector 
at the back of the step. Clinton Products 
Co., 701 ss Rd., am Mich. 


th 


Body ‘U inital 


SilverSealer is a car body under 
sealer said to leave all parts me- 
chanically free while protecting 
against rust. The average car re- 
quires 1% gallons of the sealer. 
Defender Coatings Corp., 212 Cutler 
Bldg., Rochester 4, N. Y. 

* eg + 
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DISPLAY KITS—Two display kits 
Radii Cones and Bleeder tank ad adapt- 
ers are designed to give a selection to 


for 


customers. The radii cones are used for 
machining brake drums on the 1955 Chev- 
rolet, Pontiac, Ford, Nash, Hudson and 
Chrysler. The kit contains six cones, four 
reducer sleeves and four spacers. The 
bleeder tank adapter display, above, 


developed what it calls Anco Cush- | holds six units and accessories. They are 


ionite Which is said to fortify wind- 
shield wiper blades by reducing 
frictidn. 

The company said it also reduces | 








used to pressure bleed 1955 Chrysler 
Corp. cars (except power brake models). 
Barrett Equipment Co., 2100 Cass Ave., 
St. Lovis, Mo. 








MILEAGE GAUGE — Lectrotest Electric 
Gas-Per-Mile Gauge may be used on cars 
with either 6 or 12-volt electrical systems. 
Hoses connect to the fuel line and car- 
buretor and lead wires are clipped to the 
battery terminals. The gauge is mounted 
to the left front-door window so that the 
driver can see the rate of gasoline con- 
sumption through the glass test reservoir. 
A fuel pump is said to eliminate gas line 


surges. Kent- Moore Organization, Inc., 
5-105 General Motors Bidg., Detroit 2, 
Mich, 





FENDER FLAPS—Akro flaps for trucks 
and trailers are said to feature strength 
and durability by impregnation with cord. 
Three air vents at the top of the flap keep 
in vertical position at high speeds. Bux- 
baum Co., 1260 W. Seventh St., Canton, O. 





LUBRICATION GUIDE—The 1955 Chek- 
Chart edition deals with all problems of 
lubrication and servicing on 152 pages 
and also covers older models. Chek-Chart 
Corp., 33 E. Congress Parkway, Chicago 
5, Wl. 





PARKING MACHINE—The Sky-Park is a 
lifting rack designed to increase parking 


capacity within a given space. It consists 
of a rigid central column and two hy- 
draulically-powered platforms. The plat- 
forms each hold one car which they lift 
into the air, permitting two other cars to 
be parked underneath. Each platform can 
be raised or lowered independently. Sim- 
mons Industries, Inc., 1000 N. Broadway 
Albany 1, N. Y. 
* * * 
Bernz Issues Manual 


On How to Sell Torches 


Otto Bernz Co. has published a| 


| how-to-sell manual, covering Bernz- 


O-Matic propane torches, intended 
for dealers and distributors. 


The manual gives demonstration 
tips and suggestions for counter 
and window displays. Copies are 
available from the company’s Dept. 
Rochester, 


H-R, 280 Lyell Ave., 
I. Xs 





TRAVELING DISPLAY—Valvoline is of- 
fering a sales promotion display which 
comes knocked down, but can be as- 
sembled by one man. It can be set up 
in showrooms, conventions and business 
shows. Valvoline Oil Co., Department VA, 
Freedom, Pa. 





TIMING LIGHT—An alternating current- 
timing light, the ATL X-110, operates on 
battery ignition as well as magneto igni- 
tion systems. Its transformer isolates the 
high voltage output from the line voltage 
input to reduce chances of shock. The 





timing light comes in a_ pistol-shaped 

plastic case and features a filament type 

rectifier. It hooks onto spark plug No. 1 

and plugs into any AC outlet. Auto-Test, 

Inc., 600 S. Michigan Ave., Chicago 5, Ill. 
e~ 6 ® 





SPACE HEATER—A space heater, useful 
in auto laundries, gasoline stations and 
garages, burns No. 2 fuel oil. It comes in 
10 sizes with heat output from 112,000 to 
220,000 BTU’s per hour. The unit is sus- 
pended from the ceiling, leaving floor 
space free. Delta Heating Corp., Lewis 
and Ashland Sts., Trenton, N. J. 





AUTO COMPASS—The Hull auto com- 
pass, shown in a counter display, comes 
|in colors to match or blend with the 
| pastel shades of 1955 cars. Two models 
are offered, the Beaconlite, with its own 





dial illumination, and the Streamline, 


non-illuminated. Hull Mfg. Co., Warren, O. 








UNDERCOATING HEATER—The Power- 
mastic 300 heater is designed for hot 
spray application of underbody coating at 
low pressure. Advantages are said to be 
a denser film, less overspray and bounce- 
back, use of small half-inch hose and 
same grade coating used at all seasons. 
Spee-Flo Corp., 722 Polk Ave., Houston, 
Tex. 





TIRE TRUER—tThe Porta-Tru tire truer 
handles wheels on or off the vehicle. It 
is said to true and regroove flat or round 
face tread tires. The model is portable. 
Barrett Equipment Co., 2100 Cass Ave., 


St. Louis, Mo. 
* * 





BEAD EXPANDER—An air-operated bead 
expander of tubeless tires is made of a 
nylon covered 34-inch neoprene tube. The 
“Clevite Muscle” will withstand 200 
pounds pressure, it is claimed, and is 
impervious to grease, solvents and acids. 
Cleveland Graphite Bronze Co., 17000 St. 
Clair Ave., Cleveland 10, O. 

* * * 


NON-SKID SURFACES — Non-skid type 
running boards, running board mats, aux- 
iliary step bars, bumper edging and mo- 
tor service platforms are available, made 
of steel grating. Bustin Firm-Grip Grating 
Corp., Dover, N. J. 





TIRE TRUER—The John Bean tire truer 
is used without dismounting the car wheel. 


It is a self-centering unit, mounting on 
the spindle at wheel center. This feature 
is said to prevent overcutting. John Bean 
Automotive Division, Lansing, Mich. 
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rial strength and quality, belt di- 
mensions, buckle specifications 
and method of attachment to the 
vehicle. 

These characters may make a 
killing, all right—in more ways 
than one. They rob people of the 
protection offered by a properly en- 
gineered seat-belt installation. And 
this may be a life-or-death matter. 

A seat belt must not be regarded 
as just another accessory. Vital dif- 
ferences between various makes of 
such equipment are infintely more 
important than those which deter- 
mine the choice between a six or 
eight-tube radio. 

We've heard from several reputa- 
ble felt manufacturers who are 
anxious to see the adoption of 
measures that will exclude unscru- 
pulous operators from the field. It 
appears likely that the necessary 
legal barriers will be set up as 
soon as general agreement is 
reached on belt specifications. 

* 


Part-Throttle Acceleration 


Fuel Injection Problem 

om -INJECTION development 
engineers are finding that part- 

throttle acceleration requirements 

comprise one of their most trouble- 

some problems. 

The difficulty lies in obtaining 
the instantaneous response and 
precise control of fuel flow needed 
for maneuvering in city traffic 
where there often is a speed dif- 
ferential of only three to five miles 
per hour between one car and an- 
other. 

Extremely fine adjustments of 
the fuel system are needed for 
such a simple, everyday act as 
accelerating from 22 m.p.h. to 
pass a car going 25 m.p.h., and 
then decelerating quickly enough 
to blend back in with the traffic 
stream. 

Similarly, when traffic is moving 
at 25 m.p.h. and the car ahead sud- 
denly slows down to 22 m.p.h., it is 
proving difficult to obtain this small 
increment of deceleration smoothly 
with fuel-injection systems. 

We’ve been told that, at this 
stage in gasoline injection-system 
development, the metered type 
holds an edge over continuous flow 
in this important characteristic. 

However, it would seem that both 
types still have to make consider- 
able progress before they will ex- 
ce] the carburetor in its all-around 
ability to satisfy the engine’s fuel 
requirements over the entire oper- 
ating range of speeds and loads. 


Flywheel Brake Tests 


Diesel Shock Resistance 


“q*OME on over here, I want to 
show you something,” said 
John Dickson during my recent 


1-Cylinder Engine 
Demonstrates 


Gas Performance 


WILMINGTON, Del.—A single- 
cylinder engine, unveiled by the 
duPont petroleum chemicals divi- 
sion, is designed to aid gasoline 
marketers demonstrate factors 
which influence gasoline perfor- 
mance. 

The new engine with its over- 
head valves and modern design 
combustion chamber, is similar to 
the latest automobile engines. 

It shows how high octane num- 
bers can suppress preignition 
effects. It demonstrates fuel vola- 
tility and shows the antiknock 
difference between premium and 
regular gasoline. 

This engine also can show how 
gasolines are tailor-made by select- 
ing fuel stocks to impart certain 
desirable characteristics. The unit 
also will demonstrate the wide 
variety of factors which influence 
knock. 

The engine and auxiliary equip- 
ment can be rolled out on the tail- 
gate of a station wagon, where the 
performance of fuels may be fol- 
lowed by observing an instrument 
panel. 

The demonstration units soon 


visit to the engineering laboratories 
of GM’s Detroit Diesel division. 
The “something” Dickson showed 
me and Ad Manager Jim Brown, 
who accompanied us on the tour, 
was a powerful test rig for evalu- 
ating an engine’s shock resistance. 

The setup provides a means of 
“grabbing” the flywheel with an 
air - actuated disc-type railroad 
brake to drag speed down sud- 
denly (and I do mean suddenly) 
from high-speed operation. 

Dickson, who is chief design and 
development engineer, proudly in- 
formed us that one of his “babies” 
had successfully withstood 249 
hours of this brutal test cycle with- 
out visible damage. 

The schedule called for operation 
at 2,100 r.p.m. full-load, pulling 325 
horsepower — followed by applica- 
tion of the flywheel brake to slow 
the engine down to 700 r.p.m. The 
entire cycle time is 1% seconds, 
with the speed “pulldown” taking 
only 0.4 seconds. 

* * * 

i ae cyclic schedule simulates 

shock loading equivalent to re- 
peated stopping “dead” from rated 
r.p.m. Testing is expedited by re- 
leasing the brake when engine 
speed drops to 700 r.p.m., since this 
allows speed to pick up again with- 
out use of a starter for each cycle. 

Subject for this gruelling test 
was a six-cylinder “110” model. 

When I visited the lab, it had 

+ * 





Diesel Shock Test— 


This powerful flywheel brake drags 
diesel-engine speed down from 2,100 to 
700 revolutions per minute in only 0.4 
seconds to provide a rugged test of shock 
resistance for all moving parts. 

” ” cs 
run through approximately 10,000 
up-and-down cycles (equivalent 
to 10 entire days and nights on 
this tortuous schedule) without 
any engine failure. 

Shock loads imposed on the die- 
sel engine provide an extremely 
rugged test for gear trains, shaft- 
ing, centrifugal blower and other 
moving parts. Extent of the force 
buildup was brought home when 
Dickson reminded us that blower 
speed at 2,100 engine r.p.m. is about 
23,000 r.p.m.! 

The “dead-stop” pulldown test 
is giving about the same effect as 
would be obtained by running a 
truck into a really solid brick wall 
—or picking up a log in the pro- 
peller of a diesel-powered boat. A 
bit less nerve-wracking, though, I 
would imagine. 

mn 


Integral Fluid Passages 
Intrigue Product Designers 


yy been intrigued by the possi- 
bilities for use of sheet metal 
with integral passages for liquid or 
gas since seeing the first announce- 
ments of this new process last year. 
Perhaps you also would be inter- 
ested in a progress report, now that 
the automotive industry has had 
about eight months in which to 
investigate potential applications. 

You may recall that the pro- 
cess sounds deceptively simple. 
A pattern corresponding to the 
Passageways desired is printed 
on one sheet of aluminum or 
copper by a silk-screen process. 
After tack welding of two sheets 
to assure alignment, the actual 
union is achieved by application 
of heat and pressure in a hot 
rolling operation. 

Cold rolling then works the metal 


will be available at regional offices |to final length and width. Applica- 


at Los Angeles, Chicago, Tulsa, 


Houston, and New York. 





tion of water pressure at the point 
where the stop-weld material 


reaches the edge of the sheet in- 
flates the pattern and produces the 
internal passages. 

The use of sheet metal with in- 
tegral tubing saves metal formerly 
required for tubes. Also, there are 
no tubes to bend, welding is mini- 
mized, and many connectiug and 
assembly operations are eliminated. 

Advantages include reduction in 
fabrication and assembly costs. 
However, a further long-range gain 
is expected to come from product 
improvements attributable to new 
design freedom. 


+ * 
-TO-DATE information on po- 
tential applications was ob- 
tained from Mason Randle, market 
development manager for the 
Western Brass Mills metals division 
of Olin Mathieson Chemical Corp., 
the company which first developed 
the so-called roll-bonding process. 

Randle says that first produc- 
tion has been chiefly concerned 

with evaporator panels for house- 
hold refrigerators. The original 
pilot plant already has produced 
more than half a million of these 
units. Now that a new production 
plant is in operation, the pilot plant 
is available for development of 
other applications. 

Among the automotive applica- 
tions being considered are: (1) 
automotive radiators, both in 
aluminum and copper, and high- 
copper alloys; (2) car and truck 
air conditioners; (8) “reefers” for 
truck refrigeration; (4) radiant 
heating and cooling for automo- 
bile trailers, and (5) light, strong 
structural members for truck 
bodies. 

Western roll bonding is employed 
experimentally in units intended 

for use in both automotive radiators 
and air conditioners. 

The most promising work is 
being carried out in aluminum 
alloys. Although this development 
is at a stage where Randle does 
not feel it is advisable to divulge 
the actual progress he did note 
that thinking is along revolution- 
ary lines in which engineers are 
considering design and functional 
advantages that may be gained by 
changing both shape and location 
of the engine radiator. 


| el TRUCK refrigeration, experi- 
mental samples have been sup- 
plied. Designs follow principles 
similar to those used in evapora- 
tors for household refrigeration. 
Units will be installed in truck- 
trailer sides or roof. 

Radiant heating and cooling of 
automobile trailers is being given 
consideration, but the development 
still is in the drawing-board stage. 
Potential structural uses for trucks 
include flooring, sidewalls and roof 
—which could then incorporate 
passageways for heating and cool- 
ing. 

The process lends itself readily 
to multiple-sheet designs, and 
Randle points out that “an al- 
most unbelievable increase in 
strength” may be obtained with- 
out weight increase by using a 
honeycomb or corrugated con- 
struction. 

Both Olin Mathieson and Reyn- 
olds Metals Co. (which calls its 
material tubed aluminum sheet) 
agree that the roll-bonding idea 
has had a “very good reception” 
in the automotive industry. 
Reynolds reports that great interest 
is being shown in applications, 
with obvious items such as radia- 
tors and automotive air condition- 
ers presently receiving active at- 
tention. 

Randle sent me some aluminum 
and copper samples cut from cur- 
rent articles to show some of the 
designs produced. It seems to me 
that every automotive and machine 
designer who is in any way con- 
cerned with design of heat ex- 
changers where tubing now is 
fastened to sheet would profit by 
ideas which would spark if he had 
a sample or two of this material 
handy on his desk to encourage 
productive dreaming. 


Refrigeration Show 


Already Warming Up 

ATLANTIC CITY. — The ninth 
exposition sponsored by the Air 
Conditioning & Refrigeration In- 
stitute will be held here Nov. 28- 
Dee, 1. 

More than 200 companies already 
have contracted for exhibit space, 
according to F. G. Coggin, of De- 
troit Controls Co., chairman of the 
exposition committee. Five national 
groups will hold their conventions 
concurrently with the show. 


New Law Aimed 
At Stolen Auto 
Parts Market 


OKLAHOMA CITY. — An ordi- 
nance designed to weaken the local 
market for stolen auto parts has 
been submitted to the City Coun- 
cil for consideration. 

According to Assistant City 
Counselor Jack Sheehan, author of 
the bill, the ordinance is aimed at 
shady auto salvage dealers. Main 
provisions would be: 

1. Requirement that a bond be 
posted to operate such a business. 
The bond would be surety for pay- 
ing any fines or fees, and for pay- 
ing back losses of any owner who 
could prove his property had been 
stolen and sold to an auto parts 
dealer. 

2. A stringent new set of record 
requirements, meaning dealers must 
keep detailed information on all 
sales, purchases and trades, with 


description of merchandise and the | 
seller. 

3. Submission of complete re- © 
ports to police every 24 hours. 

As in the past, parts dealers 
would be assessed $10 per year li- | 
cense fee, and be subject to police 
and court action for violating the 
ordinance. 

The council asked for the new 
ordinance following a published | 
story of a local reporter who posed | 
as a young hoodlum and sold “hot” | 
hubcaps to dealers at bargain rates | 
with few questions asked. 


Dealer Gives S-P Stock 


With Auto Purchases 

SOUTH BEND.—For a two-week | 
period, Scherman-Schaus-Freeman | 
Co. gave 10 shares of Studebaker- © 
Packard stock free with each new 
Studebaker car or truck sold. 

The offer was made to celebrate © 
the firm’s breaking its previous | 
six-month sales records. During 
the first six months of 1955 the | 
dealership sold 2,365 new and used | 





In Automotive Upholstery 
and Interior Trim Fabrics... 


THEY'RE ALL GOOD AT GOODALL! 


Goodall plastics feature the latest, 
most desirable widths and weights in 
plastics for interior trim and automo- 
tive upholstery. With Goodall you can 
be sure of good quality and good serv- 
ice, two “musts” for this highly special- 
ized and extremely demanding trade. 


Goodall 


PLASTICS DIVISION 
1430 BROADWAY, NEW YORK 18, N. Y. 





—Bak in: 


GEHRINGER & FORSYTH, 16151 JAMES COUZENS HIGHWAY, DETROIT, MICH. © 
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Great Umbrella Boon to Used Car Sales 


Dealers from Coast to Coast have proven that McFarland Great Umbrellas make their 
lots more attractive and increase their sales. This year the McFarland Company offers 
new Sizes, new Designs and new Colors, all at reduced prices. For complete informa- 
tion on McFarland Great Umbrellas and how other dealers are using them to increase | 
their sales and profits write, wire or call McFarland Great Umbrella Company, division 
of McFarland Awning Corporation—742 SW 8th St., Miami, Fla. Phone Miami 2-8153. 
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Auto Personnel 


Ted Odenbach has been named 
city manager of the Minneapolis 
zone office of Chevrolet, replacing 
©. R. Fike, who has been trans- 
ferred to Memphis ag zone man- 
ager. P. A. Gorman, formerly re- 
gional sales promotion manager in 
Chicago, was transferred to Min- 
oe lis ag assistant zone manager, 

ing Odenbach. 
+ + 


Murphy Joins Metal-Cal 


Appointment of Robert J. Mur- 
phy, former Air Force colonel, as 
assistant to the president, has been 
announced by Phil Coffer, Metal- 
Cal manufacturer, Inglewood, Calif. 

+ + * 


Hull Joins Staff of Holan 


As Sales Manager 
Ronald E. Hull has been ap- 


pointed sales manager of J. H.!|p 


Holan Corp., Cleveland, according 
to V. H. Warner, sales vice-presi- 
dent. 

Hull will be in charge of truck- 


body and power-equipment sales) 


from the Cleveland plant. He for- 
merly was sales manager of High- 
way Trailer _ a Wis. 


+ 


Bendix hace Williams 


Exec Sales Engineer 


Appointment of W. R. Williams 
as executive sales engineer of the 
Bendix Products division of Ben- 
dix Aviation Corp. at South Bend, 
Ind., has been announced by Frank 
E. Farrell, assistant director of 
automotive sales. 


It is a new post created to) 


provide closer coordination of all 
sales and engineering contacts 
with customers, Farrell said. 

* * * 


Anthony Ups McCord 


Joseph H. McCord has been ap- 
ointed resident manager of the 
California Packard distributor- 
ship, according to George A. Wag- 
ner, executive vice-president of 
Earle C. Anthony, Inc. McCord 
succeeds A. William Oster, who 


TRADITIONALLY 


FIRST with the one-piece heat-sealed 


shell construction. 


FIRST in welded side electrode con- 
struction for better heat and electrical 


conductivity. 


FIRST 1 incorporate a resistor element 
for elimination of radio interference 


from ignition. 


FIRST with fused metal-ceramic seal to 


stop center-wire compression leakage. 


FIRST in the use of unglazed insulator 
tip to resist lead enack. 


FIRST with the initia oxide insu- 
lator in the United States—a patented 


AC composition! 


FIRST 10 use greater ene area 
between insulator and or 


shell 


ex- 


ample: Has been used in AC type 48 


plug since 1944. 
FIRST 


with the long, thin, recessed, 


quick-heating insulator tip—the AC Hot 


Tip—an AC exclusive! 
6 


The above is another in a series of messages 
to AC wholesalers and dealers — more proof 
that AC a Plug engineers with GM re- 


sources can 
ignition parade! 


¥ 


be depended upon to lead the 





recently was made general sales 


manager. 
+ + * 


Hensel Succeeds Ledinsky 


Appointment of Robert I. Hensel 
as general superintendent of the 
Detroit plant of Thompson Prod- 
ucts, Inc., has been announced by 
W. D. Angst, works manager. Hen- 
sel succeeds C. H. Ledinsky, who 
has retired after 39 years of 


| service. 


* * * 


Sewall Is Promoted 


Loren J. Sewall, formerly chief 
estimator for Minnesota Rubber 
and Gasket Co., has been promoted 
to factory superintendent of the 
firm, according to Paul T. Denni- 
son, president. He will be in charge 
of all manufacturing operations. 
Sewall has been associated with 
Minnesota Rubber since 1941. 

a * x 


Hurd Adds Another Post 


With American Motors 


Robert C. Hurd jr has been 
named an assistant treasurer of 
American Motors Corp. He con- 
tinues as assistant secretary of the 
corporation and credit manager 
for Kelvinator division. 

Hurd joined the corporation in 


AC SPARK PLUG DIVISION 
GENERAL MOTORS CORPORATION 





FLINT, MICHIGAN 





1953, after 19 years with Refrigera- 
tion Discount Corp., an American 
Motors subsidiary. 


Naugatuck Names Ebers, 


Schoene and Chittenden 


Three appointments in the sales, 
production and development de- 
partments of the Naugatuck chem- 

ical division of 
U. S. Rubber Co. 
have been an- 
nounced by John 
E. Caskey, gen- 
eral manager. 
Earle S. Ebers, 
formerly research 
and development 
manager, is gen- 
eral sales man- 
ager; D. Lorin 
Schoene, former 

Earle S. Ebers assistant to 
| Ebers, is research and development 
director, and F. Dudley Chittenden, 
former manager of the Painesville 
(O.) plant, production manager. 

* + * 


Bobrow Buys into Nibur 


Al Bobrow has purchased an in- 
terest in Nibur Mfg. Co., Inc., New 
York, it has been announced by 
Malvine Rinzler, president. Named 


STANDARD FACTORY EQUIPMENT ON MORE NEW VEHICLES THAN ANY OTHER MAKE 





secretary-treasurer of the firn 
Bobrow will direct the merchan 
dising and sales program. 

> 


Beaulac Gets Chrysler Post 


J. A. Marcel Beaulac has been 
appointed district manager for 
Chrysler - Plymouth-Fargo division 
of Chrysler Corp. of Canada, Ltd., 
it has been announced by John C. 
McGuire, general sales manager. 
Beaulac will cover part of the Mon- 
treal region and will work out of 
the firm’s offices in Montreal. 

* x * 


Chrysler Appoints McAda, 
Warner to MoPar Posts 


Appointment of Roy A. McAda 
and George W. Warner as assist- 
ant sales managers of Chrysler 
Corp.’s MoPar parts division has 
been announced by S. J. Wall, gen- 
eral sales manager. 

A MoPar sales supervisor of 
western regions since 1954, McAda 
will be in charge of field sales. 
Warner, formerly supervisor of 
eastern regions, will direct inter- 
nal sales. 

* * + 


Scrantan Appoints Rhodes 


Joseph M. Saunders, sales vice- 
president of Scranton Storage Bat- 
tery Corp., has announced appoint- 
ment of Jerry Rhodes as district 
manager of the firm’s east central 


division. 
= = + 


Ammco Tools Names Two 


Ammco Tools, Inc., North Chi- 
cago, Ill., has announced the addi- 
tion of two district representatives. 
Jack Myers will cover Louisiana 
and southeast Texas, and Ernie 
Bateman will operate in Missouri, 
Kansas and Oklahoma. Both will 
be under the supervision of Dis- 
trict Manager Roy Culp. 

= 7 + 


Mack Boosts Steffee 


To Purchases Director 


Appointment of J. M. Steffee as 
purchases direc- 
tor and vice-pres- 
ident of Mack 
Mfg. Corp. has 
been announced 
by P. O. Peter- 
son, president. 

Steffee has 
been administra- 
tive assistant to 
the president. Be- 
fore joining Mack 
Apr. 1, he was -_ 
assistant pur- J. M. Steffee 
chases director for Studebaker’s 


aviation division. 
* a 


Walker Mfg. Appoints 


Priest, Guillette Managers 


Walker Mfg. Co., Racine, Wis., 
has named Gail C. Priest territory 
manager in central Pennsylvania 
and Fred J. Guillette manager of 
the Los Angeles-Santa Barbara 
(Calif.) territory, according to John 
L. Engels, vice-president. 

Guillette replaces Jack Schuler 
who recently was appointed North- 
west district manager. 

t * = 


C-A-S Board Directors 


Name Miller President 


R. Winn Miller, of P & M Acces- 
sory Co., Galesburg, Ill., has been 
elected president of C-A-S, Inc. 
Robert F. Grubb, C-A-S general 
manager, has announced. 

Other officers elected were Wal- 
ter C. Witt, Central Motor Parts 
Co., Indianapolis, vice - president; 
Arthur P. Johnson, Cummings & 
Emerson, Peoria, Ill., secretary; 
and George W. Yount, Eagle Ma- 
chine Co., Indianapolis, treasurer. 

Other board directors are Robert 
G. Patterson, Automotive Engine 
Rebuilders Assn.; = - 

Motor & Equipment Wholesalers 
Assn.; Robert L. Stacey, National 
Automotive Parts Assn., and J. L. 
Wiggins, National Standard Parts 


Assn. 
* t x 


Hastings Ends Service 


Warren Hastings, Tide Water 
Associated Oil Company’s eastern 
divisional supervisor of wax sales 
at the company’s New York head- 
quarters, has retired after 36 years 
of service. 

* 


General Shifts Jacobs 


Paul E. Jacobs, formerly employe 
training manager, has been named 
manager of the central personne! 
department of General Tire & 
Rubber Co. 
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By Dodge, Hudson, Nash and Studebaker .. . 
67 Dealers Given Franchises 


A total of 67 new-car franchises| Earl Landreth, Brownsville, and 
have been granted to dealers|A. R. Allen Nash Co., owned by 
throughout the country by Stude-| A. R. Allen, Midland. 
paker, Hudson, Dodge-Plymouth|; Names, cities and owners of the 
and Nash. Names, cities and own-| others are: Safety Service Center 
ers of the new dealerships are aS|Nash, Silver City, N. M., George 
follows: Presson; Van Dyke Garage, Inc., 

Hudson 


Peabody, Mass., Edwin S. Van Dyke 

Warren Motor Co, Brinkley, Ark, | Phinip M. Brown and Joseph Rosen: 
owned by er W. Warren. 

Tibbs Motor Co., Inc., Lynchburg, — — J. E. Temenski, New 
Va. eit 

Coffeyville Hudson Co., Coffey- 
ville, Kans., owned by R. J. Sal- Studebaker 
isbury. Bowler’s Auto Exchange (E. R. 

Helena Hudson Co., Helena,| Bowler sr., chairman, and E. R. 
Mont., owned by W. L. Bompart/Bowler jr. president), Newport 
and Less Sodorff. : News, Va.; Barton Sales & Service 

Brown Ellis Motors, Harriman, | (Charles G. Barton, Norma Barton 
Tenn., owned by Brown Ellis. and John C. Barton, coowners), 

Pollen Auto Supply and Service,| Middletown, O.; Wannemacher’s 
Port Arthur, Tex. Garage (F. A. Wannemacher, own- 

Bob Smith Motors, Milwaukee, |er), Celina, O.; Suburban Motors 
owned by Roger C. Smith. * * 

National Garage Co., Gettysburg, 
Pa., owned by David G. Forney. 

Sunshine Orlando Motors, Inc., 
Orlando, Fla., owned by Charles 
H. Carter. 

Park Motors, Peekskill, N. Y., 
owned by G. R. Chefalo. 

Spears Motor Sales, Chardon, O., | 
owned by Worthy J. Spears and 
William A. Spears. 

Eldreth Motor Co., Tazewell, Va.. 
owned by W. Bruce Eldreth. Francis Chevrolet Co., headed b 

Gem Motors, Emmett. Id., owned | pes Francis, is the new deshenhie 
by Bill Gardner and Charles New-/ at 9191 St. Charles Rock Rd., St. 
ell. ; r 

Reese Auto Sales, Reese, Mich.., Louk. .: *<- * 


owned by Clare F.. Courbier. . 
Sidney B. Bushby, Beverly, Mass. Lussy Renames Firm 
+* * 


* Charles C. Lussy, Lincoln - Mer- 
cury dealer, has announced that 


* * * 


Across the Nation .. . 





Dodge-Plymouth 
Bill Phillips Motor Co. (William }|has been renamed Lussy Motors. 
* * * 


T. Phillips, owner), DeQueen, —— 

DuF rene Motors, Inc. (Harold Du- ° 

Frene, president), Tujunga, Calif.; pn Be Hudson Formed 
Meyer-Evans Motors (S. S. Meyer Coffeyville Hudson Co. is a new 
and Even J. Evans. co-owners), | dealership in Coffeyville, Kans. R. 
Lodi, Calif.; Ulmer Motors (R. B. J. Salisbury, who operated dealer- 
Ulmer, owner), Stuart, Fla.; Lee ships in Walnut, Kans., and Bar- 
Bradley Motors (C. Lee Bradley, tlesville, Okla., = the dealer. 
owner), Lincoln, [Ill.; Dick Shull 

Motor Co. (Richard D. Shull, own-| Ray, Bradford Open Deal 
er), Mt. Pulaski, Ill.; Jones Imple- | 
ment & Motor Co. (Ralph T. Jones, 





|Inec., is the new dealership in 


Ralph D. Jones and Wayman) Huntsville, Ala. The firm is headed | 


Dixon, owners), Assumption, IIl.,| by Douglas Ray and C. I. Bradford. 
* * cd 


and Kemna Motor Co. (Joe H.|! 
Two Deals Franchised 


Kemna, owner), Bancroft, Ia. 
Pech Motors (William Bode Pech.| two new dealerships have been 
opened in Glen Burnie, Md. They 


owner), Swea City, Ta. ; S & D| 
Motors. Inc. (S. J. Acquisto, presi-| >. Gladding Chevrolet Co., owned 


dent), Los Angeles; See’s Sales and by Harry L. Gladding, and Glen 


Service (Alvas O. See, owner),/ otors, Inc. (Studebaker), with A. | 


Louisa, Ky.; Tansky Motors (John | stanton Brown, president, and Al- 


E. Tansky, owner), Jackson, Mich.; ? 
Irving H. English Motors, Inc. | fred Feast, secretary-treasurer. 
Nash for VanTrain 


(Irving H. English, president), Min- | 
E. G. VanTrain, a former Olds- 


neapolis; Dalton Motor Sales (Wil- | 

lie C. Dillard, owner), Edina, Mo., | 

and Murphy Supply Co. (King S.| mobile dealer, has opened a Nash 
Murphy, owner), Greenfield, Mo. (dealership in Alice, Tex. The firm 

Fowler's Automotive Repairs ‘8 known as VanTrain Motors. 

(Ralph H. Fowler, owner), Sparta, | 

N. J.; Wiss Motors (J. Douglas 
- Wiss and Thomas H. Wiss, co- 
owners), Bernardsville, N. J.; Mar- | 
tin Motors (William E. Martin, 
owner), Ravenna, O.; McKibben 
Motors Sales (Dean McKibben, 
owner), Utica, O.; Motors, Inc. (M. 
C. Chambers, president), E] Reno, 
Okla.; Reding’s Sales & Service 
(Raphall Reding, owner), Haven, 
Wis.; Southern Utah Motors (M. 
D. Naylor, owner), Provo, Utah; 
Royal Motors, Inc. (Douglas 
Bienick, president), Bellows Falls, 
Vt., and Livermon Bros., Inc. (J. | 
F. Livermon, president), Williams- 
burg, Va. 


Roy’s Garage (Roy Rhodes, own- 
er), Fallbrook, Calif.; Merkle Mo- 
tors (Fred Merkle jr., owner), Hill- 
side, N. J.; Surf Motors, Inc. (Mark 
Fagan, president), Wildwood, N. J.; 
Anderson’s Servicenter (William J. 
Anderson, owner), Port Jervis, N. 
Y.; Ken Kostenbader Motors (Ken- 
neth D. Kostenbader sr.), Lehigh- 
ton, Pa.; East Side Motors (Weldon 
H. Smithers, owner), Wilmington, 
Del., and Wilson Motor Co. (John 
L. Wilson, owner), Griffin, Ga. eet : 

‘Named as an exclusive Dodge | Disappearing Act— 
distributor was O. Diehl & 
Sons, Jerseytown, Pa. W. O. Diehl 
is owner. 


Herring-Conners Chartered 








Police cars will be harder to spot if 
law enforcement agencies adopt a new 
ee. ¢ | type of warning signal invented by E. F. 

Nash | McDonald jr., president of Zenith Radio 
os . Corp. The revolving squad car warning 

Three of the franchised dealers | light is concealed in the car trunk (top 
are located in Texas. They are: | sketch). The officer driving presses a foot 
Williamson Nash, owned by Nor-| button alongside the accelerator to raise 
ris O. Williamson, Port Isabel; Lan-|the signal. A hydraulic jack (bottom 
dreth Auto Service, headed by W.| sketch) does the work. 





Copper City Motors, Butte, Mont.,| in Laporte, Ind., by Harry 


Ray-Bradford Lincoln - Mercury, | 


Herring-Conners Chevrolet, Inc., 


(William E. Liszak, president), 
Maple Heights, O.; Duquette Motor 
Sales (Arthur Duquette, owner), 
Montpelier, O.; Eastern Oregon 
Equipment Co. (Fred W. Chytraus, 
president, and Gordon Chytraus, 
vice-president), Ontario, Ore.; Dot- 
son Motor Co. (Olen Dotson, own- 
er), Haskell, Tex. 

Also Oakland Equipment Co. (C. 
J. Callis and M. L. Willard, own- 
ers), Oakland, Md.; Stonnell & Hol- 
laday (W. A. Stonnell and H. W. 
Holladay, owners), Easton, Md.; 
Bob Lane’s Sales & Service (John 
R. Lane proprietor), Port Huron, 
Mich.; Joe Foss Motors, Sioux 
Falls, S. D.; Sharkey & Mann (H. 
W. Sharkey and Dale Mann, own- 
ers), Windom, Minn.; and Packard 
& Studebaker Sales, Inc. (Stewart 
P. Pickett, president, and Clifton 
E. Blalock jr., vice-president), Dur- 
ham, N. C. 





Auto Dealer Changes 


Hillsboro, N. C., has been granted 
a charter. Principals are Marshall 
T. Spears, Marshall T. Spears jr. 
and Laurie T. Haynes, all of Dur- 
| ham, 

: a 


LaPorte Nash Opens 


LaPorte Nash has been opened 
H. Ben- 
edict and James P. Rembold. 


® * * 


Reisinger Franchised 


Burt’s North Side Nash has 
|opened at 5023 Goodfellow Ave., 
| St. Louis. Manager L. B. Reisinger 
|was a Studebaker dealer for three 
|years and later operated Burt’s 
| Automotive. 
| ae x 


Ritchie Adds Nash 


Charles W. Ritchie, a former 
| Kaiser-Willys dealer, has opened 
a Nash dealership in Rising Sun, 
Md. The firm, Ritchie Motors, 
will continue to handle Willys. 

* * 


McFadden Takes Over 
Haights Buick Deal 


William P. McFadden, Bath, 
N. Y., has taken over the Buick 
franchise in Elmira, N. Y., and will 
operate as McFadden Buick Co. 

Willard C. Haight, the former 
Buick dealer, plans to operate a 
used-car lot as Superior Motors Co. 

* oe ~ 


|Penney and Associates 


Buy Kuykendall Chevrolet 


Kuykendall Chevrolet Co., Lub- 
bock, Tex., has been sold to Ralph 
Penney and associates. Penney 
formerly was general manager of 
the dealership. 

The four partners, G. P., J. 
O., Roger L. Kuykendall and 
Jack Schneider, have announced 
they will devote their time to 
development of Kuykendall In- 
vestment Co. 

* * * 


Diebert Buys Ford Deal 


Ray Deibert has purchased the 
Ford dealership in Eureka, S. D., 
from Ruben and Otto Pfeifle. Dei- 
bert has been a partner in Raben- 
berg’s Chevrolet dealership in 
Mound City. 





* * * 
Fischer Joins Grebe 
Grebe Motor Co. (Oldsmobile), 
St. Louis, hag been taken over by 
Grebe-Fischer Oldsmobile, Inc., a 
newly formed company. Grebe Mo- 
tor formerly was operated by four 
brothers. The new firm is com- 
posed of Otto H. Grebe jr., presi- 
dent and son of one of the original 
owners, and Will Fischer, vice- 
president and son-in-law of O. H. 
Grebe sr. 
. ~ 


on 
Bebout Opens Nash Deal 
D. Bebout, a former Mt. 
Vernon, (O.) auto dealer has open- 
ied a Nash dealership in Mt. 
| Vernon. 
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of all the people (15 years and older) living in 
New York City & suburbs, in family owned homes 


are News readers- 


Daily News readers aggregate 4,780,000, are majority 
buyers and prospects in the metropolitan market. See 
data on all New York City newspaper readers in 


Profil alls 

e of the millions 
based on 10,349 personal interviews in New York City 
& suburbs, by W. R. Simmons & Associates Research, 
Inc. A summary is presented visually, by appointment 
only. Ask to see it. Call any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 


of the men (15 years and older) living in New 
York City & suburbs who bought shirts last year 


are News readers- 


Daily News men readers total 2,490,000 . . . and buy 
most of the suits, slacks, socks, shoes, hats, sold here... 
have most of the cars, jobs, new homes. Now for the 
first time advertisers can learn about buying habits 

of all New York City newspaper readers in 


Profile of the millions 


now being presented visually to advertisers and 
their agencies. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 


Blended whiskey drinkers- 447 


of the adults in New York City & suburbs who 
served blended whiskey in the past month 


are News readers- 


Daily News readers total 4,780,000—are majority 
customers in greater New York for new automobiles, 
homes, stocks and bonds, groceries, cosmetics, 
apparel, cigars, and liquors. Now for the first 

time the advertiser can learn about the buying 
habits of all adults in the New York market in 


Profile of the millions 


a visual presentation of new data on all New York 
City newspapers. Ask any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 





Just as the service station man’s arm has to swing and turn to wash your windshield, so does the Cam-O-Matic 


This is AM‘ 
... the wiper that gets around the 


wrap-around windshields, the 
Cam-O-Matic® system embodies 
many of the complex motions that 


the forearm performs so perfect- 
1. Mounted on the oscillating shaft 4. Arm flexes here to hold pressure ly, to reach around the corner. 


’ on blade 
2. Automatically follows the cam guide © ‘To wine tie Gat etal Martin wd Oe 


3. Its wrist section rotates and holds 5» Blade levers hinge here, under sharply curved side surface, the blade must be 


fd re-flexed urge kept at the correct angle—all the way across the 
the blade at correct wiping angle P e surfaces and in both directions of its movement. 


in both outward and inward travel * In the Cam-O-Matic system with its “twist- 


537 C , of-the-wrist’”’ action, the blade turns gradually 


Designed specifically for 
This is CAM-O-MATIC: 
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oscillate and turn. It pronates—like the human arm—to wrap around and wipe the contour of the curved shield. 


-“NMATIC 





ee tee 
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wrap-around like a human arm... 


as it travels across the arc... always held in 
exactly the right way. 

In blade travel, water from the front should 
not be dumped on the sides where, rippled by 
the wind, it may obstruct clear vision. With 
Cam-O-Matic, the blade travels around the 
front and down the side, taking the full load of 
water below the line of vision. 

Together with Cam-O-Matic, the P-R Blade 
with spring-hinged levers (a new concept in 
blade structure) contacts the surface of the 
glass like a curved hand. 

Cam-O-Matic, where used on 1955 model 
wrap-around windshields, has added up to 120 
Square inches to the cleared area. The advan- 


tage of the panoramic structure is not wasted 
under wet-weather driving conditions. 


Higher Frequency Rain -Lifting 


The Cam-O-Matic system swings through the 
longest arc of wipe ever used on an automo- 
bile. This larger arc naturally involves a longer 
interval between wipes. But in the panoramic 
range the automatic motor is fully adjustable 
for any desired speed of blade travel—from 20 
up to 180 strokes per minute—to cope with 
light drizzles or heavy downpours. 

In the outward and downward travel of the 
arms and blades, surplus energy is absorbed in 
a pair of cushion springs. These springs also 


cushion the inertia. The total stored energy 
gathered in the springs is counterbalancingly 
utilized in the return movement—as the blades 
are reversed to wipe upward and inward over 
the crest of the curved shield. 


You’ll find the fully adjustable wiper speed 
Cam-O-Matic system on cars that come 
factory-equipped with booster pumps, includ- 
ing the rotary type. When you tramp on the 
engine throttle you put more engine horse- 
power directly into your wiper. As a result, 
the wiping pace is continuous but never monoto- 
nous. It “breaks step’”—to afford eye relief 
and avoid tiring at the wheel—for greater 
safety particularly on long thruway travel. 





WINDSHIELD EQUIPMENT 


TRICO PRODUCTS CORPORATION, BUFFALO 3G, N. Y. orc 
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Current Prices on New Cars 





Used-Car Notes 





The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal 


Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 


436.25; hardtop cpe., $2,714.39; 4-dr. hard 
top, $2,788; conv., $2,893.59. Series 98—4 
dr. sed., $2,832.82; hardtop cpe., $3,068.75 


Cat area NES 


ASHVILLE. — — - taxes, and suggested delivery FORD—(Prices are for 6-cyl. models;|4-dr. hardtop, $3,140; conv., $3,275.84 
N ore t — HA ae — Automo and handling ¢ They do not cover | for V-8, add $99.98) — Mainline — 4- (Hydra-Matic optional at $178.35.) ; 
Nashville police department has/ bile Dealers Assn. transportation costs, state and local | sed., $1,753.24; 2-dr. sed., $1,707.02; bus.| PACKARD — Clipper Deluxe—4-dr. sed. __ 
ordered enforcement of a law re-| Arnold I. Schulingkamp, associ-| tsxes, optional’ equipment or any other me $1,605.97. Customline —— 4dr. sed.,| $2,585.53. Ollpper Super —4-dr. sed.. $2. | 
quiring licensed used-car dealers, | ation president, said members also| fetail buyer. matelkded | --4~ ko eet aa be ie | 
used-parts dealers, and junk deal-| yoted to adopt a printed sticker to BUICK—Special — 4-dr. sed., $2,291.32; | Victoria hardtop, $2,094.76; Crown Victoria| top, $3,075.53. Packard —4-dr. sed., $4 
ers to complete a form, giving the| affix to automobiles sold by them,|2-dr. sed., $2,232.88; — cpe., -- . ary vite; cas ee nn 040.32; a a, $4,080.32; con\ 
mak 332.43; 4-dr. hardtop, 409; conv., * , ,271.53; conv., 224.09. OM | $5,932.32. ( ic standard on Pac! : 
model, year, e, motor ee stating that they have been “ap- 590.17; 4-dr. stat. wae. $2,974. Century——_ | Wagons—2-dr. 2-seat Ranch Wagon, §2,- o series, $199 extra on other seodela.) ; 
and a dozen other details about proved” by the organization. 4-dr. sed., $2,548.17; hardtop cpe., $2,-| 043.07; 2-dr. 2-seat Custom Ranch Wagon, PLYMOUTH—Plaza 6 —4-dr. sed., $1 x 
used cars being bought or sold, also eo 600.56; 4-dr. hardtop, $2,733; conv., §2,-| $2,108.64; 4-dr. 2-seat Country Sedan, §2,-| 79 59. 2-ar. sed., $1,737.50: bus. cpe., $1 ' 
a description of the seller. 991; 4-dr. stat. wag., $3,175. Super—4-dr. | 156.14; 4-dr. 3-seat County Sedan, §2,-| 459'50: o-ar. O-seat ‘stat wag., $2,076.50 4 
An failing to comply may be Carpenter and Mayforth conv., $224.68 2 non. -4 2  # “4 301.59; “Thunderbird —tartton, oh dei 4-dr. 2-seat stat. wag., $2,158.25. Plaza V-3 
ne fallin 0) conv., $3,224.59. r r. se 59. rd — ‘ 944; F Fyre Ne ~ geo ne 
fined $5 to $50. Set. H. ‘Alten Mur- Open in Burlington $3,349.36; hardtop cpe., $3,453.05; conv.,| conv., $3,019.30; combination hardtop-conv., an bak Gu, wan De, ba Blew 
3,551.56. (Dynafiow standard on Road- | $3,234.30. ordo on e * aan a : 
ray, of the auto theft bureau, stated SOUTH BURLINGTON, vt.— heme, optional at $192.50 on other/| on conventional models, $215 on Thunder- SL siete San aoa, g1530 So inte 3s 
that the a og 2 = in tracing| Carpenter & Mayforth, Inc., has ae). i Be ae _ ee ile Millets de cel tek Lae a es Ban Gee, Pesos 
stolen automobiles. ers are pro-| opened a used-car and truck busi- es A-Gr. se8., 93,- ye, — 4-dr. sed.,| Reivedere 6 —4-dr. sed., $1,978.50; 2-d: | 
976.70; cl. cpe., $3,881.77; hardtop cpe., | $2,290. Custom Wasp 6 — 4-dr. sed., §2,- : B-s 
testing about extra work. The law| ness here. $4,305.01; conv., $4,448.31. Series 60 Spe-| 460; 2-dr. hardtop, $2,570. Super Hornet 6 Sache caah, Wen, SE Te teens Oe | 
has been in effect for some time) j44,,01q A. Mayforth ir.. f Jy | cial—4-dr. sed., $4,728.32. Series 75—8-| —4-dr. sed., $2,565. Custom Hornet 6—4-dr. | ““G'Gr “seq. $9'082: 2-dr., sed. $2,039 | 
but police have not enforced it arold A. Mayforth jr. formerly | pass. sed., $6,186.78; lim., $6,402.17. El-| sed., $2,760; 2-dr. hardtop, $2,880. Super| potitcy coe’ $8316 60; conv. $2351 a | 
po ass ; with McGreevy Buick Co. and| dorado —’ Conv., $6,285.96. (Hydra-Matic | Hornet V-8 — 4 - dr. sed., $2,825. Custom | 9° (oy Phe: pao) -» 92,001; , 
‘ yo a : a _|* . &., $2,425. (PowerFlite o; 
Shearer Chevrolet Co., is president | standard.) ' . ion oe Sek, Gigdeemuidie cotiiens cn came tional at $178.30.) 
Air Rifles Shatter of the firm, and Torrey C. Carpen- achin te 44. tn an ees. at $178.85, Ultramatie on V-8s at $199.) PONTIAC — Chieftain 860 — 4-dr. sed 


Windshields on Lots 


MANCHESTER, N. H.—(UTPS) 
—Used-car dealers here have been 
plagued by an outbreak of vandal- 





ter, formerly with C. P. Smith jr., 
Inc. (Ford), is treasurer. 


Brake Firm Names 














dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; hardtop cpe., $1,959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. 
Bel Air—4-dr. sed., $1,982; 2-dr. sed., $1,- 


IMPERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—S8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard.) 


KAISER—Manhattan—4-dr. sed., $2,670. 


$2,163.62; 2-dr. sed., 
wag., $2,434;. 4-dr. stat. wag., $2,518 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr 
sed., $2,209.32; Catalina, $2,334.99; 4-dr 
stat. wag., $2,603. Star Chief Deluxe 

4-dr. sed., $2,362; conv., $2,691. Star Chief 


$2,105.45; 2-dr. stat 
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ism that resulted in damage to 888; hardtop epe.. $2,067; conv., $2,206; 4- a oh Wtade an teens aan a aa ie ae ee ee 
more than 50 automobiles exceed- 9 Vi P ° d = a Set coetaans nal. eae. ... available on Darrin 161, which carries| dra-Matie optional at $178.35.) f 
ing $1,000. ice-F residents a 3 a. (Powerglide ‘op.| °Vetarive as standard equipment. ) ‘ ee sed., $1,695 i 
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ined $3,000.25; 4-dr. stat wag $3,332.25. New MERCURY — Custom — 4-dr. sed., $2,- | dra-Matic optional at $178.85.) Cc 
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able precaution has been exercised to insure accuracy of this report to the extent of the registrations by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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Gas, License Revenues 


Show Upward Trend 


A GENERAL uptrend in receipts 
from motor fuel and other 
or yway-user taxes, as compared 
th the corresponding levels a 
Dear ago, is revealed by analysis of 
the latest available revenue reports 
frorn state capitals throughout the 
country. e 
Iowa gasoline tax collections for 
June totaled $5,630,545, an increase 
of $487,786 over the same month a 
year ago. Total receipts for the first 
half of the year came to $25,473,- 
582, or an increase of $1,351,556 over 
the corresponding period last year. 


Gasoline tax collections in Kan- 
sas for the fiscal year just ended 
yielded $43,429,279, or an increase 
of $1,996,026 over the same period 
the previous year. 


Kentucky’s road fund receipts for 
the first 11 months of the 1954-55 
fiscal year totaled $65,823,408, an 
increase of 22 percent over the 
same period last year. 


A seven-cent tax on gasoline and 
other motor fuel taxes for the pe- 
riod brought in $41,684,898, a gain 
of 1.6 percent over last year’s fig- 
ures. Kentucky’s 3 percent sales tax 
on new and used-car licenses 
yielded $6,315,988, about 20 percent 
more than last year’s total. 

+ * * 

OR the first 11 months of the 

1954-55 fiscal year, Oklahoma 
collected $42,683,644 from gasoline 
and fuels excise taxes, an increase 
of 2.47 percent over the amount 
collected in 1953-54. 

Oklahoma’s motor vehicle excise 
tax for the period rose 14.46 per- 
cent to $5,695,820. Collections on 
automobile and truck licenses in- 
creased 10.72 percent to $17,516,667 
and commercial vehicle taxes rose 
3.18 percent to $7,979,679. 

Gasoline tax collections in Utah 
for the fiscal year just ended 
came to $12,451,819, an increase 
of $363,291. Taxes on special fuels 
brought in $833,130, almost a 10 
percent rise. 

Utah’s car and truck license 
plate fees yielded $3,704,610 for the 
year, an 185 percent increase. 
Temporary fees for out - of - state 
trucks netted $462,252. 

For the fiscal year just ended, 
West Virginia collected $22,776,527 
from gasoline taxes, an increase of 
$147,835 over the same period a 
year ago. 

The West Virginia Legislature 
voted an increase from five to six 
cents a gallon in the gasoline tax 
rate, effective June 10. It was re- 
ported, however, that the first pay- 
ments by distributors and produc- 
ers at the six-cent rate were not 


Detroit Dealer 
Offers Free 


Driving Course 


In the interest of promoting bet- 
ter driving, Al Long, Detroit Ford 
dealer, has set up a free driver- 
training school. 

The course is offered in a series 
of five Monday evening sessions 
conducted by Vincent S. Olshove, a 
retired Detroit police sergeant with 
nine years’ experience in driver- 
training. 

Instructions in behind-the-wheel 
operations will include the use of 
slides, movies, charts and actual 
car demonstrations with driver 
skill tests. 

As a special feature, errors in 
driving will be pointed out to be- 
ginners and those who have failed 
the written examination or road 
test in an attempt to obtain a li- 
cense. Private driving lessons will 
be offered at the completion of the 
course. 





Plymouth (Ind.) Dealers| 


Sponsor Safety Booth 


Eighteen auto dealers in Mar- 
shall county, Ind., prepared a 
Safety booth for the fourth an- 
nual home show held in the cen- 
tennial auditorium and Lincoln 
high school, Plymouth. State Po- 
lice manned the booth. 


nt 





due in time to be reflected in the 
1954-55 total. 
+ + + 
Ly fuel taxes yielded $63,- 
351,071 in Georgia during the 


1954-55 fiscal year, an increase of | 
$3,071,327 over the previous year.) 


License plate receipts totaled $7,- 
482,771, up $772,741 in that period. 
Virginia gasoline tax collections 
for the first five months of 1955 
added up to $26,384,497, an increase 
of $1,972,367 compared with the 


same period in 1954. 
* * x 


Road Program Studied 


For Portland (Ore.) Area 


The Oregon State Highway Com- 
mission is studying a 20-year plan 
for handling an expected Portland- 
area population increase of more 
than 100,000 in the next 20 years. 

The program calls for five new 





By Martin L. Whitmyer 
Staff Writer 


A “conspiracy against children” 
in current automotive advertising, 
the use of women merely as “win- 
dow trimming in ads,” and the 
preparation of sales copy which is 
“90 percent man-talk,” are indica- 
tions that the automotive industry 
still hasn’t learned how to appeal 
to women, says Mary Davis Gillies, 
McCall’s houses and home fashions 
editor. 


Speaking before the Michigan 
Council of the American Assn. of 
Advertising Agencies in Detroit, 
Mrs. Gillies praised Detroit for suc- 
cessfully mastering many complex 
marketing and style problems, and 
particularly for firmly establishing 
the obsolescence factor in its sell- 
ing. However, she added, “the auto- 
motive industry is apt to get as 
coy as a teenager, when women 
are mentioned.” 

She acknowledged that auto- 
motive advertisers have been in- 
creasingly recognizing the exist- 
ence of women and have been 
picturing them more often in ads, 
but are still not convinced that 
the woman and her family are a 
vital segment of their audience. 
Mrs. Gillies told automotive lead- 
ers that “it’s time to readjust your 
thinking about women,” and sug- 
gested that they “stop discounting 
the female intelligence just because 
she does not think like a man.” 
Pointing out that women “tend 
to see almost everything in terms 
of themselves, their husbands and 
their children,’ she urged that the 
industry appeal to a woman’s basic 
interests.and also to her mind. 

In her appraisal of current auto- 
motive advertising, Mrs. Gillies 
found it startling that in the midst 
of a baby boom there was an al- 
most total absence of children in 
ads. “Out of 75 ads picked at ran- 
dom and representing all makes of 
cars only 8 percent include chil- 
dren, she said. 

Another glaring omission seen by 
Mrs. Gillies in automotive ads was 
the “total absence of color refer- 
ence.” She observed that “in illus- 
trations the complete rainbow is 
represented, but in copy, captions 
and blurbs the word COLOR is 
totally missing.” She suggested 
that there is “added sales value to 
women in using picture - making 
terminology” to describe color, 
pointing out that “to the average 
woman, blue is just blue until it 


| creates a picture as sapphire blue.” 


* * * 


Rothman Leaves C-E 


Resignation of E. E. Rothman, 
a@ senior vice-president and gen- 


| eral manager of Campbell-Ewald 


Co., Detroit, was announced last 


Rothman had been with Camp- 
bell-Ewald in his present capac- 


ity since 1949. 


He also served the agency as 
account executive and in various 
managerial capacities from 1921 





Affecting Factories and Dealers .. . 


Auto Advertising | 


| West Coast to open a new office 
|has been announced by D. P. 


|the Los Angeles-Hollywood area, 


| and sales promotion in the western 
c L | states. 
week by H. G. Little, president. | 


|Co. six years ago as publicity di- 


| work in San Francisco and Los 
| Angeles for more than 20 years. 





bridges, widening of two others, 14 
freeways, 14 expressways and 24 
new major streets. 


* * * 


Illinois Bill Adds 100 Men 


To State Police Force 


The Illineis Senate has approved 
a bill increasing the size of the 
500-member state police force to 
600. 

In neighboring Indiana, the Leg- 
islature has added 200 men to bring 
its force up to 672. Pennsylvania 
has 1,900; California 1,500; Michi- 
gan, 891, and Ohio, 725. 


* * * 


Hildreth Named to Administer 


National Anti-Litter Program 


Eugene A. Hildreth has been ap- 
pointed executive vice-president of 
Keep America Beautiful, Inc., New 
York, a service organization that 
sponsors a nationwide program for 
the prevention of litter on high- 
ways, parks and beaches. 

It was also announced that John 
C. Rose will continue as executive 
director, devoting particular atten- 
tion to the support of volunteer 
groups in New York. 





to 1936. The resignation is effec- 
tive July 31, Little said, and a 
successor will be named later. 

ok cd * 


Sun-Times Picks 2 Editors 
Milburn P. Akers, executive edi- 

tor of The Chicago Sun-Times, has 

announced the appointment of 





J. Kilbourn S. C. Bulla 
Jonathan Kilbourn as editor and 
Sidney C. Bulla as assistant editor 
of the forthcoming Sunday Sun- 
Times colorgravure magazine, 
“Midwest.” 

Both will work under the di- 
rection of Akers and his assistant, 
William A. Mueller. 

The new magazine will make its 
first appearance with the Chicago | 
Sunday Sun-Times of Sept. 11. 

Kilbourn formerly was managing | 
editor of Quick magazine and Bulla | 
was magazine editor of the Hous-| 


ton Chronicle. 
x * * 


FTC Attacks Farm Journal 


The Federal Trade Commission | 
has brought anti-merger action | 
against the June purchase by 
Farm Journal, Inc., of Better 
Farming, formerly Country Gen- 
tleman. 

The commission’s ‘complaint 
charges that acquisition of its 
leading rival from Curtis Pub- 
lishing Co. may substantially les- 
sen competition and tend to 
create a monopoly in the agricul- 
tural magazine field. 

In this field, Farm Journal 
ranks first in monthly net paid 
circulation (2,822,000), and Bet- 
ter Farming second (2,554,000). 

In advertising, the complaint 
alleges that 1953 revenues for 
farm magazines was $41 million, 
of which Farm Journal and Bet- 
ter Farming had about $16 mil- 


lion, or 38 percent. 
* * * 


Moriarty Goes to Coast 
Transfer of Bud Moriarty to the 


PO eS SSP OSS 24226, 


Brother, president of the national 
advertising agency bearing his 
name. The office, to be located in| 


will serve Oldsmobile on publicity 


Moriarty joined D. P. Brother & 


rector, headquartered at the Detroit 
office. He had been identified with 
automotive publicity-promotion 
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Medium-high priced cars -417, 


of adults in car-owning households in New York City & 
suburbs, where last car bought was medium-high priced 


are News readers- 


and you'll find other important information about 
the buying habits of the readers of all New York 
City newspapers, available for the first time in 


Profile of the millions 


... based on 10,349 personal interviews, conducted 

by W. R. Simmons & Associates Research, Inc. in New 

York City & suburbs. Shown in visual presentation, 

by appointment only. Ask any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 


Womens audkings : 40% 


of the women (15 years or older) in New York City 
& suburbs, who bought stockings in the past year 


are News readers- 


Daily News women readers total 2,290,000. They 
buy most of the street dresses, suits, blouses, 
skirts, coats, shoes, hats, children’s clothing, 
corsets sold here . . . are New York’s majority 
customers for apparel, groceries and toiletries. 

You can learn significant facts on buying habits in 


Profile of the millions 


a visual presentation of new data on all New York 
City ane Ask any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 
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Cleansing Sul Aly 


of the women (15 ng or older) in New York City & 
suburbs, who used cleansing cream in the past month 


are News readers- 


The Daily News women readers total 2,290,000... 
they buy most of the toiletries, groceries, women’s 
suits, shirts, blouses, hats, perfume, lipstick, 

face powder, mascara, and nail polish sold here 

—as you can learn from the most significant and 
informative study ever made of the New York market 


Profile of the millions 


shown in visual presentation, by appointment only. 
Ask to see it! Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 
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Used-Car Auction Prices 





Market Trend 


The overall average price of used cars sold at wholesale auction 
declined $1 last week, according to Automotive News’ index. 

Keeping the overall change at that modest figure were increases in 
the prices of ’52s, which went up $6, and of ’51s, which went up $5. 
The price of 50s remained unchanged. 

All other models slid back, as follows: ’49s, down $2; ’54s, down $4; 
53s, down $4; ’48s, down $6, and ’55s, down $9. 

A new low price was established for ’53s. 

Demand strengthened considerably last week, with 69.7 percent of 
the offerings being sold at a group of representative auctions. It was 
the best performance in five weeks. The average consignment last 
week was 167 cars, compared with 156 in the previous week. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


MERCURY—’55 Montclair coupe, $2,515*; 

FLINT 2-dr., $1,780. '54 Monterey 4-dr., $1,430*. 

(Fiint Auto Auction, Inc, Sale every ’53 Monterey coupe, $1,360*; 4-dr., $1,- 
Wednesday. Prices are for sale of July 13.) 160*. ’51 4-dr., $440*, $430*, $355*, 


(The market was very active and deal- $305*. °49 4-dr., $335, $190*, $130. 
ers were buying with prices showing | NASH—’54 Ambassador 4-dr., $1,395* (ps). 
some signs of softening. Sold 112 cars "53 Statesman 4-dr., $810*. '51 Rambler 
out of 146 offerings.) station wagon, $315*; Statesman 4-dr., 


at dr. 570%, $2,505* $275*, $265*, $255*. 50 Ambassador 4- 
Tien. "be Browial can,’ $1625. ‘ea Bape dr., $160*, $145*. "49 (600) 4-dr., $130°. 
2-dr., $905, '51 Special 4-dr., $575, '50| OLDSMOBILE—'55 (98) Holiday, $3,075° 
~~» RM 4-dr., $260; Super 4-dr., $245. (ps); (88) Super Holiday, $2,850*° (ps); 
CADILLAG—'51 (62) club coupe, $1,400%,| 4-dr., $2,465* (ps), $2,455* (ps). ’54 
lee oe (ps). "58 (98) d-dr, $1,665" (pe), $1,- 
—" -dr., $1,- ps). ’ -dr., ; 4 m 
700, $1,685; Tworten (8) © os Ee 435*; conv., $1,605* (ps), $1,450*, ’51 
$1,540. "54 ‘Two-ten 2-dr., $995. '53 Bel| (98) 4-dr., $635%, $610*, $595°, $580. 
Air 4-dr., $985; 2-dr., $880; Two-ten| PACKARD—’53 (200) 4-dr., $1,000°; Pa- 


conv., $895; 4-dr., $820*; One-fifty 4-dr., triclan coupe, $1,350*, °51 (200) 4-dr., 
$300. 52 SL Deluxe 4-dr., $615, $570*; | _ $525°, $355°. 
2-dr., $600, $590, $575, $570; SL Special PLYMOUTH — ’'53 Cranbrook Belvedere, 


es $335. ’ 4-dr., $490, $880; 4-dr., $650, $630. ’52 Cranbrook 
$0708 $350* Ohee8*; 2 a $410, $40; club coupe, $550, $535, $505, $435; 4- 
FL Deluxe 2-dr., $405, $360*; SL'Special| 4r., $475. '51 Cambridge 4-dr., $435; 
4-dr., $385, ’50 SL Deluxe 2-dr., $250*,| Cranbrook 2-dr., $350, $300. '50 Deluxe 
$145: 4-dr., $240, $200*, $160; Bel Air, oa 49 Special Deluxe 4-dr., 
*; FL’ ce 2-dr. . 49 SL y ; 
oem are 9235: FL Deiuxe 2-dr., | PONTIAC—’55 Chieftain (8) 4-dr., $1,- 
$140. '48 Delivery sedan, $115. 775*. ’°54 Star Chief (8) 4-dr., $1,270*. 
‘O—’55 Fire Dome (8) 4-dr., $2,190*| "53 Chieftain (8) 4-dr., $1,200*; Cata- 
roy * lina, $1,125". ’52 Chieftain (8) 4-dr., 
zr 4-dr.%g2,055*.| $770*, $760*, $710*. '51 Silver Strea 
oa aemeur bdr. Rent: Meadowdrook (8) 4-dr., $660*, $585*. °50 Silver Streak 
eS aebtstiEe’ commana 
fae 5 8) 4-dr., $2,000*. | 8 —’ ‘commander coupe, 
wee. Custom on $1, 075*. 3 Cus-| $950"; 2-dr., $700*; Champion 2-dr., 
tom (8) club coupe, $750; Main (6) 4-| $785*. ’51 Commander 4-dr., $285*; 
dr., $520. ’°51 Custom (8) club coupe, Champion fat. $135*. °50 Champion 
$540*, $350; 4-dr., $435; 2-dr., $380,| | 2-dr., $215%, $135*, 
$365*, $305, $300; Deluxe (6) coupe, MISCELLANEOUS — ’'37 Graham 4-dr., 
$225, °50 Deluxe (6) 2-dr. , ah ie ,| $110. 
$185, $150; Custom (6) r. 
4-dr., $160. °49 Custom (8)'2-dr., $145, N. PLAINFIELD, N. J. 


ae iss Jet 4-dr., $470. '51 Commo- (Lebanon Auto Auction, Sale every Wed- 


dore (6) club coupe, $215*. nesday. Prices are for sale of July 13.) 
URY — *51 ear., $425. °49 4-dr., (Market strong on practically all makes 

$195, $190. and years with prices slightly off on ’55s 

ASH — ‘55 Rambler 4-dr., $1,625. ’52| and rough ’54s,. Sold 78 cars out of 105 


N. 
(600) 4-dr., $540. ’51 Rambler conv.,| Offerings.) 
$280. BUICK—’53 Super conv., $1,290*. '52 Su- 
OLDSMOBILE —’55 (98) conv., $3,145* per sedan, $830*, $790*. '51 RM sedan, 
(ps). °54 (98) 4-dr., $2,150* (ps). '51 $610*. ’50 Special sedan, $410. 
(98) 4-dr., $650; (88) Super 4-dr., $510. | CADILLAC—’53 (62) coupe deVille, $2,- 
’50 (98) club coupe, $360; 4-dr., $325*; 100*. ’51 (62) sedan, $1,180*. '48 (62) 
(76) 2-dr., $190; (88) 2-dr., $125. '49 sedan, $420. 


(76) club coupe, $235°. CHEVROLET — ’53 Two-ten sedan, $870, 
ACKARD—’'53 4-dr., $930°. $810. ’'52 SL Deluxe sedan, $670*, $580. 
PLYMOUTH — ’53 Savoy station wagon, ‘51 SL Deluxe sedan, $515; conv., $500. 
$745; Belvedere conv., $710; sedan, $695; *50 SL Deluxe conv., $400. '49 SL ‘Deluxe 


club coupe, $465. '52 Cambridge station sedan, $390, $310. +48 SM sedan, $165, 
wagon, $605; Cranbrook 4-dr., $355, $130. 
$270. °51 Cambridge club coupe, $275.| CHRYSLER — ’52 Windsor sedan, $620*. 


*50 Special Deluxe club coupe, $175; 4- *49 NY sedan, $280. 
dr., $130. DeSOTO—’51 Custom Sport coupe, $610*; 
PONTIAC—'53 Chieftain (8) 2-dr., $1,- sedan, $500. ’50 Custom sedan, $370, 


020, $845. °51 Silver Streak (8) 4-dr., $310. ’49 Custom sedan, $300. 


$450, $355, $345. °50 Silver Streak (8) | DODGE — ’52 Meadowbrook © ee $540. 
2-dr., $275, $240. ’50 Coronet sedan, $425, $200 
STUDEBAKER — °52 Commander 4-dr., | FORD—’53 Custom (8) ‘sedan, $860. °52 


$320; Champion 4-dr., $320. ‘51 Com- Crest (8) Victoria, $840*; sedan, $720, 
mander Land Cruiser, $210; 4-dr., $140, $670. '51 Custom (8) sedan, $520, $480. 


$100*. *50 Custom (8) sedan, $425, $335; Cus- 
WILLYS—’53 Aero Lark (6) 4-dr., $435. tom (6) sedan, $295; Deluxe (6) sedan, 
MISCELLANEOUS—’51 Henry J (4) 2-dr., $200. . 
$235. HUDSON—’52 Wasp sedan, $490. '49 se- 
MERCURY.’53 $ 
‘URY—’53 Monterey Sport coupe, $1,- 
DYER, IND. 300*. ’°51 sedan, $490. ’49 sedan, $310. 
(Dyer Auto Auction. Sale every Friday. | NASH —’52 Statesman sedan, $625. ’'51 
Prices are for sale of July 8.) Rambler station wagon, $400; Ambassa- 
(Sold 219 cars out of 304 offerings.) dor sedan, $430; Statesman sedan, $190. 


BUICK—’55 Century Riviera, $2,650* (ps); | OLDSMOBILE — ’'55 (88) Super Holiday, 
Super Riviera, $2,635* (ps). '54 Super $2,860*; Deluxe Holiday, $2,510*. ’54 
Riviera, $1,950* (ps); Special 2-dr., $1,- (88) Holiday, $1,795*. °52 (98) sedan, 
600*, °53 Super 4-dr., $1,325* (ps). ’52] $940*. '51 (88) sedan, $600*. '50 (88) 
RM 4-dr., $845*; Riviera, $840*. ’51 Su- sedan, $440*, 
per 4-dr., $495*, $490°. '50 Special 4-dr., | PLYMOUTH—’55 Plaza (6) sedan, $1,520. 


$410*, $370*, $355*, $345*. *53 Cambridge station wagon, $1,020; 
CADILLAC—’53 (62) 4-dr., $2,450* (ps); sedan, $680. '52 Cambridge sedan, $470. 
coupe, $1,900* (ps). ’51 (62) 4-dr., $1,- ’51 Cambridge sedan, $450. ’50 Special 
365*. "49 (62) 4-dr., $580*. '46 (62) 2- Deluxe sedan, $350. ’49 Deluxe sedan, 
dr., $325*. $150. °48 Special Deluxe conv., $200. 


CHEVROLET—'55 Bel Air (6) 4-dr., $1,- | PONTIAC—’53 Chieftain (8) Catalina, 2 at 
670. '54 Bel Air 4-dr., $1,240; Two-ten $1,400*. °52 Chieftain (8) sedan, $720*. 
2-dr., $1,080*; One-fifty 2-dr., $830, $695. *51 Silver Streak (8) sedan, $580*. ’50 
53 Two-ten 4-dr. , $890, $635, $580, $575; Silver Streak (8) sedan, $410, $370; Sil- 
Bel Air 2-dr., $985, ’°52 SL Deluxe 4-dr., ver Streak (6) sedan, $275. 
$670, $665°; "SL Special 2-dr., $460. '51| STUDEBAKER — ’54 Champion station 
SL Deluxe 4-dr., $575", $560, $555*, wagon, $1,210. '52 Champion Sport coupe, 

$525, $520, $510*, $300; FL De- $590. °51 Commander Land Cruiser, 
oe $-00 , $175*. °50 SL Deluxe Bel Air,} $415*; sedan, $320, $100; Commander 
$425° (ps); 4-dr., $365*, $310, $285*. °49 sedan, $230. '50 Champion sedan, $120. 
SL Deluxe 4-dr., $240, $180. WILLYS—’53 Aero Lark sedan, $440. 

CHRYSLER —'55 Windsor 4-dr., $2,255. | MISCELLANEOUS—’52 Jaguar coupe, $1,- 
"51 Windsor 4-dr., $550, $530°, $375*; 305. 

Saratoga 4-dr., $450*°. °50 Royal 4-dr., 


th ‘48 Windsor 4-dr., $135; NY 4-dr., FT. WAYNE, IND. 


’55 Fire Dome (8) Sportsman, (Carl Marker’s Auto Auction. Sale every 
$2,345* (ps). 53 Fire Dome (8) 2-dr.,| Tuesday. Prices are for sale of July 12.) 


$1,050* (ps). '52 Custom (6) 4-dr., $640; (Prices firm, Consignment was down 
Fire Dome (8) 4-dr., $575. °49 Custom/ due to dealers on vacation, Sold 84 cars 
conv., $245. out of 106 offerings.) 


DODGE—’53 Coronet 4-dr., $805, $790. '52 | BUICK—’54 Special 4-dr., $1,585. ’53 Spe- 
Meadowbrook 4-dr., $475. °'51 Coronet cial 4-dr., $1,005. 50 Special 4-dr., $285, 
conv., $385. '49 Wayfarer 2-dr., $195; $250, $150. '48 Super 2-dr., $135, $125. 
Coronet 4-dr., $185, $120. CADILLAC—’'52 (62) 4-dr., $1,550%. 51 

FORD — ’55 Fairlane (8) station wagon, (62) 4-dr., $1,190*. ’50 (62) 4-dr., $890*. 
$2,445° (ps); 4-dr., $1,720%; Main (6) *49 (62) 4-dr., $535°*. 
station wagon, $1,690. '54 Custom (8) | CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
4-dr., $1,375*, $775; Custom (6) 4-dr., 850; Delray coupe, $1,755*, $1,385. °54 
$1,100, $1,090. °53 Custom (8) 2-dr., Two-ten station wagon, $1,200; Delivery 
$915, $895, $805; Deluxe (6) 2-dr., $650, sedan, $540; Bel Air 4-dr., $640; %-ton 
$645, $630, $610; %-ton pickup, $720, pickup, $890. '53 %-ton panel, $600, '50 
$580. '52 Main (8) station wagon, $915, SL Deluxe conv., $380; 2-dr., $200. 
$900; Custom (8) 2-dr., $800*, $795. '51 | CHRYSLER—’52 NY 2-dr., $815*. '49 Im- 
Custom (8) 2-dr., $530, $520, $445, $420, perial 2-dr., $295. 
$410, $385, $345. DODGE—’53 Meadowbrook 2-dr., $560. ’50 

HUDSON—’53 Wasp 4-dr., $775*. '52 Hor- Meadowbrook 4-dr., $235, 
net 4-dr., ee Commodore (6) club| FORD—’55 Fairlane (8) Victoria, $2,220*, 
coupe, /$455. °51 Commodore (8) 4-dr., $1,825; 2-dr., $1,875; Fairlane (6) Vic- 

A" $175. | toria, $1, 775: Main (8), station wagon, 

ICOLN — ’55 Cosmopolitan coupe, §$2,- $2, 075; Main (6) 2-dr., $1,645, $1,550, 
880° (ps). 53 Capri 4-dr., $1,635° (ps). $1,390. ’53 Custom (8) 4-dr., $900, "52 


Custom (8) 4-dr., $625. ’°51 Custom (8) 
Victoria, $480, $350. '50 Deluxe (8) 2- 
dr., $350. '47 Deluxe (6) 2-dr., $120. 

HUDSON—’52 Hornet 2-dr., $600. '50 Hor- 
net 2-dr., $200. 

LINCOLN—’55 Capri 4-dr., $2,540* (ps), 
$2,300*. '51 Capri 4-dr., $475*, $420°, 

MERCURY—’'48 conv., $225. 

OLDSMOBILE—’55 (98) Holiday, $2,600*° 
(ps), $2,475. '54 (88) oe’ $1,850°*, 
$1,585*. °52 (88) 2-dr., $ "51 (98) 
Holiday, $525*. °50 (88) » $415; 4- 
dr., $315. '49 (88) car, $ 

PACKARD—’53 Clipper 2- tr, on "52 
Clipper 2-dr., $480; conv., 

PLYMOUTH—’55 Plaza ie rf 595, °54 
Belvedere 2-dr., $1,150. "52 Cranbrook 
2-dr., $500; conv., $385. °50 Special De- 
luxe 2-dr., $330. 

PONTIAC—’55 Chieftain ( 8) 4-dr., $1,720*; 
2-dr., $1,735*. °52 Chieftain (8) 4-dr., 
$540. "50 Silver Streak (8) 4-dr., $570*. 

STUDEBAKER—’53 %-ton pickup, $1,220; 
Commander 2-dr., $570. ’51 Commander 
conv., $425; Champion 4-dr., $190. '50 
Champion 2-dr., $250. 

MISCELLANEOUS—’53 Jaguar 4-dr., $1,- 
625. '51 Henry J 2-dr., $200, 


NEW YORK CITY 


(Skyline Auto Auction. Sales every Tues- 
day and Thursday. Prices are for sales of 
July 7-12.) 

(The sale of July 7th was off slightly 
due to the Fourth of July holiday. How- 
ever, we did have an excellent sale on 
duly 12th. Action has been brisk on all 
clean autos and the market in this area 
has been steady for the past two weeks. 
Sold 167 cars out of 232 offerings.) 


BUICK — ’55 Century 2-dr., $2,610*. °53 
RM Riviera coupe, $1,280*; Super Rivi- 
era coupe, $1,160*, $1,130*. °52 Special 
2-dr., $750, $700. '51 Super 4-dr., $680*. 
"50 Super 4-dr., $470*; conv., $420*; 
Special 4-dr., $250*. °'49 Super 4-dr., 
$235*; RM 4-dr., $190*. 

CADILLAC—’52 (62) conv., $1,800* (ps); 
coupe, $1,750* (ps). ’51 (62) conv., $1,- 
150*; 4-dr., $1,050*. °50 (62) conv., 
$925*; 4-dr., $800*. '49 (61) 2-dr., $585*. 
"46 (61) 4-dr., $135°. 

CHEVROLET—'54 Two-ten 4-dr., $1,140, 
$1,100, $1,020, $1,000, $975; 2-dr., $1,115, 
$1,030, $1,010, $960, $955; One-fifty 4- 
dr., $950, $935, $925, $915, $900, $855; 
2-dr., $920, $905, $900, $825, $800. '53 
Two-ten 4-dr., $850*; 2-dr., $825, $815, 
$805, $800, $790, $785, $765, $750, $740; 
One-fifty 2-dr., $760, $710, $700, $695, 
$690, $680, 2 at $675, $665, $640, $610; 
4-dr., $670. 52 SL Deluxe station wag- 
on, $650; 4-dr., $650. ‘'51 SL Deluxe 
4-dr., $480*; SL Special 2-dr., $470. ’50 
SL Deluxe 4-dr., $400; SL Special 2-dr., 
$210. 49 SL Special 4-dr., $160. 48 SM 
2-dr., $135. '47 SM 2-dr., $100. 

CHRYSLER—’52 Imperial 4-dr., $575, ’51 
Imperial 4-dr., $410*; Windsor conv., 
$400. 


400. 

DeSOTO—’52 Custom coupe, $550*, $460*. 

DODGE — ’52 Meadowbrook 4-dr., $530*. 
’51 Coronet coupe, $380*, °50 Coronet 
4-dr., $325*, $265*; Wayfarer 2-dr., 
$250*. 

FORD — '54 Main (6) 2-dr., $910, $880, 
$675; 4-dr., $555, $550. °53 Crest (8) 
conv., $1,050*%; Custom (8) 2-dr., $750; 
%-ton pickup, $670. ’52 Crest (8) sta- 
tion wagon, $825*; conv., $680; Custom 
(8) station wagon, $765; 2-dr., $665; 
Main (6) 4-dr., $560. ’°50 Custom (8) 
2-dr., $350. 

HUDSON — '51 Pacemaker 4-dr., $335, 
$300*. ’50 Pacemaker 4-dr., $155. 

KAISER—’51 Traveier 4-dr., $280*; Man- 
hattan 4-dr., $150; 2-dr., $210*, $135. 

LINCOLN — ’52 Cosmopolitan Hard Top, 
$1,210*. 

MERCURY — ’'55 Custom sedan, $2,030*. 
’53 Custom station wagon, $1, 425°; Mon- 
terey 4-dr., $1,035*. ’°52 4-dr., $600, $575. 
’51 2-dr., "$735°. ’50 2-dr., $405; 4-dr., 
$125. '49 conv., $275; 2-dr., $170. 

NASH — ’55 Rambler sedan, $1,375. ’52 
a conv., $555. ’°51 Rambler 2-dr., 
$12: 


OLDSMOBILE—’54 (98) Holiday, $2,380* 
(ps). ’51 (98) 4-dr., $545*. "50 (98) 4- 
dr., $385*%; (88) 4-dr., $360*; 2-dr., 
$275*. ’49 (98) conv., $325*; (88) 4-dr., 
$135°*. 

PACKARD — '52 4-dr., $590*. °50 4-dr., 
$265*. °48 4-dr., $150. . 
PLYMOUTH—’55 Belvedere (8) Hard Top, 
$2,280* (ps). '54 Belvedere 4-dr., $1,230*, 
$1,030*, $960*; Plaza station wagon, $1,- 
125; Savoy 4-dr., $1,035*. '53 Cranbrook 
4-dr., $820; Cambridge 2-dr., $610. ’51 
Cranbrook 2-dr., $340; Cambridge 4-dr., 

$305. 

PONTIAC—’54 Chieftain (8) station wag- 
on, $1,615*, $1,475*. ’53 Chieftain (8) 
4-dr., $675. '52 Star Chief (8) 2-dr., 
$740*. '51 Silver Streak (8) Catalina, 
$755*. ’50 Silver Streak (6) 2-dr., $335. 
*49 Silver Streak (6) 4-dr., $205. 

STUDEBAKER — ’52 Commander Land 
Cruiser, $250. 

MISCELLANEOUS — '52 Henry J 2-dr., 
$275. ’51 Henry J 2-dr., $160, $150. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of July 13.) 

(Market back to normal after holiday. 

Sold 86 cars out of 134 offerings.) 

BUICK—’52 Super 2-dr., $700*. ’51 Super 
4-dr., $545*. ’50 Special 4-dr., $375. ’49 
Super 2-dr., $160. 

CADILLAC—’53 (62) coupe deVille, $2,- 
415* (ps). 

CHEVROLET—’54 Two-ten 2-dr., $1,070. 
’53 Two-ten 2-dr., $865, $850. "52 SL De- 
luxe Bel Air, $620; 2-dr., $575. ’51 SL 
Deluxe 4-dr., $500, $475. ’50 SL Deluxe 
2-dr., $455, $450. °49 SL Deluxe club 
coupe, $295; 4-dr., $265. °48 SM 2-dr., 
$235, $195. ’40 bus, $150. 

DeSOTO—'51 Deluxe club coupe, $470. 

FORD — '54 Custom (8) 4-dr., $1,230*; 
2-dr., $1,190, $1,050; Main (8) 2-dr., 
$950. '53 Custom (8) 2-dr., $1,015, $1,- 
005, $850; 4-dr., $915, $895; Custom (6) 
conv., $1,055; Main (8) 4-dr., $830. ’52 
Custom (8) 4-dr., $745, $735; Main (8) 
2-dr., $660; 4-dr., $670; Custom (6) 2- 
dr., $775, $595; station wagon, $1,055. 
‘51 Custom (8) Victoria, $645, $640; 
4-dr., $510, $470; Deluxe (8) 2-dr., $450; 
Deluxe (6) 2-dr., $490, $380; station 
wagon, $475. '50 Custom (6) 2-dr., $470, 
$320; 4-dr., $465, $360; Custom (8) 2-dr., 
$425, $410, $390; Deluxe (8) 2-dr., $315. 
'49 Custom (8) 4-dr., $330; Deluxe (8) 
oo coupe, $145. °48 Delivery sedan, 
150. 


HUDSON—’ 54 Jet 4-dr., $800. 

LINCOLN—’49 4-dr., $110. 

MERCURY—'49 station wagon, $170. °46 
4-dr., $165. 

NASH—’50 Statesman 2-dr., $165. 

OLDSMOBILE—’50 (88) 2-dr., $665*%; 4- 
dr., $580*, 
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Average Used-Car Prices 


(Compiled by Automotive News) 


July, 1955 June, May, 
To Date 1955 1955 
$2,167 $2,147 

1,372 

1,001 

676 

488 

354 

245 

179 


$ 810 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 





KARD—’51 4-dr., $430. (88) 4-dr., $1,815*, $1,610°. °53 (88) 4- 
PLYMOUTH — '53 Cranbrook club coupe, dr., $1,375*, ’52 (88) 4-dr., $1,025*, 751 
$705. °51 Cranbrook 4-dr., $535. ’50 De- (88) 4-dr., $410*. '49 (88) station wag- 
luxe 4-dr., $465; 2-dr., $355. '41 Special on, $460*; (76) 2-dr., $240. 
4-dr., $210. tea 4-dr., $730*, $725. 
PONTIAC—’53 Chieftain (8) 2-dr., $980. *51 4-dr., Re 
"51 Silver Streak (8) Catalina, $680*. | PLYMOUTH—’55 Plaza (6) 4-dr., $1,520. 
‘50 Silver Streak (8) 4-dr., $355, °49 ’54 Belvedere conv., $1,255*; Plaza 4-dr., 
Silver Streak (6) 2-dr., $235. '47 Tor- $1,250. ’53 Cranbrook Belvedere, $1,065; 
pedo (8) 2-dr., $210; 4-dr., $150, '46 4-dr., $740. '52 Cranbrook 2-dr., $530. 
Torpedo (8) 2-dr., $150. = oa” $450. °50 Special 
s AKER — '50 Commander conv., eluxe 4-dr 
m0. PONTIAC — ’54 Star —. i am. 
LLANEOUS — ’51 Hen J Vaga- $1,800; Chieftain (8) 4-dr., 53 
aed $265, 7256, - Chieftain (8) conv., $1,350; Catalina, 
: 3 $1,190*. '51 Silver Streak (6) S-dr., $840. 
’50 Silver Streak (8) Catalina, 5°. 
GRAND RAP IDS, MICH. ’49 Silver Streak (8) club — _ 
(Grand Rapids Auction, Inc. Sale every | STUDEBAKER—’55 Champion Har ‘op, 
Tuesday. Prices are for sale of July 12.) $1,610. ’°52 Champion Hard Top, $600*. 
(Market very solid on intermediate ’51 Commander conv., $375*; Champion 
models with ’54s and ’55s definitely slip- 4-dr., $300. °48 Champion club coupe, 


by week. Sold 88 cars out of $120. 
Tis eaerings > WILLYS—’53 station wagon, $650. 
BUICK—’54 Special 2-dr., $1,600. '53 Su- 
per 4-dr., $1,225*; Special 4-dr., $1,225, CHICAGO 
$1,215*, $1,200°. °63 Super conv ce (Greater Chicago Auto Auction. Sale 
aouse aL baer’ ‘shee ae gees’; every Thursday. Prices are for sale of 
4-dr., $615*. 50 Super 4-dr., $315*; Spe- | J¥Y 7-) 
cial 4-dr., $250*, $250. ’48 Special 2-dr., (Prices very strong. A very good per- 
$105. centage, 191 cars out of 251 offerings, 


CADILLAC—’54 (60) 4-dr., $3,600* (ps). | sold.) 

CHEVROLET—’54 Two-ten 2-dr., $1,185, | BUICK—’53 Super 4-dr., $1,300*; Special 
$1,135. ’53 Bel Air 4-dr., $915; Two-ten 2-dr., $1,160* (ps), $960; RM _ conv., 
4-dr., $805, '52 SL Deluxe club coupe, $1,040*. °'52 Super 2-dr., $770; Special 
$495*. ’51 SL Deluxe 2-dr., $515*; 4-dr.,| 4-dr., $730, $575*. '51 RM 2-dr., $655°; 
$495*, $465, $355*; Business coupe, $230. Super 2-dr., $560*; 4-dr., $545*. 

*50 SL Deluxe 4-dr., $450, $295*; FL De- | CADILLAC—’55 (62) conv., $4,585* (ps); 
luxe 2-dr., $305; 4-dr., $265. '49 SL De- coupe, $4,280* (ps); 4-dr., $4,185* (ps), 
luxe 2-dr., $230, $225, $175; 4-dr., $225. $4,125* (ps). °54 (62) conv., $3,800* 


*40 2-dr., $265. (ps). *53 (62) coupe, $2,250*. ’52 (62) 
CHRYSLER—’52 club coupe, $580*. 4-dr., $1,800*. 
DODGE—’51 Coronet 4-dr., $400*. CHEVROLET—’54 Two-ten station wagon, 


FORD—’55 Custom (8) 2-dr., $1,650, $1,- $1,395; Delray coupe, $1,150*; One-fifty 
610. '53 Custom (8) 4-dr., $925, $860; station wagon, $1,260, $1,200. 53 Bel Air 
Custom (6) Business coupe, $655. '51| 4-dr., $970; Two-ten 2-dr., $825, $815. 
Custom (8) 2-dr., $475; Custom (6) club/ ’52 SL Deluxe conv., $825*; 2-dr., $615, 
coupe, $395, $275. '50 Custom (6) 2-dr., $545; 4-dr., $545*, $480*. '51 SL Deluxe 
$265, $260, $245. '38 (8) 2-dr., $200. 4-dr., $500*%, $460*; 2-dr., $570, $560*, 

MERCURY—’54 Custom 2-dr., $1,300. ’51 $535, $495, $350. '50 SL Deluxe Sport 
4-dr., $585. ’50 club coupe, $415; sedan,| coupe, $490; 2-dr., $275*, $225. 
$345. CHRYSLER—’54 Windsor 4-dr., $1,520*. 

NASH—’52 Rambler club coupe, $445. ’53 Windsor 4-dr., $1,095*%; NY 4-dr., 

OLDSMOBILE — ’55 (98) conv., $3,000* $1,045* (ps). °51 Windsor Newport, 
(ps). ’53 (98) 4-dr., $1,500*; (88) Super $565*; NY 4-dr., $475. °49 Windsor 4- 
2-dr., $1,400%. ’51 (88) Super 4-dr., dr., $235*, $215. 
$555*. '50 (88) 4-dr., 2 at $400*, $390*. | DeSOTO—’53 Fire Dome (8) 4-dr., $950*. 

PACKARD—’51 4-dr., $380*. ’52 Fire Dome (8) 4-dr., $700*. '51 Cus- 

PLYMOUTH—’54 Cambridge 4-dr., $1,010. tom 4-dr., $475, $325*. °49 Custom 4-dr., 
‘52 Cranbrook club coupe, $625, $550; $215. 
sedan, $395. ’51 Cambridge 4-dr., $390. | DODGE—’55 Royal (8) 4-dr., $1,815*. '53 
*50 Special Deluxe 2-dr., $245; club/ Coronet 4-dr., $580. ’51 Coronet 2-dr., 
coupe, $230. $450*; 4-dr., $265*; Meadowbrook 4-dr., 

PONTIAC—’54 Chieftain (8) 4-dr., $1,205. $375*. ’50 Coronet 4-dr., $355. 

’53 Chieftain (8) 4-dr., $1,100*, $1,095*, | FORD—’55 Fairlane (8) Victoria, $2,060*; 
$1,050*, $885. '52 Chieftain (8) 4-dr., 4-dr., $1,965; Main (6) station wagon, 
$710*. ’51 Silver Streak (8) 4-dr., $655*; $1,965. ’54 ‘Crest (8) conv., $1,590*; 
club coupe, $625*; 2-dr., $400. '50 Silver Main (8) station wagon, $1,350. ’53 Crest 
Streak (8) Catalina, $560°; Silver Streak (8) station wagon, $1,250; 4-dr., $875*; 
(6) 4-dr., $215. 49 Silver Streak (8) Custom (8) 2-dr., $805; Main (6) 2-dr., 


4-dr., $350. $535, $390. "52 Custom (8) conv., $750*; 
STUDEBAKER—’53 Commander 2-dr. +» $1,- Main (8) 2-dr., $470. 
050. HUDSON—’54 Hornet 4-dr., $1,240*, $1,- 
230*. °51 Commodore % — or 
Pacemaker 4-dr., $225. ’ 4-dr., 15. 
MANHEIM, PA. KAISER—’52 4-dr., $625, $345*. 


(Manheim Auto Sales & Auction, Inc. | LINCOLN—’52 Cosmopolitan 2-dr., $1,110*. 
Sale every Friday. Prices are for sale of "50 2-dr., $400*. °49 Cosmopolitan 4-dr., 
July 8.) $200. 

(Market good, Sold 211 cars out of | MERCURY —’53 Custom 2-dr., $1,300*; 
278 offerings.) Monterey 2-dr., $1,215*. °52 Custom 4- 
BUICK —'55 RM Riviera, $2,810* (ps);| dr., $655*. '51 4-dr., $555, $510, $315*; 

Century Riviera, $2,460*. '54 RM Sky- conv., $445; 2-dr., $435, $230. ’49 conv., 

lark, $2,370* (ps); 4-dr., $1,800* (ps); 25 


Super Riviera coupe, $1,700. '53 Special] NASH — ’52 Statesman 2-dr., $490. ’51 
Riviera coupe, $1,410. °52 Special 4-dr., Rambler club coupe, $290. ‘50 4-dr., 
$950*. ’51 RM 4-dr., $620*. ’°49 Super] $200. 

4-dr., $300*. OLDSMOBILE—’55 (98) Holiday, $3,140* 


CADILLAC—'55 (62) conv., $5,550* (ps); (ps). ’54 (98) 4-dr., $2,395* (ps). '52 
4-dr., $4,000* (ps); (60) 4-dr., $4,280* (98) 4-dr., $1,065*; (88) 4-dr., $945*. 
(ps). °54 (62) coupe, $3,770* (ps). '53 ‘51 (98) 4-dr., $665*, $625°; (88) 2-dr., 
(62) coupe deVille, $2,470* (ps). '52 (62) $605*. ’50 (76) 4-dr., $475*; (88) 4-dr., 
4-dr., $1,750* (ps). $375*. 

CHEVROLET—’54 Corvette conv., $1,690*; | PLYMOUTH—’54 Savoy 2-dr., $900. °53 
Bel Ajr 4-dr., $1,335. ’53 Two-ten station Cranbrook 4-dr., $810. °52 Cranbrook 
wagon, $1,185; 4-dr., $810. ’52 SL De- 2-dr., $585, $475. ’51 Cranbrook Belve- 
luxe 4-dr., $785*, $530; club coupe, dere, $395, $340; 4-dr., $355, $325. °50 
$650*; SL Special 2-dr., $610. °51 SL Deluxe 4-dr., $225. 

Deluxe 2-dr., $600*, $500; SL Special | PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
2-dr., $490. ’50 SL Deluxe Bel Air, $575. 955* (ps); conv., $1,870*; Chieftain (6) 
’49 SL Deluxe 4-dr., $270. 4-dr., $1,115. ’53 Chieftain (8) Catalina, 

CHRYSLER—’54 Imperial 4-dr., $2,000*; $1,320*; 4-dr., $890. °52 Chieftain (8) 
NY 4-dr., $1,520*%, $1,380*; Windsor 2- station wagon, $1,000*; Catalina, $875*. 
dr., $1,460*. '53 NY 4-dr., $1, 350*; Wind- | STUDEBAKER — '53 Commander coupe, 
sor 4-dr., $1,290*. 50° Windsor club $1,000*. °51 Commander 4-dr., $215. 
coupe, $480*, "47 NY 4-dr., $185. 


DeSOTO—’53 station wagon, $1,330*, ’52 NV 

Custom Sportsman, $965*; 4-dr., $640, DE ER 

$625. °51 Custom Sportsman, $575*. (Denver Auto Auction. Sale every Friday. 
DODGE—’55 Custom Royal 4-dr., $2,260*. | Prices are for sale of July 8.) 

SaHt rent conv, , $950"; Diplomat, | (Market steady. Strong demand for 


$900*; 2-dr., ~~: ’52 Coronet Diplo- 
mat, $750*. ’4 ayfarer sedan, $215. 287 offerings.) 

FORD—’55 Thunderbird, $2,850*; Fairlane } os" a J 
(8) Crown Victoria, $2,245*; conv., $1,- rr aoe —, oun 500° tae): = 
B00". 54 Main (8) station wagon, $1,-| 4-dr., $2,675° (ps): Special 4-dr., 2 at 
Oe ar 9980; Custom (8) 4-dr..| $2.525*, $2,150°; Riviera coupe, §2,525°. 
$1,390. ’53 Crest (8) Victoria, $1,285; 54 RM 4-dr., $1,665* (ps); Special 4- 
conv., $975; Custom (8) station wagon, dr., $1,430 53 Special 2-dr. ° $1,035, °52 
$1,175; 4-dr., $910°. "52 Custom (6) 4-| Riz station wagon, $1,080", 

“sy » $1, . 

, ., a 2) 4-dr., $4,600* (ps), 
HUDSON—'53 Hornet 4-dr., $825. Cae teat te ae ee 
KAISER—’53 Manhattan 4-dr., $850. ’52 (ps); coupe, $4,120* (ps). °53 (62) 

Manhattan 4-dr., $500*, °49 Deluxe 4- conv., $2,460* (ps); 4-dr., $2,300* (ps). 
dr., $220. ’52 (62) conv., $2,200* (ps). 

LINCOLN—’53 Cosmopolitan 4-dr., $1,475. | CHEVROLET—'55 Bel Air station wagon, 

MERCURY—’55 Monterey Hard Top, §$2,- $2,550*; coupe, $2,125; 4-dr., $1,850; %- 
700, $2,200; Montclair sedan, $2,530*.| ton pickup, $1,450. '54 Bel Air conv., 
*54 Custom 4-dr., $1,475*, ’53 Monterey! 11510; Sport coupe, $1,375*; Two-ten 
Hard Top, $1,375°*. '52 Custom 4-dr.,/ -ar., $1,050, $1,015; 4-dr., $1,040; %-ton 
$890. ’51 2-dr., $540°. : pickup, $905, $870. '53 Two-ten 4-dr., 

NASH — '53 Rambler 2-dr., $780; conv., $880; %-ton pickup, $730, $710, °51 
$715, $680*. '50 (600) 4-dr., $300; Cus- SL Deluxe 2-dr., $525 
tom 4-dr., $230; 2-dr., $160*. 

OLDSMOBILE—’55 (98) 4-dr., $2,800°. '54 (Continued on Page 39, Col, 1) 


good, clean autes, Sold 131 cars out of 
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Used-Car Auction Prices 





(Continued from Page 38) 


CHRYSLER—’53 Windsor 2-dr., 
’51 Windsor Newport, $570*. 

DeSOTO—’51 4-dr., $245. 

FOR? — '55 Thunderbird, $3,100* (ps); 
Custom (8) station wagon, $2,500*, $2,- 
400, $2,205; 4-dr., $2,000, $1,915; Fair- 
lane (8) Victoria, $2,175*, $2,140*; Main 
(8) station wagon, $2,250, $2,210; %-ton 


$1,075*. 


pickup, $1,200. ’53 Custom (8) station 
wagon, $1,310. ’°52 Custom (8) station 
wagon, $1,125; 2-dr., $590, $525, °51 


Custom (8) conv., $590. 

LINCOLN—’54 Capri 4-dr., $2,325* (ps), 
$2,100* (ps), $2,060*. ’53 Capri coupe, 
$1,860° (ps). 

MERCURY —’55 Montclair 4-dr., $2,785* 
(ps); coupe, $2,645*, $2,615* (ps), $2,- 
440*; Monterey coupe, $2,550*, $2,495*; 
4-dr., $2,415*. '54 Monterey coupe, $1,- 
700*. °53 Monterey coupe, $1,440; conv., 
$1,410, $1,395. 

NASH—’49 Ambassador 4-dr., $175. 

OLDSMOBILE — ’55 (88) Super Holiday, 


$2,800* (ps); Deluxe Holiday, $2,685*. 
'54 (88) Super conv., $2,300* (ps). '53 
(98) Holiday, $1,815* (ps), $1,205°; 


AUTO TURNTABLES 
Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. Write for free literature. 


Also 
avail 
able 


POSTS 
and 
VELVET 
ROPE 
RAILINGS 
Write 
for 
prices. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 





FIRST TIME EVER 
OFFERED! 


150 
COLORFUL! 7 
PENNANTS " F ¥ 


(Size 9” x 14”-Sewn on 10 25-Ft. Strings) 


*Sturdily constructed of weather- 
resistant polyethylene plastic in 95 
assorted solid colors. Makes an a 
eye-catching display at an un- 

believably low price. Send check SET OF 
with order. Immediate delivery ‘sTemes. 
— Satisfaction guaranteed. COMPLETE 
NATIONAL FLAG & DISPLAY COMPANY 
43 W. 21st ST., NEW YORK 10 = OR 5-5230 





ST. BUILD SERVICE PROFITS 
* with personalized 


STEMAC 


DETAILS ON REQUEST 


1281 $O. CHEROKEE 
DENVER, COLORADO 


USE THE WANT AD 
DEPARTMENT OF 


Automotiue 
News 


TO BUY OR SELL 


conv., $1,565* (ps). ’51 (88) Super Holi- 
day, $970*, $905*; (88) 4-dr., $745*. 

PACKARD — '52 4-dr., $495*. ‘50 4-dr., 
$205*. 

PLYMOUTH—’55 Belvedere (8) conv., $2,- 
050*, ’°53 Cambridge station wagon, $1,- 
050, $970; Cranbrook 4-dr., $775. ‘51 
Cranbrook Belvedere, $505, $445; Cam- 
bridge 4-dr., $260. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
425*. '54 Chieftain (8) 4-dr., $1,270. ’53 
Chieftain (8) 4-dr., $1,170; 2-dr., $1,050, 
$755. °52 Chieftain (8) conv., $695*. ’51 
Silver Streak (8) 2-dr., $635*%; 4-dr., 
490 


STUDEBAKER — ‘51 Commander conv., 
$435; Land Cruiser, $425. 

WILLYS—’55 (6) station wagon, $2,125. 
’49 jeepster, $310; station wagon, $225. 

MISCELLANEOUS — ’°53 %-ton pickup, 
$760*. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of July 8.) 

(Sold 158 cars out of 195 offerings.) 
BUICK—’ 54 Special 4-dr., $1,600. ’°53 Spe- 

cial 2-dr., $775. ’50 Special 2-dr., $315*. 
CADILLAC—’55 (62) coupe, $4,150* (ps). 


"54 (62) conv., $3,925* (ps). °53 (62) 
coupe, $2,550* (ps). °52 (60) Special 
4-dr., $1,700%; (62) 4-dr., $1,625*. ‘50 
(62) 4-dr., $1,175*. ’°48 (60) Special 4- 
dr., $225. 

CHEVROLET — ’55 Bel Air (8) Sport 


coupe, $2,095; Two-ten (8) 2-dr., $1,800*, 
$1,675, $1,575, $1,280. ’°54 Bel Air 2-dr., 
2 at $1,250; %-ton pickup, $785. '53 Bel 
Air Sport coupe, $1,080*; Two-ten Sport 
coupe, $1,000*; 2-dr., $850; 4-dr., $810; 
One-fifty 2-dr., $675, $650. ’52 SL Deluxe 


Bel Air, $850*; SL Special 2-dr., $565. 
’51 SL Deluxe 4-dr., $500; FL Deluxe 
2-dr., $300*. 


CHRYSLER—’53 Windsor 4-dr., $1,000*. 
’49 Windsor 4-dr., $270. '48 Windsor 4- 
dr., $200*. ’47 Windsor 4-dr., $110*, ’46 
club coupe, $165. 

DeSOTO—’47 club coupe, $190. 

DODGE—’54 Coronet (8) 4-dr., $1,130. '51 
Wayfarer 2-dr., $350. ’°49 Coronet 4-dr., 
$180. '48 Custom club coupe, $200. °46 
Custom 4-dr., $100. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2,325; Victoria, $2,150*, $2,000*; 4-dr., 
$2,145* (ps), $1,940*, $1,925; 2-dr., $1,- 
865*, $1,805*; Custom (8) 4-dr., $1,775, 
$1,700; 2-dr., $1,750, $1,600. °54 Main 
(8) station wagon, $1,460, $1,415, $1,375; 
Custom (8) 2-dr., $1,175*, $1,125. °53 
Crest (8) conv., $1,150*; Victoria, $1,- 
090*; Main (8) 2-dr., $725; Custom (6) 
4-dr., $550. 52 Crest (8) Victoria, $950. 
’51 Custom (8) 4-dr., $500; 2-dr., $305. 
’50 Custom (8) 2-dr., $375. ’49 Custom 
(8) 2-dr., $380; Custom (6) 2-dr., 2 at 
$150. '47 Deluxe (8) club coupe, $255. 

HUDSON — '51 Commodore (8) 4-dr., 
$300*; (6) 4-dr., $165. 

LINCOLN—’53 Capri coupe, $1,500* (ps). 
’51 Cosmopolitan 4-dr., $350*, $250*. ’50 
4-dr., $230*. °49 2-dr., $225. 

MERCURY—’55 Montclair 4-dr., $2,740* 
(ps); Custom 4-dr., $1,975. °54 Monterey 
4-dr., $1,500* (ps). ’52 Custom 2-dr., 
$740. 

NASH—’50 2-dr., $175. 

OLDSMOBILE—’55 (88) Super conv., $2,- 
850; Holiday, $2,850* (ps), $2,675* 4- 
dr., $2,750* (ps), $2,740* (ps), 
(ps). '54 (98) conv., $2,250*. 
4-dr., $1,375* (ps); (88) 4-dr., 
*51 (88) club coupe, $500*, '50 (88) 
4-dr., $325. 

PACKARD—’49 4-dr., $200. '48 4-dr., $175. 

PLYMOUTH—’55 Plaza (6) 4-dr., $1,585. 
’54 Plaza 4-dr., $890. °53 Cambridge 
2-dr., $690; Cranbrook 4-dr., $525. ’51 
Cambridge 2-dr., $215. °49 Deluxe sta- 
tion wagon, $400, $380. ’48 Deluxe club 
coupe, $190. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
350* (ps), $2,250*. °’54 Chieftain (8) 
Catalina, $1,475*; 2-dr., $1,400. ’49 Sil- 
ver Streak (8) 4-dr., $245*. 

STUDEBAKER—’54 Champion coupe, $1,- 
125. ’°50 Commander Land Cruiser, $275; 
Champion 4-dr., $200. 

MISCELLANEOUS — 
flower, $700. 


53 Triumph May- 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of July 12.) 

(Sold 278 cars out of 429 offerings.) 

BUICK—’55 Super Riviera 2-dr., $2,495* 
(ps); 4-dr., $2,575* (ps). ’54 RM conv., 
$2,145* (ps); Super conv., $1,945*; 2-dr., 
$1,925*; Century Riviera 2-dr., $1,905*; 
Special 2-dr., $1,550*; 4-dr., $1,400. °53 
Super Riviera 2-dr., $1,390*%, $1,355*, 
$1,280*. 

CADILLAC—’54 (62) coupe deVille, $3,595* 
(ps); 4-dr., $3,310* (ps). ’53 (62) conv., 
$2,500* (ps), $2,435* (ps); coupe deVille, 
$2,350* (ps); 4-dr., $2,245* (ps); (60) 
Special 4-dr., $2,255* (ps), $1,980* (ps). 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,070*, $1,925*; 4-dr., $1,750*, $1,715°; 
Two-ten (6) 4-dr., $1,600*; One-fifty (6) 
4-dr., $1,380. ’°54 Bel Air 4-dr., $1,300*; 
Two-ten 2-dr., $1,000. °53 Bel Air Sport 
coupe, $1,335*, $1,150*; 4-dr., $1,070* 
(ps); conv., $1,015; Two-ten 4-dr., $870, 
$845; One-fifty station wagon, $830; 2- 
dr., $650, $555. °52 FL Deluxe 2-dr., 
$570*. 

CHRYSLER—’53 NY 4-dr., $1,300* 
$1,150*; Windsor 4-dr., $1,100* (ps), 
$1,035* (ps). °52 Windsor 4-dr., $680. 
*51 Windsor Newport, $695°*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,045* 
(ps). ’52 Custom conv., $795*; 4-dr., 
$550*; Fire Dome (8) 4-dr., $650* (ps), 
$550*. '51 Custom 4-dr., $390*, $365. 

DODGE — ’55 Royal (8) Lancer, $2,395* 
(ps). '53 Coronet 2-dr., $730*. 

FORD—'55 Thunderbird, $2,930*; Fairlane 
(8) Victoria, $2,100*; 4-dr., $1,920*. °54 
Custom (8) conv., $1,680* (ps); 4-dr., 
$1,335*; 2-dr., $1,280; Main (8) station 
wagon, $1,445*; 2-dr., $1,015. ’53 Cus- 
tom (8) conv., $1,215*; Crest (8) Vic- 
woe $1,070; Main (8) station wagon, 

HUDSON—’53 Hornet Hollywood, $1,075*. 
"52 Hornet 4-dr., $425*. ’51 Hornet 2-dr., 
$395°. 

KAISER—’51 4-dr., $275. 

MERCURY—’55 Montclair coupe, $2,525*; 
2-dr., $1,890. '54 Monterey coupe, $1,960* 
(ps), $1,905* (ps), $1,835*, $1,780*. ’53 
Monterey 4-dr., $1,390*; coupe, $1,390*. 
"52 2-dr., $775, $745; 4-dr., $645°*, 


(ps), 





NASH—’54 Statesman club coupe, $1,520*; 
Rambler station wagon, $1,300. '53 
Statesman 4-dr., $995*. '52 Ambassador 
4-dr., $945*; Statesman 4-dr., $605. °51 
Statesman 4-dr., $295*, $230. 


OLDSMOBILE—’55 (98) Holiday, 
(ps), $3,105* (ps), $2,640* (ps), $2,185° 
(ps); (88) Holiday, $2,650*, $2,620° 
(ps). °54 (98) conv., $2,480* (ps); Holi- 
day, $2,285* (ps), $2,275* (ps), $2,160* 
(ps); 4-dr.,.$1,855. 

PACKARD — '52 (200) 4-dr., 
(200) 2-dr., $360; 4-dr., $300 

PLYMOUTH—’54 Savoy 4-dr., $1,055, $1,- 
045, $1,025, 2 at $1,015, 2 at $1,010, 
$1,000; 2-dr., $970. '53 Cambridge sta- 
tion wagon, $1,045. '52 Cranbrook 2-dr., 
$510; 4-dr., $505, $455. '51 Cranbrook 
conv., $505. 


PONTIAC—’55 Chieftain (8) 2-dr., $1,890. 
’54 Star Chief (8) 4-dr., $1,685*, $1,- 
570* (ps); Catalina, $1,530*; Chieftain 
(8) 4-dr., 2 at $1,400*%, 2 at $1,300*, 
$1,200; 2-dr., $1,300. '53 Chieftain (8) 
Catalina, $1,500* (ps), $1,350* (ps), $1,- 
265*. 


$3,175* 


$645*, °51 
* 


STUDEBAKER — ‘’52 Commander 4-dr., 
$445°*. 

WILLYS—’53 Hard Top, $650*. '48 jeep- 
ster, $310. 


MISCELLANEOUS—’53 Jaguar conv., $1,- 
680. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday, Prices are for sale of July 13.) 


(We had a good consignment of clean 
autos for the hottest sale of the year. 
Bidding was very brisk and due to a 
shortage of clean cars in Northern Cal- 
ifornia they sold high. Sold 80 percent 
of consignments.) 


BUICK—’54 Super Riviera, $2,035*. °'53 
Super Riviera, $1,350*. ’51 Special 4-dr., 
$590. '50 Super Riviera, $525*; Special 
2-dr., $300*. '48 Super conv., $120. '47 
Super 4-dr., $140. 

CHEVROLET — '53 Two-ten 2-dr., $835, 
$795. °51 SL Deluxe conv., $635*; 2-dr., 
$600. 50 FL Deluxe 2-dr., $505, $415. '49 
FL Deluxe 2-dr., $305; 4-dr., $295. 


CHRYSLER—’50 Windsor 4-dr., $505*. 


DODGE—’54 Coronet 2-dr., $1,250*. °53 
Wayfarer 2-dr., $770. °51 Meadowbrook 
4-dr., $540*. 

FORD—’54 Custom (6) 4-dr., $1,165; 2- 
dr., $1,150. ’°53 Main (8) station wagon, 
$1,340; Crest (8) Victoria, $1,295*, 
$900*; 4-dr., $1,095*, $945*; 2-dr., $1,- 
020, $910*. ’52 Main (8) station wagon, 
$1,035*, $960; Main (6) 2-dr., $650; %- 
ton pickup, $640; %-ton pickup, $635. 
’51 Custom (8) station wagon, $695*; 
%-ton pickup, $640. '49 Custom (8) club 
coupe, $280*. 


HUDSON—’50 2-dr., $175. 


KAISER—’51 4-dr., $225. 

MEROURY—’54 Monterey Hard Top, $1,- 
965*, $1,790*. °52 Monterey Hard Top, 
$1,090*. °50 4-dr., $465*, $405*. 

NASH—’51 4-dr., $455*, $135*. 

OLDSMOBILE — '53 (98) 4-dr., $1,455*, 
$1,430*. '52 (98) 4-dr., $1,110*. '50 (88) 





2-dr., $695*. °47 club coupe, $125*; 4- 
dr., $110*. 
PLYMOUTH—'49 Deluxe 4-dr., $305. 


PONTIAC—’53 Chieftain (8) station wag- 
on, $1,425*. 51 Silver Streak (8) 4-dr., 
$550*. '50 Silver Streak (8) 4-dr., $375. 


"47 2-dr., $125. 
$1,575*. °53 2-dr., 


WILLYS — '55 4-dr., 
$585°. 

STUDEBAKER —’51 Champion 2-dr., 

$385*, $210*. 


+ * * 
— Auctions in Brief — 
DETROIT 
Wes Coon Auto Auction. Sale every 
Thursday (July 14). Buying brisk—Clean 
cars bringing good prices. Sold 64 out 
of 90. 
* * * 
FARGO, N. D. 


Tri-State Auction Co. Sale every Thurs- 
day (July 14). Consignment of cars down 
but we had a heavy consignment of trucks. 
Truck market still steady. Sold 48 units 
out of 83 offerings. 

* * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (July 14). Prices firm and de- 
mand excellent! Retail reported good. Sold 
97 cars out of 121. 
+ - * 


OMAHA 
Richard Abel Auto Auction. Sale every 
Thursday (July 14). Buying power above 
average with more cars needed. ’55s down. 
* * ” 


ALBANY 
Tim Anspach Auto Auction. Sale every 
Monday (July 11). Prices today showed 
about the same as last week except new 
cars and ‘54s were a little more difficult 
to sell as buyers were only spot buying 
certain modelz to fill orders. Sold 148 cars 
out of 180. 
* * + 


BOUND BROOK, N. J. 
Plainfield Auto Auction. Sale every Fri- 


day (July 8). Sale was red hot with better 
than 80 percent of offerings sold. 
* . * ‘ 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (July 14). We had a very good sale 
this week. There was a good variety of 
new and used cars with extra clean autos 
bringing top prices. 

. * * 
MONTPELIER, O. 


Montpelier Auto Auction Co. Sale every 
Monday (July 11). Prices going down; bid- 
ding good. Sold 59 cars out of 111 entered. 

* * * 


MINNEAPOLIS 
Minneapolis Auto Auction. Sale every 
Wednesday (July 13). Market strong on 
‘51s through '53s. ’54s and '55s off slightly. 
Sold 69 cars out of 127 offerings. 


Johnson Named in Ohio 


EATON, O. — Aja Johnson has 
ween elected president of the Preble 
County New Car Dealers Assn. to 
succeed Dick Holtzmuller, both of 
Eaton. John Shipley, of West Alex- 
andria, is the new vice-president 
and Bill Matt, of Camden, secre- 
tary-treasurer. 
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$10,000 incomes - 33% 


of the people (15 years or older) in households with 
$10,000-and-up incomes, in New York City & suburbs 


are News readers- 


and the high preference of high incomes for The 
News is one startling item in the most comprehensive 
market-media research study ever made in New York 


® of 11° 
@ ot the millions 
. .. based on 10,349 personal interviews, made by 
W. R. Simmons & Associates Research, Inc. last 
Fall. Now available only in visual presentation, 


by appointment. Call any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 
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Lipstick buyers~- 41%, 


of women readers of New York newspapers (City 
& suburbs) who used lipstick in the past month 


are News readers- 


The Daily News audience, which includes 
2,290,000 women—owns most of the homes, cars, 
electric appliances, has most of the jobs, incomes, 
charge accounts, children in school. You can get 
a lot of new data on their buying habits in the 
best study ever made in the New York market 


Profile of the millions 


the guide to better marketing, now being shown in 
visual presentation. Call any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 


{ 
Suit buyers-3 7 to 


of the women living in New York City & 
suburbs who bought a suit in the past year 


are News readers- 


The Daily News has 2,290,000 women readers in 
its audience. They are majority buyers of women’s 
dresses, skirts, blouses, coats, stockings, shoes, 

hats, and children’s clothing... as you’ll see 

in the significant study of New York buying habits 


Profile of the millions 


now being shown to advertisers and agencies in 
visual presentation. Call any New York News office. 
(Copyright 1955 by News Syndicate Co., Ine.) 





REDUCE YOUR INVENTORY 
SELL USED CARS 


FAST 


With This 


Dayton, O. 

Sales of new and used automo- 
biles in Montgomery County (Day- 
ton), O., in the first six months 
this year were the highest on 
record. 

Ralph Caverlee, secretary-man- 
ager of the Montgomery County 
Automotive Dealers Assn., pre- 
dicted that 1955 sales “will beat 
the previous record,” set in 1951. 

Caverlee,. whose office records 
all dealer-to-customer sales in 
new cars and used cars and 
trucks, reported 32,656 unit sales 
the first six months this year. 


“TWO DAY FREE 
DRIVING TRIAL" 


Copyrighted . . . well planned . 
and available only to ONE dealer per 
town. For a few dollars per month you 
will receive quarterly packages con- 
taining proven selling methods e.g. 
direct mail ideas, newspaper mats, 
radio copy, pennants, etc. 








9,893 for the corresponding period 
of last year. 

June sales were 17 short of the 
May total, but 524 more than June 
of last year. 

Truck sales amounted to 314 in 
June, six better than the previous 
month. 

Car registrations by makes 
were: Ford, 774; Chevrolet, 707; 
Oldsmobile, 207; Pontiac, 205; 
Buick, 182; Plymouth, 153; Mer- 
cury, 99; Studebaker, 61; Chrys- 
ler, 42; Dodge, 36; Cadillac, 31; 
DeSoto, 29; Packard, 20; Lincoln, 
11; Hudson, 5; Volkswagen, 5; 
Nash, 3; Austin, 3; English Ford, 
2; Jaguar, 1; MG, 1; Triumph, 1; 


One dealer using 
our Plan says: 
“Frankly it's terrific. 







Comparing the 32,656 registra- 
tions through June this year with 
the last four years at the halfway 


Porsche, 2, and Willys, 1. 
Truck sales were: Chevrolet, 134; 


mark shows: 1951—21,289; 1952— 
17,918; 1953—23,036, and 1954— 23,- 
086. 

New-car sales through June this 
year amounted to 12,274 higher 
than in any previous first six 
months. Used-car sales stood at 
20,382 at the end of June.—(George 
E. Toles.) 


We have used it for 
45 days now and 
find the purchaser 
buys with less hesi- 
tancy and our sales- 
men sell with more 
confidence, re- 
sulting in a marked 
increase in our used 
car volume.” 
WRITE TODAY. . 
for full information 
and a SPECIAL IN- 
TRODUCTORY PRICE 
this month, 


JOE FISHER-SEARCY CORP. 


415 Central Bidg. 
Portiand 5,Ore. Phone: AT 6492 




































* * * 


Louisville 

Louisville dealers had another 
good month in June, with sales 
of 2,140 new cars, compared with 
2,129 in May. 
This brought the six-month 
total to 12,223, compared with 9,- 
623 in the first half of 1954. 
New-truck registrations were 182 
in June, compared with 253 in May. 
The six-month total was 1,242. 

June car registrations were: 
Ford, 677; Chevrolet, 529; Buick, 
251; Plymouth, 152; Oldsmobile, 
125; Pontiac, 117; Mercury, 79; 
Dodge, 48; Chrysler, 33; DeSoto, 
31; Studebaker, 30; Nash, 19; 
Cadillac, 15; Lincoln, 12; Pack- 
ard, 12, and Hudson, 9. 

Truck registrations were: Chev- 
rolet, 74; Ford, 71; International, 
25; Dodge, 4; GMC, 3, miscellane- 
ous, 5.—(A. W. Williams.) 

* * * 


AL trl 





New Orleans 
June new-car registrations in New 
Orleans, numbering 2,578 uni ts, 
brought the total for the first six- 
months to 14,140, as compared with 


Letterbox 


(Continued from Page 12) 

be engaged in conspiracy to fix or 
pack prices on new automobiles— 
prosecution of price fixing schemes 
are on the criminal side.” 

So now we have the big picture 
in a very brief form. Two big, 
grasping, selfish interests divid- 
ing up the profit with the aid of 
the Congress and the executive 
branch of the Federal Govern- 
men, And you—“the little fellow” 
—threatened with criminal prose- 
cution. 





@ It’s the Morning 
Courier-Express which 
carries your sales mes- 
sage at a low rate to 
nearly 44 of the 463,000 
families in Western New 
York’s 8-county market 
where effective buying 
income averages $5,286 
per family. 





Ford, 97; International, 31; Dodge, 

17; GMC, 14; White, 9; Mack, 8; 

Diamond T, 3, and Studebaker, 1. 
* * *” 


Buffalo 

New-car registrations in Erie 
County (Buffalo), N. Y., during 
May totaled 5,427, compared with 
3,757 in May, 1954, and 3,897 in 
May, 1953, the Buffalo Automobile 
Dealers Assn. reported. 

Registrations in April this year 
totaled 5,726. 

The May figure brought total 
registrations for the first five 
months of the year to 23,877 com- 
pared with 15,512 in the corres- 
ponding 1954 period and 16,742 in 
the 1953 period. 

Registrations by make during 
May were: Ford, 1,055; Chevro- 
let, 1,027; Buick, 760; Plymouth, 
519; Pontiac, 463; Oldsmobile, 
393; Mercury, 293; Dodge, 210; 
Chrysler, 129; Nash, 121; DeSoto, 
120; Cadillac, 85; Studebaker, 34; 
Packard, 51; Hudson, 48; Lin- 
coln, 35; Willys, 3, and miscellan- 
eous, 31. 

New-truck registrations during 
May totaled 367, compared with 
276 in May, 1954, and 305 in May, 
1953. The April, 1955 figure was 
300. Truck registrations in the first 
five months of this year totaled 
1,408, compared with 1,132 in the 
same period of 1954 and 1,370 in 
the corresponding 1953 period. 

May truck registrations by make 
were: Ford, 127; Chevrolet, 97; 
Dodge, 35; GMC, 33; International, 
33; Willys, 11; Brockway, 9; Reo, 
7; White, 7; Divco, 5; Mack, 1 and 
Studebaker, 1—(George E. Toles.) 
* * os 


Cleveland 


Used-car sales continue to hold 
firm in the Cleveland area as turn- 
over hit 1,859 for the week ended 
July 9. 

New-car registrations dropped to 
1,619, about 800 fewer than the 
previous weeks. 

According to Leonard Fuerst, 
clerk of courts, new-car registra- 
tions totalled 8,937, compared 
with 8,824 in May. That brought 





ROP COLOR 
available both 
daily and Sunday 





What is the.remedy? Well, there 
is no chance to get the preferred 
position of union labor changed— 


the six-month total to 47,816, 
about 9,000 over the first half of 
last year. 





there would be no point and the 
effort would be futile. Certainly the 
breakup of the giant corporations 
would only weaken them in their 
“bargaining” with big unions. 

Anyone who thinks that any vol- 
untary organization can hope to 
cope with a giant industry or a 
giant labor union is not realistic. 
The only possible solution is for 
Congress to pass special legislation 
allowing the dealers to organize 
and bargain collectively as a unit. 
The politicians made this situa- 
tion —let’s have them correct it 
soon. “God helps those who help 


themselves.”—(MipwesTeRN DEALER.) 
* * * 


Permission Granted 


I would appreciate it very much 
if you would let us know whether 
we may reproduce, in mimeo- 
graphed form, some of the text of 
the article which appeared in your 
publication on June 27, titled “Dry 
Battery Wins Converts.” Proper 
credit will of course be given to 
you in this bulletin which we will 
issue. 

This bulletin will be circulated in 
the battery trade. Our relations are 
primarily with battery service in- 
dustry, as well as battery manufac- 
turers. — Ropert Bernstein, Sim- 
mons Products Co., Inc., New York, 
ee 




































BUFFALO 


COURIER-EXPRESS 


REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 


100 Foot of 48-127 x 18” Pennants 
All-Weather Durafilm Only $4.50 
Money refunded if net satisfied. 
MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 


AUTOMOBILES 
CAE ay eA 
SETH-BOYDEN INC. 


CLINTON AVENUE 


June used-car sales amounted to 
9,903, boosting the six-month total 
to 51,684, or 10,000 more than the 
comparable figure for 1954. 

June new-car registrations 
were as follows: Chevrolet, 2,045; 

Ford, 1,987; Buick, 892; Oldsmo- 
bile, 789; Plymouth, 770; Pontiac, 
601; Mercury, 598; Dodge, 373; 
Chrysler, 227; Cadillac, 149; De- 
Soto, 147; Nash, 129; Packard, 
70; Studebaker, 62; Lincoln, 42; 

Hudson, 35; Willys, 21; Imperial, 

19; Volkswagen, 19; Austin, 2; 

English Ford, 2; Hillman, 2; Mer- 
cedes, 2; Porsche, 2; Kaiser, 1; 
King Midget, 1, and MG, 1. 

Truck registrations were: Chev- 
rolet, 170; Ford, 150; International, 
77; Dodge, 39; White, 37; GMC, 20; 
Divco, 9; Mack, 9; Willys, 8; Di- 
amond T, 2, and Reo, 2.—(Stanford 
Markey.) 


* * * 


Los Angeles 
New-car sales in the Los Angeles 
area are booming, with the June 
total runing about 10 percent 
ahead of May. 

Dealers are complaining about 
profit, but volume is remaining 
high. During the first 15 days. of 
June, dealers delivered 12,632 
new cars in the metropolitan 
area. 





It has been estimated that regis- 


AUTOMOTIVE NEWS, JULY 25, 1955 
Sales Conditions in Various Areas... 


Auto Market Reports 


trations in the 11 southern counties 
of California this year will total 
350,000, by far the largest number 
of any year in history. — (Slim 
Barnard.) 
* * * 
Houston 
-A 5 percent drop from the pre- 
vious month was noted in June 
new-car registration totals for 
Houston. The total was 5,436, com- 


|pared with 5,747 for May. 


New trucks were down 4 percent, 
from 800 in May to 768 in June. 


Car registrations by makes 
were: Chevrolet, 1,498 (up from 
second place in May); Ford, 1,- 
311 (ousted from last month’s 
leadership); Buick, 548; Oldsmo- 
bile, 479; Pontiac, 422; Plymouth, 
333; Mercury, 263; Dodge, 156; 
Cadillac, 105; Studebaker, 88; 
Chrysler, 63; DeSoto, 45; Hudson, 
31; Nash, 29; Lincoln, 23; Pack- 
ard, 18; Imperial, 8; Willys, 6; 
Volkswagen, 4; Porsche, 3; Aus- 
tin, 2, and Mercedes, 1 
Truck registrations were: Chev- 
rolet, 306; Ford, 278; International, 
79; GMC, 50; Dodge, 24; Mack, 8; 
White, 8; Studebaker, 5; Divco, 4; 
Willys, 2; Autocar, 1; Reo, 1, and 


miscellaneous, 2.—(Ruby Fenoglio.) | 


* * * 


Birmingham, Ala. 

New-car registrations in Birm- 
ingham were a few less in June 
than in May, dropping 155 units 
from 2,469 to 2,314. 

Registrations by makes were: 
Ford, 704; Chevrolet, 617; Buick, 
205; Pontiac, 185; Plymouth, 153; 
Oldsmobile, 136; Mercury, 107; 
Dodge, 48; Chrysler, 41; DeSoto, 
27; Cadillac, 22; Studebaker, 22; 
Nash, 15; Lincoln, 10; Packard, 8; 
Hudson, 4; English Ford, 4; Volks- 
wagen, 2; Austin-Healey, 1; Mer- 
cedes, 1; Willys, 1, and miscellan- 
eous, 1.—(Stuart Riddle.) 


* 


* * 
Yakima, Wash. 

New-car sales in Yakima County 
(Yakima), Wash., in June were 
down from the previous month but 
well ahead of a year ago. 

Truck sales, however, were bet- 
ter than in May, with 81 units 
sold, the same as in June of last 
year. 

Registrations showed 385 new- 
car sales, as compared with 409 in 
May, and 302 in June a year ago. 

New-car sales thus far this year 
have totaled 2,227, with new-truck 
sales totaling 419—(Homer Hath- 


away.) 
* 


Sullivan, Mo. 


There is a slow pay trend in the 
area west and south of St. Louis 
which most dealers say is caused 
by slack business and collection 
methods rather than industrial and 
agricultural income fluctuations. 

Some ten dealers were inter- 
viewed and almost all reported 
high receivables and low collec- 
tions. 

In one case an office manager 
had been with the dealership 
through several changes of owner- 
ship and reported that the same 
condition existed since he had 
joined and that it extended back 
for several years. He attributed 
the trend to lax collection methods 
and the habit by customers of 
putting off these obligations until 
the third or fourth month. 

One dealer reported receivables, 
for instance, of about $3,000 on 
May 1, 1955, with collections of less 
than a third by May 10. Another 
had receivables of more than $5,000 
on May 1 and on May 10 had re- 
ceived considerably less than a 
fourth and expected to get only 
slightly over a fourth if the month 
followed previous patterns. 

Employment in the dozens of 
large and small industries in the 
area is normal to high and deal- 
ers report that few customers 
on their books can be considered 
in an over-extended condition, 
even temporarily, although most 
salaried customers are using up 
their incomes. 

Finance company experts and 
bankers interviewed, as well as the 
dealers, believe that the situation 
calls for a program of reeducation 
for customers without jeopardizing 
their business, to teach better pay- 








ing habits against the time—whic 1 
seems to be far in the future - 
when local incomes may taper 
downward.—(L. H. Houck.) 

* + +* 


Boise, Id. 
June registrations of new cars :: 
Ada County (Boise), Id., leaped 
366, compared with 277 in May. 


Truck registrations also forg:<( 
ahead, from 72 to 96. 

By make, car _ registration. 
were: Chevrolet, 117; Ford, 81; 
Buick, 25; Oldsmobile, 22; Plym- 
outh, 20; Pontiac, 16; Hudson, 14: 
Nash, 12; Dodge, 11; Studebaker 
8; Mercury, 7; Cadillac, 7; Chrys- 
ler, 6; DeSoto, 6; Willys, 4; Lin 
coln, 3; Packard, 2, and misce!- 
laneous, 5. 

Truck registrations were: Chev- 
rolet, 35; Ford, 30; International, 
14; Willys, 9; GMC, 3; Dodge, 2; 
White, 2, and Studebaker, 1. 


* * * 


Pittsburgh 

New-car registrations in the 
Pittsburgh area were down appre- 

ciably in the week ended July 9, 
according to the Bureau of Bus.- 
ness Research of the University of 
Pittsburgh. 

The bureau’s index of general 
business activity rose to 194.6 
percent of the 1935-39 average. 
It had been 173.5 in the previous 
week and 197.3 in the same week 
of June. 

The Pittsburgh-area steel ingot 
rate was boosted to 91 percent of 
practical capacity during the week. 

(Leon M. Leffingwell.) 

* * 


o- 


Detroit 
New-car registrations in Wayne 
County (Detroit) held steady in 
June, totaling 20,899, compared with 
20,937 in the previous month. 


Actually, the June total was 20,- 
111, since the overall count in- 
cluded 788 units registered in the 
names of dealers or manufacturers. 

Despite the overall decline, the 
following makes turned in better 
performances in June than in 
May: Ford, Plymouth, DeSoto, 
Mercury, Nash, Pontiac, Stude- 
baker and Lincoln. 

June sales by make (including 
dealer registrations in parenthesis) 
were: Ford, 4,961 (180); Chevrolet, 


4,429 (95); Buick, 2,204 (34); Plym- 
outh, 1,940 (93); Mercury, 1,688 
(55); Oldsmobile, 1,400 (42); Pon- 


tiac, 1,383 (15); Dodge, 993 (73); 
Chrysler, 433 (36); DeSoto, 382 (9); 
Cadillac, 344 (15); Nash, 220 (29); 
Clipper, 120 (28); Lincoln, 112 (30); 
Studebaker, 112 (11); Hudson, 76 
(22); Packard, 45 (13); Imperial, 16 
(6); Willys, 6 (1), and miscellane- 
ous, 35 (1). 

Truck registrations totaled 1,110, 
compared with 1,160 in May. They 
were: Ford, 399; Chevrolet, 349; 
Dodge, 149; GMC, 76; International, 
51; Reo, 23; Divco, 16; Mack, 11; 
Studebaker, 11; Willys, 8; Diamond 
T, 7; White, 7, and Autocar, 2. 
(Robert M. Lienert.) 


Calendar 


(Continued from Page 12) 


General 


Sept. 6-17 — Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine> Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of _ arr 
Dealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho 
tel, Detroit, Mich. 

Sept. 29-30 — National Automobile Trans- 
porters Association vention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Oct. 6-16—Paris Auto Show, Paris, France. 

Oct. 10-12—8th Annual Convention and 
pen, Truck Body and Equipment Assn.. 
Inc sagrtison Hotel, Chicago, Ill, 

Oct. 4-15 — Annual’ convention of the 
Ges Engine Rebuilders Association, 
Fairmont Hotel, San Francisco, 


Oct. 19-29 — 40th International Motor 
Show, Earls Court, London, England. 

Oct. 26-28—l0th Annual Technical Con 
vention, American Society of Body En 
gineers, Rackham Memorial Building 
Detroit. 

Oct. 28— Automobile Old Timers 1ét 


Anniversary Dinner, Waldorf - Astori 
Hotel, New York. 

Nov, 6&7—Texas Independent Automobile 
Dealers Assn., Inc. Iith Annual Con 
vention, Shamrock Hotel, Houston, Tex. 

Dec. 45— Automotive Affiliated Repre 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago. 

Dec. 6—Automotive Affiliated Represent 


atives, Board of Directors Meeting 
Sheraton Hotel, Chicago 
Dec. 7-8—A.S.!. Booth foulorence Navy 


Pier, Chicago—Sponsored by M.E.W.A. 
M.E:M.A, and N.S.P.A, 

Jan. |1-l4—American Road Builders’ As- 
sociation's 54th Annual Convention, 
peeaieioes Auditorium, Miami Beach 


Feb. 21-22— MEMA, NSPA and MEWA 
pepe Conventions, San Francisco 
alif, 
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New Body Plant Raises 
Chrysler Div. Sights 


(Continued from Page 1) 


used by Chrysler involves assem- 
bling hood bonnet, fenders, deck 
lids and body prior to metal fin- 
ishing and painting. The facilities 
include a 14-mile-long continuous 
conveyor system, longest in the 
industry, which moves through 
three plants and spans nine-lane 
Jefferson Ave. on a conveyor 
bridge. This bridge was erected 

over Jefferson Ave. on March 18 
in eight hours without halting 
traffic moving below. 

The new painting system embod- 
ies the latest automatic equipment 
in the industry. 

“In the past; fenders, hoods and 
bodies throughout the industry 
have been finished and painted in 
separate departments and assem- 
bled later,” said Quinn. “Our ‘as-a- 
unit’ painting technique in the new 
plant is possible because we are 
set up for assembly of fenders, 
hoods and deck lids to bodies prior 
to metal finishing and painting. 

“This new assembly concept has 
evolved as a result of Chrysler’s 
wide variety of color combinations 
and chrome trims. It provides per- 
fectly matched colors on all body 
panels. Painting the exterior of the 
car as a unit assures longer finish 
life free from assembly-caused 
paint cracks and scratches,” Quinn 
claimed. 

* * a 

— new body-finishing depart- 

ment provides for simultaneous 
painting with 25 different colors. 
This is made possible through use 
of 58 special tanks of 55-gallon ca- 
pacity, which are operated through 
16 miles of pressurized paint lines. 
The lines alone hold 5,400 gallons 
of paint, some 1.800 gallons more 
than the 3,600 gallons of paint re- 
quired by the 15 new automatic 
painting machines in a two-shift, 
16-hour work day. 

Paint-spraying booths have a 
combined total length of 790 feet, 


Portland’s Ban 
On Sunday Sales 
Ruled Illegal 


(Continued from Page 2) 





. Sunday to gather evidence against 


salesmen. Reynolds maintained 
that this made Welch guilty of 
violating the ordinance, but that 
the city attorney refused to issue 
a complaint. 


In all, more than a dozen used- 
car salesmen defied the ordinance 
by staying open Sunday. Several 
were fined in Municipal Court, but 
this did not discourage them. 


A typical ad was that of Williams 
Used Cars which was headed: “We 
Dare Them All to Open Sunday.” 
It went on to state that “many 
Prospective car buyers find it diffi- 
cult to shop on any day but Sun- 
day—we believe the shopping pub- 
lic should be served. 


Dodge Truck Ups 
Willemin, Organ 


DETROIT. — A. B. Willemin has 
been named planning superintend- 
ent and J. B. Organ assistant plan- 
ning superintend- 
ent of Dodge 
Truck. 

Willemin started 
in the automobile 
business with 
Maxwell Motor 
Car Co. in 1925 
and later worked 
at Chrysler. In 
1937 he was trans- 
ferred to the 
Dodge Truck 
Plant, where he 
Served in various capacities until 
he was appointed assistant plan- 
ning superintendent in 1950. 

Organ joined Dodge Truck in} 
March, 1955, on the staff of the 
general manager. He has been in| 
the automobile business for 17 years | 
and was general manager of Fed- | 
eral Motor Truck Co. before going | 
to Dodge. 





eS Sa F 
A. B. Willemin 


| 


and air in the booths is filtered 
through a water wash, and then 
through two different throw-away- 
type filters, assuring dust-free 
painting conditions. 


Combined total length of paint- 
baking ovens in the new plant is 
4,705 feet, assuring that every 
body finish is baked at 250 de- 
grees temperature for a period 
of at least 37 minutes. When car 
bodies emerge from the baking 
ovens, they move into cooling 
tunnels with a combined length 
of 248 feet. Here 211,200 cubic feet 
of air per minute is used to drop 
the temperature of painted sur- 
faces from 250 degrees to 125 de- 
grees in two minutes. This rapid 
drop in body temperature helps 
to “set” the exterior finish. 

Another new assembly technique 
is said to assure cleaner, more 





beautifully finished interiors. In the 
past, cushions and other interior 
appointments were installed early 
in the assembly schedule. Now they 
go into the cars after leaving the 
final assembly line. The procedure 
of covering all upholstery with 
plastic covers will be continued to 
further assure spotless interiors. 
o * * 


7 new plant is a two-story 
steel and reinforced concrete 
building. The entire second floor is 
devoted to body cleaning, bonder- 
izing and painting operations. Once 
the body has been painted, it is 
dropped to the first floor by a low- 
erator and transferred to another 
plant for the trim assembly line. 
The first floor is devoted to receiv- 
ing, sheet metal operations, first 
aid hospital, plant protection head- 
quarters, paint mixing operations, 
paint storage, barrel storage and 
sludge tank. 

The first floor of the building 
has a one-inch-thick vermiculite 
plaster ceiling for extra fire 
safety. The roof construction is 
of precast tile covered with a rev- 
olutionary new anti-fire material 
known as a Firechex Vapor Seal. 
This device forms a “blanket” 
over any fire which might de- 
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Launching Dealership— 


J. D. Wilson, DeSoto regional manager, 
left, congratulates John Wilson, owner of 
Wilson Motors, new Sioux City (la.) 
DeSoto-Plymouth dealer, at the grand 
opening of the dealership. Looking on 
are A. E. Moody, parts and service sales 
supervisor, center, and F. T. Brovillette, 
Wilson Motors sales manager. 
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on top of which is applied a layer 
of built-up roofing, tar and gravel, 
providing a 20-year roof. 

Facilities for the comfort of 
workers include plant-wide filtered 
air recirculation, shower stalls for 
the painting crew, and 48 electric 
hand-driers spaced throughout the 
plant, as well as a new medical de- 
partment headed by a doctor and 
staff. 

A total of 24 rail cars can be 
loaded or unloaded at once from 
the four 300-yard-long rail tracks 
on the first floor within the build- 
ing. The receiving wells have a 
capacity of 18 trucks. 


Johns-Manville Renames 
Van Cleef Division 


NEW YORK.—The name of the 
Johns-Manville Van Cleef division 
has been changed to Dutch Brand 
division to further identify “Dutch 
Brand” products with Johns-Man- 
ville’s national promotional pro- 
grams. 

The division, manufacturer of in- 
dustrial and automotive products, 
operates a plant and general of- 


velop, containing it within bounds. | fices in Chicago. It was acquired 


Above this seal is a one-inch- 
thick layer of cork for insulation, 


by Johns-Manville in 1947 from the 
Van Cleef interests. 











**And of course you want Safety Power 

Steering...” Those eight little words, said 

offhand to your prospects when you’re in the 

closing room totalling up the cost of their new 

car, can help you double your profits on S.P.S.! 

Just add in the new low 1955 price and point out 

that they'll hardly notice the difference in the 

monthly payments. In most cases you'll make the extra 
sale without trouble—particularly if you’ve already 
given your prospects (especially the ladies) a convincing 
road demonstration of Safety Power Steering’s effortless 
driving and parking ease. Remember, just a little 
extra effort daily can add up to a big difference in your 
monthly “take”! Saginaw Steering Gear Division, 


General Motors Corporation, Saginaw, Michigan. 





NATION-WIDE SURVEY OF GM CAR DEALERS SHOWS: 


Sales are often “automatic” 


NOW PRICED TOO LOW 
TO PASS UP! 


IT PAYS TO PUSH 









when you simply figure in 


afety 


CUquurLouww 
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Senate Urged to Study Cost Situation .. . 





UAW Asks Auto Price Probe 


(Continued from Page 4) | 
hold elections within 30 days of 
July 8. 
Kal Pontiac Corp. and Palma | 

Motor Sales & Service Corp. (De- 
Soto- Plymouth) are the two 
firms. 

In another election, employes of 
Reo Truck Leasing, Inc., Dorches- 
ter, Mass., have voted against un- 
ion affiliation. The unions involved 
were Local 841, Teamsters (AFL) 
and Local 1898, the International 
Assn. of Machinists (AFL). 

* 


THE factory front, some 55 


Studebaker final assembly line 
workers in South Bend returned to 


Pontiac Ups Long 
And Cheesbrough; 
Malone to N. Y. 


PONTIAC.—Appointment of J. F. 
Malone as manager of Pontiac’s 
New York zone has been announced 








4. F. Malone 3. ©. Cheesbrough 


by H. E. Crawford, general sales 
manager. Malone formerly was 
manager of the Pittsburgh zone. 

J. C. Cheesbrough, assistant sales 
manager of the 
central zone, was 
named to succeed 
Malone, Craw- 
ford said. 

He also an- 
nounced that H. 
N. Long, sales 
promotion man- 
ager of Pontiac’s 
central region, 
has been shifted 
to Memphis as 
zone Manager. 
Motors 
Corp. in 1939 and has been zone 
manager at Pittsburgh since 1949. 
Cheesbrough also joined GM in 





H. N. Long 
Malone joined General 


1939 and Long joined Pontiac in| 


1950. 





the job Wednesday (July 20) after | 
a four-day “wildcat” walkout. 

The work stoppage, a manage- 
ment spokesman said, stemmed 


from a dispute over seniority. An' 


estimated 6,000 workers were idled 
by the strikers and production of 
about 1,500 cars was lost. 
However, although talks were 
going on between management 
and union, no official statement 
was issued by press time last 
week on the return to work. 
One observer commented: 
“They’re back now, but we don’t 
know what will happen tomorrow.” 
* + = 


White Grants Layoff Pay 

N CLEVELAND, the UAW-CIO 

and White Motor Co. have 

signed a new three-year contract 
calling for a layoff pay plan—simi- 
lar to Ford and GM’s—and for gen- 
eral wage increases of six cents in 
each of the three years. 

The contract covers about 4,000 
workers. Pension payment, for- 
merly $1.50 a month for each year 
of service, was increased to $2.50 
a month, and a 30-year ceiling 
was removed. 

The layoff plan gives employes 
who qualify 65 percent of normal 
wages for four weeks and 60 per- 
cent during the following 22 weeks. 
The entire package was estimated 
at 20 cents an hour. 

* + * 
eo the UAW at press 
time was still studying the 
offer handed it last week by Chrys- 
ler Corp. during the current nego- 
tiations. 

There was no indication what the 

offer embodied but, according to 





Miniature GM Car 


Gets Power from Sun 


DETROIT. —A “sun powered” 
model automobile, believed to be 
the first ever built, will be dem- 
onstrated at the General Motors 
Powerama in Chicago Aug. 31— 
Sept. 25, General Motors has dis- 
closed. 

The 15-inch “sunmobile” has 12 
photoelectric cells which convert 
light into electric current, which 
powers a tiny electric motor 
which propels the car. The pho- 
toelectric cells are made of sel- 
enium, an element which has the 
property of converting light into 
electric power. 
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GUARANTEED ANNUAL WAGE: 
*8.000,000,000 


. that’s the payroll 
of the U.S. 
Armed 


Forces. 


The Armed Forces ‘Family Market’’ (3,250,000 strong, plus 2,000,000 dependents) 


SELL 


Write for rates, sample copies, how-to-sell- data. 


this rich consumer market 
through the top-circulation 
"TIMES" Service Weeklies. 







‘Army Times x Air Force Times « a ee 


MEMBERS: AUDIT BUREAU OF CIRCULATIONS 


ARMY TIMES PUBLISHING CO., 3132 M ST.,N.W., WASHINGTON 7, D.C. 


u.s orrices: Boston, Chicago, Detroit, Los Angeles, New York, Philadelphia, San Francisco 








FOREIGN OFFICES: Frankfurt, London, Paris, Rome, Tokyo 











observers close to the situation, it 


| was expected that ultimate agree- 


ment would contain at least the 
pattern set by the Ford and GM 
agreements. 

However, one expressed the opin- 
ion that it might go further along 


|the way towards the union’s 100 
| percent concept of the GAW. 


“By that I mean,” he explained, 
“Chrysler might accept a 75 per- 
cent level of normal pay and for 
a longer period of time.” 

The Ford and GM pacts give a 
laidoff worker 65 percent of his pay 
for four weeks and then 60 percent 


for 22 weeks. 
* + * 


Here and There... 


N CANTON, O., the CIO Steel- 
workers and Timken Roller 
Bearing Co. have agreed on terms 
for an increased pension program, 
but the union flatly rejected a com- 
pany offer of a 7.5 percent hourly 
pay boost. The deadline of negotia- 
tions is Aug. 24. 

In Detroit, a Federal grand 
jury indicted the UAW on charges 
of violating the Federal Corrupt 
Practices Act by using general 
union funds to finance political 
activities in the 1954 congres- 
sional campaign. 

The indictment was based on the 
grand jury’s investigation into the 
use of union funds on political tele- 
casts of “Meet the UAW-CIO” over 
a Detroit station. 


By G. 8. Connell 
Staff Correspondent 

MIAMI.—There were indications 
last week that new-car dealers are 
becoming disturbed over extrava- 
gant advertising campaigns being 
conducted for both new and used 
cars. 

The question was first raised by 
Anthony J. Abraham, volume 
Chevrolet dealer, who said, “I won- 
der if we dealers aren’t making a 
big mistake in the merchandising 
we're doing right now. 

“By offering rediculous trades 
and terms, plus bonuses such as 
trips to Paris and uranium 
stocks, I’m afraid we are creat- 
ing an impression with the pub- 
lic that automobile dealers are 
making huge profits. That is 
going to make it all the harder 
to get back in the grove when 
things are normal again.” 
Abraham conceded that he had 
done his share of the things he 
now views as unwise. 

“When I suggest that we all go 
back to sane merchandising I’m 
not trying to dodge any blame on 
my own part,” Abraham said. 

“T think all of us—including my- 
self—have been making a bad mis- 
take and we ought to quit before 
we have completely lost the con- 
fidence of the public.” 


Baker to Manage 
Ford Parts Sales 


DETROIT.—_W. G. Baker has 
been appointed manager of Ford’s 
parts and service sales department. 
He had been as- 
sistant manager 
since June, 1954. 

Baker started 
his career in 1931 
as a Ford dealer 
in partnership 
with his father. 
Six years later, 
he joined Ford as 
a traveling repre- 
sentative. 

In 1946, he left 
Ford to become 


W. G. Baker 
general manager of a Ford Dealer- 


ship in Casper, Wyo. When the 
Ford division was formed in 1949, 
Baker rejoined the company as as- 
sistant manager of the sales train- 
ing department. 


Monicker for Cadillac 
SAN ANTONIO.—(UTPS)—Cad- 
illacs are now being referred to in 
Texas juvenile circles as “Texas 
jeeps.” 








Return to Sanity Eyed 


Quit Crazy Offers or Lose Public Confidence, 
Miami Dealer Tells Colleagues 

















274 at a Crack— 
L. T. Chappel, 


of Pacific Telephone & 
Telegraph Co., left, discusses the fleet of 
274 Dodge trucks delivered by George 
Klimpel, Fullerton (Calif.) Dodge truck 
dealer, with Klimpel. Special utility bod- 
ies, grille guards and other equipment 
brought the truck order to $500,000. 








Abraham’s stand was more or 
less supported by Bert Kahn and 
Harvey Soloman, the Colonial Pon- 
tiac dealers who are offering the 
trip-to-Paris bonus, although they 
defended their promotion. 


“We worked for two years on 
this Paris deal,” they said. “We 
make no apology for it. We’re 
dealing competitively and mak- 
ing probably more than some of 
the wild traders. 


“But we're ready to go along with 
the rest of the dealers if they’ll 
get down to brass tacks. And I 
don’t think it will be stopped un- 
til all new-car dealers quit packing 
prices. We could end this price 
war tomorrow if the dealers’ as- 
sociation would advertise in the 
papers the list price of every car 
and model, and also the blue-book 
value of used cars. Then the pub- 
lic would know the right price for 
anew car and what his used car 
should bring.” 


Charles and John Grentner, who 
have a Packard deal under the 
name of Grentner Brothers, and 
who also are one of the larger 
used-car dealerships in the area, 
pointed one weak spot in the sell- 
ing setup. 


“How many real salesmen are 
there today?” John Grentner 
asked. “I mean fellows who go 
out and dig up prospects and 
then sell them. The breed is al- 
most extinct. What we’ve got 
now are guys who wheel and 
deal. And a lot of the trouble 
dealers are having today is 
brought about by their own sales- 
men. 

“Of course we’d go along with 
publishing the factory - suggested 
prices. The fact is, that’s the way 
we are doing business right now. 

“But as I asked the used-car deal- 
ers months ago, when I was presi- 


*|dent of the association here, who 


knows what the ‘list’ price of 
any 1955 model is? Nobody could | 
answer that one.’ 

Right now a drive seems to be} 
on in Miami to close out demon- 
strators and executive cars. Cur- 
rent advertisements are making 
generous offers. 

Ben McGahey, Dodge dealer, 
offers $1,250 more than book 


value on a tradein for his 1955 | 


demonstrators and e xecutive 

cars. 

Shorty Sikes, DeSoto, wants no 
downpayments and gives 30 
months, with discounts ranging up 
to $850 on a Plymouth and $1,200 
on a DeSoto. 








Seat Belts Earn 
Praise in Canada 


Seen Cutting Injuries 
By 25 Percent 


MONTREAL. — Automotive seat 
belts have been given a vote of 
confidence by auto-accident experts 
across Canada. 

Even as they spoke out, For: 
Motor Co. of Canada announced 
that belts would be made avai!- 
able on cars and trucks in Can- 
ada. 

The belts should cut down injur- 
ies 25 percent, according to Dr. 
Harold Elliott, neuro-surgeon at 
Montreal General Hospital and gen- 
eral secretary of the recent Mon- 
treal Conference on Medical As- 
pects of Traffic Accidents. 

“It’s another thing to persuade 
people to wear belts, however,” 
Elliott said. 

Said Gordon Taylor, Edmonton, 
minister of highways for Alberta 
and advisory committee chair- 
man of the first National High- 
way Safety Conference: “The 
belts will serve a good purpose, 
though, of course, they are not 
the whole answer to traffic acci- 
dents. 

“I think they are an advance 


ualties, particularly in headon col- 
lisions.” 

Belief that seat belts have merit 
also was expressed by W. Arch 
Bryce, director of the division of 
public safety at the University of 
Toronto, and R. W. Higgs, of the 
Department of Public Works. 

George McNamee, general 
manager of the Royal Automobile 
Club, said scientific tests with 
the belts has not been conclusive. 

“Some results of test indicated 
the belts did some good — others 
showed that they did harm. No 
one knows for certain whether 
they are good or bad.” 

He noted that there are about 
35 firms in the U.S. manufacturing 
safety belts of different kinds. 


Hudson Appoints 
Zone Managers 
In Three Cities 
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DETROIT.— Hudson has an- | 


nounced the appointment of new 
zone managers for Cincinnati, De- 
troit and New York. 


J. Frank Cox has been appointed - 


New York zone manager; Monte 
L. Vest, formerly assistant man- 
ager at the Chicago office, has 





J. F. Cox 


M. L. Vest 


been promoted to manager of the 
Detroit zone, and Edward J. Car- 
roll, former Detroit manager, will 
assume similar duties at Cincin- 
nati. 


Until recently Cox was national 
fleet manager for another auto 
company. Before 
that he operated 
a dealership in 
Philadelphia. He 
has been in the 
auto business 
since 1934. 


Vest joined 
Hudson in 1953 
as zone merchan- 
dising manager 
|}in Chicago and 
was later promo- 
ted to assistant 
manager there. Prior to that he 


| 
=| 
| 
though. They should cut cas- 


E. zs Carrol! 


was truck sales manager for 4 | 


| Waukegan (Ill.) dealership and at 
| one time was business manager ‘or 
|a Hudson distributorship. 

Carroll has been with the com- 
| pany since 1948, when he became 
assistant manager of the Piits- 
burgh zone office. He later was 2p- 
pointed manager of the Minne- 
apolis zone, and more recently 
served in a similar capacity at 
Detroit. 
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Pontiac Dealer Woos ‘Little Angels’ .. . 





WA (Wife Approval) | 


Secret of Success 


By L. H. Houck 
Staff Correspondent 
EDALIA, Mo. — Next year there 
is going to be a boom in toy 
Pontiac cars and in Pontiac T- 
shirts, if Cal Rodgers, Pontiac deal- 
er here for 14 years, has anything 
to say. 

Rodgers has come up with a sur- 
vey which shows that 90 percent 
of his sales have been closed with 
WA (wife approval). He has found, 
too, that having the kids in your 
corner doesn’t hurt either when 
you're trying to close a deal. 

According to Rodgers, who has 
doubled his volume this year in 
both new and used cars, the wife 
and the kids hold the balance of 
power. She chooses the color and 
the interior and often the make. 

He recalls only two deals in the 
last two years in which the husband 
bought over the objection of his 
wife. 

Rodgers bought a supply of mini- 
ature toy cars this year for the 
primary purpose of selling color 
combinations without stocking all 
the actual possibilities on the sales 
floor. 

* * * 
T¥E DISCOVERED that the 
“little angels” are not only 
soothed by the presentation of a 
toy automobile, but they immedi- 
ately switch their influence to the 
side of the dealer. 
As a result Rodgers gave away 





Automatic Called 
Nearly as Frugal 


As Overdrive 


DETROIT. — Fuel economy for 
luxury-class cars with automatic 
transmissions equal to that ob- 
tained with overdrive is not far 
away, according to William H. 
Graves, engineering director for 
Studebaker-Packard. 

Graves was reporting on a 5,000- 
mile economy test at the Packard 
proving ground. Two 1955 Packard 
Patricians were run continuously 
at an average speed of 40 miles per 
hour. One was equipped with Twin- 
Ultramatic transmission; the other 
with overdrive. 

The Patrician with automatic 
transmission, he said, averaged 22.8 
miles per gallon of gasoline, while 
the overdrive-equipped unit aver- 
aged 23.2 miles per gallon, for a 
plus economy factor of less than 2 
Percent. 

Graves said the trend to larger 
displacement V-8 engines has op- 
ened the door to greater fuel econ- 
omy by providing a wider selection 
of rear-axle gear ratios. 

“The large displacement engine,” 
Graves said, “provides a broad base 
for rear axle ratio selection with- 
out compromising acceleration and 
overall performance characteristics. 
The day can now be marked on the 
calendar when automatic transmis- 
sions will provide economical per- 
formance equivalent to that of 
overdrive.” 
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several orders of the little autos, 
and next year he will triple his 
supply and make a sales pitch to 
satisfy both kids and mother. 


“Catering to women and chil- 
dren is definitely a part of the 
modern approach to selling,” 
Rodgers said. 


“The bakeries give the kids 
candy, the shoe stores provide hob- 
by horses and comic books, the 
supermarkets provide well equipped 
playgrounds, so for the new two- 
car market you’re going to have to 
compete. 

“I don’t know what I'll give the 
little girls—dolls, I guess.” 

* * * 

XTERIORS and interiors are 

even more important in used 
cars than new ones, according to 
Rodgers, who said he had rather 
have ’53s with good bodies and in- 
teriors and without engines than 
to have them battered and dirty 
with good engines. 

Used cars here are cleaned every 
day and kept washed and ready to 
go. Tradeins are checked mechan- 


Used-Car Dealer 
Loses Plea to 


Sell New Car 


COLUMBUS, O.—Common Pleas 
Judge Ralph J. Bartlett has dis- 
missed a suit brought by John M. 
Ross, a used-car dealer, to compel 
state and county officials to issue 
him a certificate of title for a new 
car which Ross wanted to sell. 

The case was dismissed because 
a defective application was filed. It 
was claimed that Ross signed the 
application for the title certificate 
as a notary public but that he did 
not swear in Miss Jo Zimmerman, 
the office manager, when she signed 
the application. 

The suit was brought to test a 
recent regulation issued by C. Ervin 
Nofer, acting registrar of motor 
vehicles, which attempts to block 
bootlegging by preventing a used- 
car dealer from selling new cars. 








| ically, 


repaired if necessary and 
tuned up. 

While on the lot they are 
groomed continually to present 
an immaculate appearance. Other- 
wise, Rodgers said, sales drop. 

“It all goes to prove the old say- 
ing,” Rodgers added, “that you 
can’t pay too much for a clean 
used car and you can’t buy a dog 
too cheap.” 

Rodgers has the answer to the 
shoppers. On today’s market, he 
said, you must close before the 
prospect leaves, but it is better to 
go out and get new prospects be- 
fore they become shoppers. 

* * 7 


i PROSPECTS are drummed up 
by telephone, house calls and 
the other means available, they are 
not yet shoppers and if the deal is 
pushed along to a speedy conclu- 
sion it will always mean at least 
$100 more in the gross,” Rodgers 
said. 

“All you have to do to beat your 
previous volume,” Rodgers advised, 
“is to work 14 hours a day, adver- 
tise extensively, demonstrate at 
every opportunity, get out and 
make house calls, keep busy on the 
telephone, and never let a prospect 
get out of your sight.” 

He has found that it is virtually 
useless to explain to a shopper 
how another dealer has been able 
to allow him $100 or $200 more 
for his used car than it is worth 
on the market. 

“If you explain to a prospect who 
has been shopping how he has been 
‘price - packed’ or ‘high - balled’ he 
just discounts it 100 percent and 
asks you whether you'll meet the 
bid on his tradein,” Rodgers said, 
“which makes it all the more im- 
portant to get prospects who are 
interested in buying right from a 
reliable dealer rather than spend- 
ing a week or two trying to sell 
their tradein for the highest price.” 

+ +” * 


= new prospects is the 
time to recognize the position 
of the wife and the rest of the 
family, Rodgers noted, and it is 
also time to inject two-car psychol- 
ogy into the sales talk by suggest- 
ing that if the husband needs the 
car, it is simply good business to 
provide a second car for the wife 
for shopping and social activities. . 

“Mothers are always pleased 
when some extra attention is given 
to their children,” Rodgers said, 
“so early in the deal I start with 
the miniature cars and Pontiac T 
shirts. Next year I am going to do 
more of the same.” 


Individual Savings Rate 
Drops Off $1.1 Billion 


WASHINGTON. — According to 
estimates of the Securities & Ex- 
change Commission, individuals in 
the U. S. saved less money in the 
first quarter of 1955 than they did 
in the comparable period of 1954 or 
1953. 

Estimates show total savings 
of $1.7 billion in the first three 
months .of 1955, compared with 
$2.8 billion in the first quarter of 
1954 and $1.9 billion in the first 
quarter of 1953. 

In addition to the greater debt 
expansions, there were other 
changes in the composition of in- 





A Vacation with Every Car— 


Wolly Hickman, general manager, and Carl Jefferson, sales manager, look over 
the “Yacationland” decorations in the showroom of J. E. French Co., Oakland (Calif.) 
Dodge-Plymouth dealer. The dealership is offering prepaid “packaged" vacations 
with the purchase of a new Dodge or Plymouth. Trips to such places as Lake Tahoe, 
las Vegas, Mexico City and Reno are offered, depending on the model purchased. 











dividuals’ savings in this year’s 
first quarter, the SEC said. 

Because of the new payment 
date for income taxes, checking ac- 
counts at banks declined only 
moderately in contrast to the usual 
sharp first-quarter decline. 

Individuals purchased a larger 
amount of U. S. Government sec- 
urities this year, and also saved 
more in the form of private life 
insurance than in any other first- 
quarter period. 

About the same amount of new 
investment in savings and loan as- 
sociation shares and state and local 
bonds was made, while there was 
a reduction in currency holdings 
due to seasonal factors. 

Individuals added substantially 
to their savings accounts at banks 


and to their investments in corp-| 


orate securities, although at a 
lower rate than in the-first quarter 
of 1954. Equity in Government in- 
surance and pension reserves 
showed a comparatively smal] in- 
crease. 





Austin Demonstrates 


New Turbine Car 


BIRMINGHAM, England.—The 
Austin turbine car, TUR 1, was 
given its first public demonstra- 
tion here at the golden jubilee 
celebration of Austin Motor Co., 
Ltd. 


The TUR 1 is said to be only 


the second car to have its whole | 
power unit completely housed in | 


the normal engine position. The 
other is a Plymouth experimental 
turbine car. 















Shirtsleeve Session— 


A regional Hudson Dealer Council meets with company officials in Los Angeles 
to discuss operations for the immediate future, as well as long-range plans. Com- 
pany officials attending the meeting included George Rommey, president of 
American Motors, and N. K. VanDerzee, Hudson sales vice-president. Similar meetings 
were held in New York and Chicago. 





Personalized Selling 


Texas Nash Dealer Emphasizes Customers 
Over Tricks and Gimmicks 


CORPUS CHRISTI, Tex. — | by example. In nearby Port Aran- 
“There’s no great need for tricks!sas, a fishing community located 
or gimmicks in selling cars today,” | on Padre Island just outside Corpus 
according to Charles B. Kilgore, of Christi Bay, more than 65 percent 
Kilgore Nash Co. |of the people own Nash cars. 

“Our purpose every time is to| “I’ve been fishing over there 
sell the right car to the right per-| for years,” he said. “People saw 
son at the right price,” he said.| the way my Nash cars stood the 
“In short, we sell the car to fit the| weather—that they were not af- 
customer.” fected by salt water spray and 

“In auto selling there is no | that they didn’t rust. The result 
substitute for honesty, hard work was that a large number of Nash 
and a happy smile,” added | sales were made in the town.” 
Charles J. Kilgore, his son and The younger Kilgore, in discus- 
partner. “We make it a point to |sing the business, said, “We take 
try to know and call all our cus- | the deals and try to wash them out 
tomers by their first names.” fast—always working hard to meet 

Kilgore’s way of selling has/a break-even point by at least the 
placed the firm in the “top 50”/18th of the month.” 

Nash dealer classification. All six of the firm’s six sales- 

“In the first four months of this}men have a demonstration car. 
year—for Nueces County—we are| They are paid $50 a week ag sal- 
leading Studebaker, Chrysler, De-|ary. In addition, they receive $20 
Soto, Cadillac and Packard,” said| per car for the first four sales; $50 
the senior Kilgore. “In the city|for the next two and $70 for all 
itself, we’re doing even a better| over six. 
job.” “If we get overstocked on certain 

He cited some figures on selling|types of cars,” he said, “we offer 
—————————————_— a rn ore ee ee 
We also use an incentive plan on 
used cars to help get slow movers 
off the lot fast. 

“A dealer simply has to know 
the wholesale used-car market 
from day to day to stay in busi- 
ness. After all, a new-car dealer 
is nothing more than a glorified 





‘Binge’ Singed 
Factory-Dealer Sales Grind 


Jeered by U. C. Lot 


MOBILE, Ala.—A used-car dealer 
here is making capital of factory- 
dealer sales pressure. used-car dealer. 

Hamrick Used Car Lot is run-| “The advantage to the franchised 
ning a newspaper advertisement — is that - —, take — 
which 3 cartoon depicting | tTades in one spot, make a pro’ 
eae 7: re — os on both and also benefit from the 
held. A character labeled “Manu- follow-up service business. The 

7 a ae ,, | used-car dealer, on the other hand, 
facturer” is shown beating Dealer has to scout up cars to bring his 
on the head. There are chairs|inventory up to the minute. 
marked “Customer.” “We keep a very close running 

Says the ad: “The automobile |Tecord of each deal so we know 
business reminds me of a big week- | Where we stand at any given time.” 
end party ... and after the party |. Registered in the running record 
there is the hangover, complete |is the date, the model of new car 
with headache, dizzy spells and|S0ld, the salesman, the gross, the 
various pains. The customer has|C@r taken in trade, the appraisal, 
the hangover after he has been the actual tradein allowance, re- 


sold with pressure methods and | Conditioning cost and repeats for 
further tradein until the deal is 


washed out and an overall net 
profit shown. 

The senior Kilgore has been in, 
the auto business 28 years. He sold 
cars in Okmulgee, Okla., for five 
years and then started a used-car 
business in Corpus Christi in 1932. 


had paid padded prices, padded in- 
surance rates and _ stretched - out 
balloon notes. 

“The dealer has a hangover be- 
cause he has repossessions and dis- 
satisfied customers who were over- 
sold with heavy, stretched - out 
notes. Thank goodness, Hamrick 
Motors did not go to the party! 


In 1946 he signed a Nash franchise. 


Nash X-Ray 


Our customers are satisfied and | 
neither of us have any headaches. | 
We are still selling cars at one-| 
third down and with notes you can | 


J ohnston Named 
To Plymouth Post 


DETROIT. — Appointment of C. 
| Richard Johnston as director of 
market analysis for Plymouth has 
been announced 
by William J. 
Bird, 
president. 

Johnston was 
supervisor of the 
regional market 
analysis section 
and of the special 


ducer, and ear- 
lier served as as- 





ai 
C. R. Johnston 


;economist for 
' turer. 


another manufac- 


sales vice- 


studies section for 
a large auto pro-'| 


sistant to the tax | 


| Special Booklets Provide 


Sales Weapon 


DETROIT. — The latest Nash 
| weapons in the battle for car sales 
|are two “X-ray” books which are 
|being used by salesmen to show 
customers the advantages of Nash 
cars over other makes. 

One of the books deals with the 
Rambler and the other covers the 
Ambassador and Statesman. 


The volumes contain illustrated 
comparisons of competitive car 
makes and factual sales data, ac- 
cording to Roy Abernethy, Nash 
sales vice-president. 

The “X-ray” books are part of 
the company’s new “creative sell- 
ing plan,” a promotional package 
containing selling tools for Nash 
| dealers and salesmen. 
| Also included in the package are 
| brochures for customers, direct 
mail pieces and showroom posters. 








44 
‘Hurts Distant Areas... .’ 


Unfairness Charged 
In Road Tax Bill 


WASHINGTON. — The Fallon 
highway tax bill (H. R. 7072) will 
severely hurt the one group of 
people most in need of relief from 
heavy tax burdens—those who 
live away from railroad posts and 
depend on trucks for their suste- 
nance—according to L. A. McQueen, 
vice-president of General Tire & 
Rubber Co. 


In a letter to Rep. George H. 
Fallon, chairman of the House 
Public Works Committee, and all 
other members of Congress, Mc- 
Queen declared: 

“In this country 25,000 centers 
of population, large and small, get 
everything by truck that they con- 
sume. The truck is the only means 
available to these communities to 
properly sustain them.” 

He was joined in opposition to 
the bill by the Private Truck Coun- 
cil of America, Inc. It declared that 





Chicago Ford Salesmen 
Shoot for Las Vegas 


CHICAGO. — Chicago district 
Ford dealers have launched one 
of the largest car and truck sales 
campaigns in their history dur- 
ing July and August. Winning 
sales managers, salesmen, and 
their wives, will receive four-day 
vacations in Las Vegas (Nev.), 
plus a share of $12,000 in cash 
prizes. 

Sales managers win by attain- 
ing the highest percentage of ac- 
complishment in their combined 
June through August car and 
truck sales. Salesmen win by pil- 
ing up the greatest number of 
points based on the 300 and 500 
Ford salesmen’s club system. 
Winners will be announced the 
first part of September. 


the tax increases would impose a 
further burden on American motor- 
ists and be a severe setback to 
highway transportation. 


The council attacked a provision 
which would permanently freeze 
truck sizes and weights and would 
“effectively prevent states from 
improving their internal highway 
transportation system—an invasion 
of states rights which could seri- 
ously injure the economies of many 
states.” 


McQueen said that the trucker 
could not and would not pay the 
increased tax and that his only 
alternative would be to pass it on 
in higher rates. 

“The tire industry, the oil 
industry, the trucking industry 
and all other industries affected 
by this new law cannot and will 
not absorb this new tax burden,” 
he said. “They will simply be 





the collectors for the Govern- 
ment from the consumer.” 

McQueen concluded by declaring 
that these small defenseless com- 
munities, when awakened to what 
has been done through this new 
tax burden, will protest most vio- 
lently against the committee. 

In a statement on the same bill, 
George J. Burger, vice-president of 








Wace 


B SERVICE ABSORPTION 


Today’s National Average on Service Absorption is running 
UNDER 55%. Why? The following figures show the reason: 


SERVICE HANDLED 
BY COMPETITORS 


(Other than New Car Dealers) 


HERE’S A PLAN THAT 
COSTS YOU NOTHING: 


THE MACMILLAN GUARANTEED 


eo ince enenes 82% MAINTENANCE PROGRAM! 
Minor Repairs............. 78% 1. A much greater percentage of your new car 
Beator Repairs............. 60% buyers become steady, profitable service cus- 


: : ; tomers—more traffic. 
This business should be your busi- 


ness. You sold them the cars. Let’s 
act now to make sure that YOUR 
NEW CAR BUYERS become 
YOUR SERVICE CUSTOMERS. 
Macmillan is ready now to help you 
tie these customers to your Service 
Department. 


2. Seeing these customers every 1,000 to 1,250 
miles or every 30 days gives your service per- 


sonnel the opportunity to sell many additional 
services—more items per job ticket. 


3. Gives your Sales Department an additional 
sales tool to sell new cars. 


4. Gives your Sales Department the opportunity 

to keep in contact with the customer, increasing 

the chances of selling him another new car. 
ACT TODAY! 

Call your Macmillan Distributor for 

full details, or mail coupon. 


5. You buy nothing, pay nothing. All costs are 
borne by Macmillan and its Distributors. 





Unless your Service Absorption is satisfactory YOU 
CAN'T AFFORD NOT TO MAIL THIS COUPON NOW 


To Macmillan Petroleum Corporation, 
530 West Sixth Street, Los Angeles 14, Calif. 


Please rush full details of the Macmillan Guaranteed Maintenance 
Program. I understand that this is a plan to increase my Service 
Absorption, and that costs of the plan are borne by you. 











PLEASE PRINT CLEARLY MACMILLAN 
RING-FREE 
NAME : pen NS ta XTRA HEAVY DUTY 
MOTOR OIL 
ADDRESS ___ — —— - anes The only nationally dis- 
ee iy ee iin: eal tributed oil guaranteed to 


prevent hydraulic valve 
lifters from sticking and 
reduce engine ping. 


THIS COUPON IS A REQUEST FOR INFORMATION ONLY — THE WRITER IS NOT OBLIGATED. 
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the National Federation of Inde- 
pendent Business, told the Public 
Works Committee that he opposed 
the proposed revenue revisions in 
the highway bill. 


He said, it would be our rec- 
ommendation, that the original 
program as recommended by 
President Eisenhower be ap- 
proved, as that would be the 
only fair way to proceed. No one 
segment of the economy should 
be expected to carry the financial 
load necessary to further the 
highway program of the nation.” 
_ Burger, head of an independent 
tire sales and servicing firm, said 
the proposed changes in the bill 
would boost the tax on recappers 
from 40 percent to 50 percent of 
the proposed tax on new tires. 


He alse noted that the present 
excise taxes are levied on tire 
sales and servicing companies as 
soon as the tires and tubes are 
placed in the dealers’ possession, 
whereas the tire manufacturers re- 
tail stores do not pay the taxes 
until the product is sold to the 
consumer. 


Burger stated, “It is our belief 
that should the tax as recom- 
mended in this legislation as it 
applies to tire recapping be ap- 
proved by the Congress, such 
taxation would be in violation of 
original taxing measures as set 
up during the early history of 
this nation, as this proposed tax 
on tire rebuilding can only be 
classed as double taxation. The 
excise taxes now levied by the 
Federal Government are not now 
levied on ‘used’ materials. 

“The recapping segment of the 
rubber tire industry today is the 
only segment of that industry 
which remains in the hands of 
small independent business, and 
our concern, since our obligation 
is to independents in all lines of 
endeavor, is whether the Big Rub- 
ber interests, who have now gained 
nearly a 100 percent monopoly are 
on the march to get this remain- 
ing slice of business.” 

The House Public Works Com- 








Feting Sixth Year— 


John Chrusciel, salesman for Jerry Biel- 
field, Detroit Ford dealer, holds up an 
entry blank for the firm's sixth anniver- 
sary contest. The dealership is giving 
away the new Ford ‘wrapped for deliv- 
ery,” as well as a late-model used car, 
polish jobs, lubrications and sideview 
mirrors. Bielfield has tied in his anniver- 
sary celebration with Ford's summer ‘‘Sell- 
a-bration.” 





mittee, however, last week reap- 
proved the highway construction 
bill, 17-9, after making it a little 
easier on diesel fuel users and cut- | 
ting the tax on camelback rubber 
used in retreading. 

The committee also acted to ex- 
tend the new rates on these and 
other highway user taxes—includ- 
ing gasoline—to nearly 16 years 
instead of the 15 years provided 
for when the bill was first ap- 
proved. 

The diesel fuel tax is now four 
cents instead of five and the camel- 
back tax applies only to that used 
by large cars and trucks. The taxes 
will raise an estimated $12.4 billion 
during the 16 years. 


New Automatic Brake System | 
Operated by Accelerator 


GOWANDA, N. Y.—A new auto- 
matic brake for automobiles, trucks 
and buses that is said to reduce 
stopping distances up to 60 per- 
cent has been introduced by the 
Automatic Brake division of Hemp- 
hill, Inc. 

The vital part of the system is 
a metering control valve that is 
mounted on the engine or firewall 
and powered by vacuum. It elim- 
inates the use of the conventional 
foot brake pedal and operates in 
conjunction with the accelerator 
and brake system. 

With the new unit installed, an 
inch is added to accelerator travel 
which is divided into three zones 
of operation. The first three-quar- 
ter inch is the braking zone, the 
next quarter inch is for neutral or 
coasting, and the balance is for 
acceleration. 

The vehicle is stopped by relax- 
ing foot pressure on the accelera- 
tor. This eliminates the time and 
effort it takes to move the foot 
from the gas pedal to the brake. 


An additional feature is the|. 
“cruise control.” This permits the| | 
driver to maintain any desired) , 


Car ‘Supermarket’ 
Tells Why Public 
Should Buy There 


LAFAYETTE, Ind. — In a “dec- 
laration of independence from ar- 
chaic car buying methods” carried 
in @ newspaper advertisement, Re- 
gional Motor Sales — a nonfran- 
chised dealer handling new 1955 
models—has listed reasons why the 
public should buy from it. 

“We are not ‘captive dealers’ of 
any bank or finance company,” the 
ad said, “and do not have any floor 
plan charges that are added to 
your car purchase.” 

Regional told the public that its 
service garage does not have a cash 
register. “Only (free) 1955 model 
car warranty work is handled at 
Regional’s garage,” the ad said. 
“There aren’t any outside repair 
jobs accepted at Regional.” 





highway speed for prolonged peri- 
ods with the foot off the accelera- 
tor. 





Brain of the Brake— 


The brain of the Hemphill Automatic 
Brake system is this metering control 
valve, little larger than a man's fist, that © 
is mounted on the engine and powered © 
by vacuum. It operates automatically in 
emergencies when foot is removed from 
accelerator. 


No Brake Pedal Needed— 


The accelerator starts and stops this 
car. No brake pedal is needed. The secret 
is the automatic brake control held by 
this pretty model, which is mounted of 
the engine. The new device actuates any 
existing brake system and cuts stopping 
distance up to 60 percent over conven 
tional foot pedal operation, it is said. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 





Week Week dan, 1 dan, 1 
Ended Same Ended duly, To To 
duly 23, Week, duly 16, 1955, duly 24, July 23, 
1955 1954* 1955* To Date 1954* 1955 
AMERICAN MOTORS = 3,510 2,130 3,534 10,735 58,153 114,782 
EE Wadiouhdvcbutinevetidvioes 945 818 947 2,518 17,181 36,543 
ED: dipisiinlensivnivebenesce 2,565 1,312 2,587 8,217 40,972 748,239 
CHRYSLER CORP. .... 27,050 5,518 24,705 73,310 428,723 866,336 
EEE avccsedvetureversceies 4,450 853 4,093 11,759 62,326 123,512 
ee 2,100 173 2,280 6,429 41,992 86,324 
NEED Sesihiveneseconecesactsceies 5,500 146 4,389 13,325 74,502 192,513 
Plymouth .................... . 15,000 4,346 13,943 41,797 249,903 463,987 
FORD MOTOR. .............. 44,990 35,084 44,608 133,645 1,063,892 1,284,167 
NEE Guictesiavedutinnndentanivisceds 35,570 30,414 35,960 107,639 867,356 1,002,586 
SIE, Sevedecuceviecvevscsideccs _ kasant ; Oe ives «= sets 24,722 21,676 
SEE dintstestionsestecsvecse 9,420 4,093 8,648 26,006 171,814 259,905 
GENERAL MOTORS .. 92,346 59,981 91,879 276,768 1,768,663 2,363,691 
EE eceedorcitesavie ent lvictncinds 18,206 11,283 18,003 54,472 330,822 479,529 
SIND: sicivasiatsstdesevesve 3,200 2,521 3,175 9,605 12,622 91,806 
UNE Sevsersiveieceietseaee 43,800 29,087 43,408 129,876 882,980 1,068,818 
ED ads vcevesvorisnessep 15,140 9,904 15,211 46,076 261,749 374,489 
0 ee 12,000 7,186 12,082 36,739 220,490 349,049 
KAISER MOTORS ........__........ ee 14,424 6,661 
SEE” bh vubswWorsvscexsivas: -apsireok Me duis. _ Seduodaes 5,803 1,002 
SR hic picinvacniniuslé lig ee’ Same dae 8,621 5,659 
£2 ere 2,813 2,606 2,739 8,189 69,299 123,866 
SUS vicesinctccenresecssiaus 1,625 420 1,450 4,285 21,419 47,605 
Studebaker .................... 1,188 2,186 1,289 3,904 47,380 76,261 
Total Cars, U. S. ........ 170,709 105,350 167,465 502,647 3,403,154 4,759,503 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 dan, 1 
Ended Same Ended duly, To To 
duly 23, Week, July 16, 1955, duly 24, July 23, 
1955 1954* 1955* To Date 1954* 1955 
CHEVROLET ................. 9,600 6,372 10,102 29,947 208,238 226,916 
DIAMOND T ................ ; 125 57 117 303 2,045 2,976 
NIN” Scihascccctblsliessalsséax . Ae 80 234 2,049 2,068 
IIE” eccascisititisuieenadscebes 2,800 469 2,393 5,598 53,965 60,701 
I Ficcicensiiceichtinttaiaaeccout’ 6,200 6,056 6,925 20,625 188,453 214,670 
EE Saccicciaincssahectintdnasidas 2,400 958 2,339 6,690 50,630 57,014 
INTERNATIONAL ..... 2,945 1,352 2,715 8,614 61,286 79,410 
cca cichabaldtetiiesevene 390 153 360 1,060 4,100 7,857 
ssh ear adn ndeistisees 120 62 123 362 5,698 3,027 
STUDEBAKER. .............. 256 386 282 1,205 8,138 11,572 
WHITE tence 207 341 678 6,038 7,694 
NEED scdsissctnnvssdisecesosssens 1,830 1,456 1,825 5,121 37,598 45,110 
MISCELLANEOUS ..... 105 63 100 295 4,364 2,905 
Total Truck, U. S. .... 26,851 17,591 27,702 80,732 632,602 721,920 


jaan Oe eam 


Total Cars, Trucks, 


SIM agssessdscoVtsnennsstoitiends 197,560 122,941 195,167 583,379 4,035,756 5,481,423 
eS 


Total Cars, Trucks, 
I as Sai tartacsiiedadnns 12,340 


7,318 


12,200 38,010 272,387 318,125 





Grand Total, 
Cars and Trucks, 


U. S. and Canada ...... 209,900 130,259 207,367 621,389 4,308,143 5,799,548 
*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 





Car Production Heading 
For New July Peak 


(Continued from Page 1) 


increase from the previous week. 
Chrysler Corp., increasing Plym- 
outh, Dodge and Chrysler division 
output last week, jumped produc- 
tion to 27,050 units, a 2,345 unit in- 
crease over the previous week. 
* + * 


| i HOWEVER, probably marked 
the last week that Chrysler 
Corp. output will remain that high. 
Chrysler division closes its lines 
today in preparation for new-model 
changeovers, while Dodge and De- 
Soto are expected to suspend ’55- 
model output during the early part 
of August. Plymouth is expected to 


Hucksters Nabbed 
ao 
Crying Wares 

MANCHESTER, N. H.—(UTPS) 
—Three salesmen for a local auto- 
Mobile agency have been fined $10 
each after being found guilty on 
charges of “crying goods for sale 
on the street.” 

Police testified the men were ar- 
rested while attempting to conduct 
business on a street corner in the 
business district. They have ap- 
pealed the fines. 


go down the last week of August. 

Studebaker-Packard Corp., ham- 
pered by labor difficulties at its 
Studebaker plant in South Bend, 
was forced to give ground last week 

in its fight for top output among 
the Little Three. 

S-P scheduled only 2,813 cars last 
week, a drop of nearly 800 units 
from its normal pace, while Ameri- 
can Motors Corp. scheduled 3,510 
assemblies. S-P, however, still was 
running nearly 10,000 units ahead 
of AMC in the cars-to-date column, 
123,866 to 114,782. 

Kaiser Motors again last week 
did not schedule any car assem- 
blies. 

Truck manufacturers, current- 
ly producing at a 4,250 units-a- 
day clip, expect to build in the 
neighborhood of 107,000 commer- 
cial vehicles during July, an 11 
percent drop from last month’s 
118,944 trucks. 

Truck production last week was 
estimated at 26,851 units, a slight 
drop from the 27,702 trucks assem- 
bled the previous week. White Mo- 
tor Co. in Cleveland closed its lines 
for two weeks due to the company- 
wide vacation period. It will return 
to production on Aug. 8. 








C of C Survey Shows... 





Family Autos Trim 
Rail, Bus Revenues 


WASHINGTON.— The continued 
rise of popularity of the family 
automobile as a means of travel 
continued to cut into both railroad 


Buick Conducting 


Shop Refreshers 


FLINT.—Buick has developed a 
new “Tune Care” training program 
for dealership mechanics which is 
being offered at the 29 General 
Motors training centers. 

E. J. Krause, Buick general serv- 
ice manager, said the classes were 
designed to teach mechanics about 
adjusting and tuning the more 
complex, high-powered engines 
used in today’s cars. 

The two-day program includes 
instruction in the use of new test- 
ing equipment to pinpoint trouble 
spots in the engine as well as spe- 
cial work on the testing and over- 
hauling of distributors and gener- 
ators. 


and bus passenger revenue during 
the first half of 1955, according to 
a transport survey by the U. S. 
Chamber of Commerce. 


However, all major freight car- 
riers easily surpassed last year’s 
tonnage marks for the period and 
the industrywide outlook is one of 
confidence, the survey reported. 


It noted that auto production 
is running far ahead of 1954 and 
new-car sales have set alltime 
records for every month of 1955 
except January. 


These sales and the strong used- 
car market reported have put many 
more U. S. families on wheels and 
have taken more out of the mar- 
ket for bus and rail passenger con- 
veyance. 


A bright aspect of the bus pic- 
ture noted by the chamber’s survey 
was that the passenger-mile loss of 
the bus lines was offset by sub- 
stantiial increases in charter and 
special-service travel. 





NADA Expert Testifies . . . 





Asks Territory Security 


(Continued from Page 3) 


and discriminatory in fact is basic- 
ally unsound,” Hewitt said. 

The witness denied that terri- 
torial - security clauses would 
promote price-fixing by new-car 
dealers. He observed that dealers 
exercise little contro] over the fac- 
tors that determine prices or 
profits. 

“There is no substantial evidence 
in the economic history of the au- 
tomobile industry that indicates 
that these provisions were used to 
restrain trade or to cause higher 
prices to the consumer,” he de- 
clared. 

Hewitt pointed out that terri- 
torial security is almost as old as 
the auto industry itself. The 1912 
Ford franchise, he stated, pro- 
vided that a dealer could forfeit 
his deposit and risk immediate 
cancellation for penetrating a 
competitor’s territory. 


“Automobile dealers handling the 


a 
Price Foresees 
9 : 9 
36 Topping ’55 

ALBUQUERQUE, N. M.—A pre- 
diction that 1955 will be the great- 
est year the automobile industry 
has ever had and 
that next year 
will be even bet- 
ter was voiced 
here by Hickman 
Price jr., presi- 
dent of Willys 
Overland Export 
Co. and sales 
vice - president of 
Willys Motors. 

While visiting 

: dealers in Albu- 
Hickman Price jr. querque, Price 
spoke at a luncheon given by A. 
Ray Baker, New Mexico and West 
Texas Willys dealer. 

Price stated that his firm had in- 
creased its business 70 percent for 
the first six months of 1955 as com- 
pared with the same period in 
1954. 

As for next year? “I’m very, very 
optimistic,” he said, “I believe it 
will keep climbing.” 


Achtung! 


Volkswagen a Comer 


In Columbus 


COLUMBUS, O.— The invaders 
have scored a success. 

In the first 15 days of July here, 
Volkswagen—the imported German 
beetle, outsold such American 
makes as Hudson, Lincoln and Stu- 
debaker, tied with Packard and 
breathed hard on the heels of Nash. 

Ten Volkswagens and Packards 
were registered, compared with 
six Hudsons, Lincolns and Stude- 
bakers and 13 Nashes. 


same makes are not in fact ‘inde- 
pendent’ businessmen,” he said. 
“There is in fact a close mutuality 
of interests between dealers of the 
same make. All such dealers are 
extensively controlled by the same 
manufacturer... 


“The present situation affords no 
rational explanation why efficient 
dealers of the same make will sur- 
vive and inefficient ones be elim- 
inated. Territorial security clauses 
would put competition back on a 
rational basis in terms of the long- 
run consumer interest.” 


In discussing the lack of legal 
protection in dealer franchise 
agreements, Hewitt noted that all 
factories but Ford and Studebaker 
provide maximum one-year con- 
tracts. The Ford and Studebaker 
agreements are of indefinite dura- 
tion but may be cancelled on short 
notice—10 days for Studebaker and 
90 days for Ford. 

Hewitt holds both a law degree 
and a master’s degree in business 
administration. He is working to- 
wards a doctorate in business ad- 
ministration at Indiana University. 
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Obituaries 


Frank A, O’Hear 


BIRMINGHAM, Ala. — Frank O’Hear, 
president of Brownell-O’Hear Pontiac Co., 
died July 14. He had been in the automo- 
bile business here for 27 years. 


* * * 


Philip Wienecke Sr. 


BALTIMORE.—Philip Wienecke sr., 83, 
a Nash dealer for 20 years until his retire- 
ment six years ago, is dead. Before sign- 
ing with Nash, he handled Studebaker, and 
prior to that, Chevrolet. 

+ * + 


Harold T. Dow 


BUFFALO.—Harold T. Dow, 65, former 
president of Spring Perch Co., Inc., auto 
spring manufacturer, died July 9. He had 
retired last year after serving with the 
company 40 years. 

+ + + 
H. Eugene Cameron 

WILKES-BARRE, Pa.—H. Eugene Cam- 
eron, 58, a dealer in this area for many 
years, died of a heart attack July 11 in 
Fort Lauderdale, Fila. 

* a * 
Edward C. Ferensen 


CHICAGO.—Edward C. Ferensen, 55, of 
Western Springs, Ill., died July 12. He was 
a service executive for Diamond T. 


* * . 
Carl K. Schwartz 


ELKHART LAKE, Wis.—Carl K. 
Schwartz, 70, inventor of the cost-comput- 
ing gasoline pump, died July 13 at Sheboy- 
gan Memorial Hospital. Mr. Schwartz held 
patents for more than 100 inventions, many 
of which were used by businesses all over 
the world. 


Montreal Rejects 
24-Hour Dealers 


MONTREAL. — The City Coun- 
cil—by a close 36-35 vote—has re- 
jected a proposal to permit auto- 
mobile dealers to remain open 24 
hours a day. 

However, as it requires a two- 
thirds vote of members present 
either to approve or kill a measure, 
it has been sent to the executive 
committee for “further study.” 

After the meeting, Roger Lang- 
lois (Chrysler - Plymouth - Fargo), 
deplored the decision. He said 90 
percent of car sales are made after 
5 p.m. Present closing hours are 7 
p.m. Monday through Thursday; 10 
p.m., Friday, and 11 p.m., Saturday. 





New Accessory Relieves 


Tired Throttle Foot 


WASHINGTON. — Frank Pav- 
lik jr. and Roy D. Pavlik of Ken- 
ilworth, IIL, have patented an 
accessory which promises the 
motorist relief for his tired throt- 
tle foot. 

The apparatus includes a but- 
ton on the steering wheel. When 
depressed by the driver, the but- 
ton holds the accelerator at the 
desired level. When he releases 
it, or if he touches the brake or 
clutch, the engine drops to idl- 
ing speed and he must use his 
foot again. 
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WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 
DETROIT 26, MICH. 


HELP WANTED 


SERVICE MANAGER — Suburban Harris- 
burg, Pa. Progressive 200 car GM deal- 
ership needs qualified man to handle all 
phases of service operation. Salary and 
bonus. This is an unusual opportunity. 
Full particulars first letter. Box 5157, 
c/o Automotive News, Detroit 26. 


FORD DEALER IN New England needs 
volume minded sales manager. Well fi- 
nanced large metropolitan area. Will pay 
top money and share of profits. Must be 
able to hire, train large sales force. Our 
employes know of this ad. Write Box 
5158, c/o Automotive News, Detroit 26. 





COMPLETE PROTECTION G@ 
AUTOMOTIVE NEWS’ READ 
Automotive News will not divulge 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies diréct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser igs one you have mentioned; 
otherwise it will be forwarded tm- 

mediately to the advertiser. 








HELP WANTED 


DISTRICT MANAGER FOR automobile 
manufacturer. District open in the south- 
east. Experience preferred in some phase 
of the automobile business. Must be 
capable of working and closing open 
points and have sales and promotional 
ability to work with dealers. Excellent 
remuneration to right party. Rush in- 
formation regarding self to Box 5143, 
c/o Automotive News, Detroit 26, 


SALESMEN WANTED. Interested in a 
good, steady income. Sell to new and 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items. Many 
territcries open. No objections to non- 
conflicting side ‘ine. Our representatives 
know of this ad. Fabric Mfg. Co., Box 
123, Newark, N. J. 


the NEW CAR SALES MANAGER wanted by 


Chicago's best potential DeSoto-Plymouth 
dealer. Must have a punch to produce 
solid and above average volume sales 
and give 100% cooperation. Salary and 
percentage basis. In reply give 10 years’ 
resume. Don’t answer unless you can fill 
the bill. Box 5144, c/o Automotive News, 
Detroit 26. 





WANT ADS 


(Continued on Page 46) 
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HELP WANTED 


TRUCK SALESMEN—We are paying up 
to 50% of gross profit to truck salesmen, 
with drawing account and protected ter- 
ritory to those who can qualify. Houston 
is really a city of opportunity with over 
5,000 GMCs running the streets. General 
Truck Sales, 4104 Harrisburg Bivd., 
Houston 3, Texas. 
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DEALERSHIPS AVAILABLE 


FOR SALE—DEALERSHIP handling H i- 
son and Rambler. City 50,000—10 mi: es 
from Los Angeles. Parts and equipment 
also body shop and spray booth. Estzo- 
lished 10 years. Health reasons. Appro«i- 
mately $15,000. Box 5101, ¢/o Autorro- 
tive News, Detroit 26. 


AGENT FOR DEALERSHIP—largest of 
an independent line. 400 car quota. | ‘«- 


HELP WANTED 


AUTO COLLISION ESTIMATORS in the 
New York metropolitan area. Must be 
able to write own itemized estimate. 
State experience in reply. Good salary 
and car expense. Box 5145, c/o Automo- 
tive News, Detroit 26. 


LARGE DEALER WITH leading make car, 
expanding with new 1500 car franchise 
in the east, needs new car manager, used 
car manager, office manager, service 


HELP WANTED 


AUTO FINANCE OPERATIONS manager. 
Large regional automobile sales finance 
company, established many years, has 
opening for man with a background of 
successful experience in branch manage- 
ment or as operations manager for group 
of auto sales finance company branches. 
Salary and profit sharing bonus com- 
mensurate with responsibilities. Many 
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to display ads 


employe benefits. Unusually good oppor- 
tunity for man who can qualify. Give 
age, education and experience. Box 5146, 
c/o Automotive News, Detroit 26. 


manager. Wonderful opportunity to grow 
with established and responsible dealer. 
Our men know of this ad. Give full de- 
tails in first letter. Replies held in strict 
confidence.. Interviews arranged at our 
expense. Box 5121, c/o Automotive News, 
Detroit 26. 


CHEVROLET 
PARTS MANAGER 


We are looking for an experienced Chevrolet 
Parts Manager to handle long-established 


SALES OR GENERAL MANAGER — 15 
years’ Ford and Chevrolet experience, 
executive capacity, organizing, coordinat- 
ing, selling new and used cars—trucks. 
Very capable of managing entire dealer- 


sirable location, Detroit. Favorable lea:e. 
Exceptionally large service income. We ‘n- 
vite your inquiries. Box 5117, c/o Au‘o- 
motive News, Detroit 26. 


OLD ESTABLISHED DEALERSHIP han. 


dling Chevrolet and Pontiac in south 
Mississippi. 150 car Chevrolet contract. 


Sales Representatives 
Wanted 


To sell and supervise installation and 
operation of unusual merchandising 
program. No competition; franchise 
agreement available. Dealer contact 
experience of automotive background 
in sales or service required. Our sales 
representatives enjoy permanent, dig- 
nified, high income bracket positions. 
Program approved by major automo- 
tive manufacturers and sold interna- 
tionally. Expansion program provides 
immediate openings over the entire 
U. $., Canada and Alaska. 


Write Sales Engineering Institute, 


ship on large volume and profitable basis. 
Can handle and train salesmen—know 
-_parts and service. Aggressive, energetic, 
sound and mature judgment. Now run- 
ning large Ford deal, Prefer southeastern 


parts department in a one-dealer town of 
100,000! We want an aggressive man who 
has know-how, is willing to work for the top 
salary and commissions we'll pay him, and 
he now lives South of the Ohio River. We| ‘state. Box 5148, c/o Automotive News, 
want a top man! Do you qualify? Write and| Detroit 26. 


tell us about yourself—age—marital statu | ppayELING SALES POSITION as manu- 
number of children—past experience—etc. facturer’s representative desired by ex- 
perienced salesman, 34 years old with 
college background. Executive ability. 
Prefer automotive or kindred lines. Best 
references, Prefer position with advance- 
ment possibilities, Presently employed— 
approximately $7,500 in 1954. Advance- 
ment limited however. All replies an- 
swered. Prefer Virginia, West Virginia, 
western Carolinas with Norfolk or Rich- 
mond headquarters. However, will con- 
sider other locality. Reply Box 5149, c/o 
Automotive News, Detroit 26. 


New building. Farming, dairying, {:c- 
tory payrolls. Box 5086, c/o Automotive 
News, Detroit 26. 


OLD ESTABLISHED DEALERSHIP han- 
dling Dodge-Plymouth. Gulf coast area. 
Parts, equipment and fixed assets only 
Unusual lease 50% under today’s mar- 
ket. Consider partial payment, balaice 
monthly. Potential 1,500 units. Doctor 
says retire. Opportunity of a lifetime for 
a@ real operator. Box 5058, c/o Automo- 
tive News. Detroit 26. 


EXCELLENT ‘“‘BIG THREE’’ dealership. 
Well equipped and manned for purchaser 
who can qualify financially and other- 
wise with factory. Strictly retail oper- 
ation in prosperous city of 150,000 in 
southwest. Excellent lease and no real 
estate to buy. This is a set-up in which 
you secure immediate possession and 
begin without a pause. Many years’ suc- 
cessful background. Because of this being 
a large dealership, your inquiry should 
reveal your ability to handle. This is 


SERVICE MANAGER for northern New 
Jersey dealership—Ford or Mercury ex- 
perience. Man needed must really man- 
age all phases of service operation. Top 
salary plus percentage. Write full par- 
ticulars first letter. Box 5133, c/o Au- 
tomotive News, Detroit 26. 


SALESMEN 


We want automobile salesmen who are inter- 
ested in going all the way—that is to have 
your own dealership and life-time security. 
We, being the world's largest General Mo- 
tors dealers, are interested in hiring top- 
notch smen who have the desire to be- 
come dealers. We want men that are good 
automobile salesmen with the desire and de- 
termination to go forward. If you are a top 
producer and cannot see any immediate 
rospect for advancement where you are, get 
in touch with me right away. Keep in mind 
that you must be a leading salesman. 


Write Box 5171, ¢/o Automotive News, 
Detroit 26 


DISTRICT SALES MANAGERS 


Large automobile manufacturer has openings 
in several locations for experienced district 
sales managers or for men with successful 
automotive sales experience who are capable 
of building a dealer organization and assist- 


MANAGER USED CAR DEPARTMENT. 
Prefer new car dealer any place in Flor- 
ida. Furnish top references. Complete 


Iinc., P.O. Box 150, Detroit Lakes, 
Minn., giving full details and rec- 
ommendations; appointments will 
be arranged. 


LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 


MIDDLE ATLANTIC 


NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—Oavid 8. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 


“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


MANHEIM AUTO 


AUCTION 
MANHEIM, PA. 
On Route No. 72—4 Miles Off 
Pa. Turnpike 
10 year continuous operation 


Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.A.A.A. 


Phone Manheim 5-2401 


On U. S. Poute 20A 


Phone E 1254 
324 West Main Street, Fort Wayne, Indiana 


Call or Write Charlie Burnham 
MILNER CHEVROLET 


Fort Worth, Texas 
Northcliff 8211 


MIDDLE ATLANTIC 


NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 


On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 


EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 
At 12:30 P.M. — KE. 1-9694 


MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 


All Checks Insured by Fidelity Ins. Co. of Tenn 


Your Good Will—Our Most Valuable Asset 
Phone 9009 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P.M. 

OPEN ALL NIGHT MONDAY 

Phone E 5209 


We Guarantee Checks 
Dealers Only 


EAST NORTH CENTRAL 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located ¥% mile from Detroit City Limits 





ing with marketing problems, Prefer college 
graduates, age 25-40. Company car and ex- 
penses. Excellent opportunity. Reply Box 5138, 
c/o Automotive News, Detroit 26, giving 
details of experience, personal qualifications 
and snapshot. 


knowledge all departments. Box 5150, 
c/o Automotive News, Detroit 26. 





WANT POSITION WITH any ‘Big Three’’ 
dealer as general manager with oppor- 
tunity to buy in. Am general manager 
of small dealership. Age 39, married. Can 
close new car deals and appraise used 
cars. Knowledge of parts and service. 
Can get factory approval. Box 5135, c/o 
Automotive News, Detroit 26. 


CHEVROLET ASSISTANT parts manager, 
experienced all phases, desires manage- 
rial position with future. Box 5081, c/o 
Automotive News, Detroit 26. 


PILOT SALESMAN DESIRES position 
with new car dealer, All replies acknowl- 
edged. Box 5159, c/o Automotive News, 
Detroit 26. 


AUTO SALES CLOSER, 18 years’ experi- 
ence in closing and readjustments. Ex- 
pert pencil man and on appraisals. Capa- 
ble manager. 40 years old, married, 
reliable. Chicago area only. Armitage 
6-9605 after 6, Chicago, IIl. 


AUTOMOBILE SALES MANAGER with 
over 15 years’ experience in the retailing 
of new and used cars. Can train and 
work with salesmen. Have worked with 
“Big Three.’’ Desire a change. Box 
5160, c/o Automotive News, Detroit 26. 


CHEVROLET PARTS MANAGER, now 
employed, desires permanent position 
with aggressive dealership. Sixteen years’ 
experience as parts manager of dealer- 
ship selling $15,000 to $25,000 parts per 
month. Age 33, married. Best of refer- 
ences. Box 5147, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


DENVER, COLO. DEALERSHIP. Climate, 
uranium and oil making Denver a great 
place to live in the midst of a business 
boom, Present owner has other interests. 
Must move immediately. Box 5172, c/o 
Automotive News, Detroit 26, 


GM 200 CAR DEALERSHIP in fast grow- 
ing county seat trading center—90 miles 
NYC. Sell or lease modern building with 
adjoining paved used car lot. Box 5162, 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE. Established 
many years handling Pontiac. City on 
east coast—over million population. Ex- 
cellent lease. New equipment. Large 
service business. Box 5163, c/o Automo- 
tive News, Detroit 26. 


NEW CAR AGENCY. Owner’s net earn- 
ings $323,203 past 8% years. Monthly 
average over $3,200 profit. Busy beauti- 
ful town near Tacoma, Wash. Only 
$10,000 in parts and factory tools to buy. 
Exceptional opportunity for live wire 
with America’s fastest selling independ- 
ent. Write Box 5164, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING one of the 
**Big 3’’ in Madison, Wis., doing in ex- 
cess of 3 million a year. Excellent facil- 
ities and making a profit. Single dealer 
town over 150,000 potential. One of the 
best dealerships in the north central 
states. Owner wants to retire. $150,000 
will handle. Box 5137, c/o Automotive 
News, Detroit 26. 


WELL ESTABLISHED DEALERSHIP— 
One of ‘‘Big Three’’ within a radius of 
30 miles of Times Square. Handling about 
800 cars per year. Present owner desires 
to move to other climate for reasons of 
health of family. Good lease, equipment, 
machinery and inventory for sale. Box 
5161, c/o Automotive News, Detroit 26. 


EAST NORTH CENTRAL 


HOME OF GUARANTEED 
CHECKS 


MOBILE'S INC. 


Ohio's Largest Automobile Dealers’ 


WHOLESALE AUCTIONS 


COLUMBUS—FRIDAY 
DAYTON—TUESDAY 


GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ame west of Grandvilie 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Deaiers Only 
Auctioneer: Col. W. E. ‘Bill’ Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 


Insured Checks and Titles 


MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 


Sale Every Monday—11:00 a.m. 





Owners: 
Francis R. Cassell 
Carroll Kopfer 


Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 
Auctioneers: : 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 


For Sale — Large 
Successful Dealership 


Only Dodge-Plymouth Dealership in 
expanding southern city of 200,000. 
Profitable operation by single owner 
for nearly 20 years. Excellent lease, 
completely equipped modern set-up, 
in full operation by experienced per- 
sonnel. Deal direct with owner. An 
unusual opportunity if you can qualify. 


Crossroads 


- . . where they meet .. . buyers 
Box 5141 c/o Automotive News, 


new ond used cor Detroit 26, Michigan 


and sellers ... 


owners ad—no agent. Box 5132, c/o Au- 
tomotive News, Detroit 26. 


DEALERSHIP AVAILABLE HANDLING 


Buick—Alabama. Located on two main 
highways. Good lease and building com- 
plete. Extra nice display room and used 
car lot. Trade area includes thirty towns. 
J. 8. Webb, Box 444, Demopolis, Ala. 


DEALERSHIP 
FOR SALE 


HANDLING 
BUICK — PONTIAC 


250-300 Car Potential 


Well established 
Finest location 


Replies will be kept in strictest 
confidence 


Box 5167, c/o Automotive News, 
Detroit 26 


One of Top Two 
San Joaquin Valley, Calif. 


300 CAR POTENTIAL 


Established Many Years. Above Average 


Profit. Buying Larger Deal. 
No Real Estate or Used Car Inventory 


Box 5168, c/o Automotive News, 
Detroit 26 


DEALERSHIP HANDLING FORD and 


Mobilgas. 88 miles from metropolitan 
competition. 60 car or more potential. 
On well traveled U. S, highway. New 
building with showroom and three serv- 
ice stalls. Adjoining used car lot. $12,000 
will buy all parts and equipment. Over- 
head exceptionally low. Box 5151, c/o 
Automotive News, Detroit 26. 


FOR SALE—DEALERSHIP handling Stu- 


debaker-Packard in growing California 
valley town, 30,000 trading area. Present 
rate is 100 units with a much greater 
potential. Stock and equipment $25,000 
with lease on modern quarters. Box 5152, 
c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING FORD in pros- 


perous Iowa county seat town, Sales in 
1954 — $450,000. Complete facilities. 
Owner retiring. Box 5153, c/o Automo- 
tive News, Detroit 26. 





DEALERSHIP HANDLING FORD. Town 


3,000, eastern Kansas. 75/100 unit fran- 
chise. Established 15 years. Owner sell- 
ing because of health; first time offered 
for sale. Factory approval necessary. 
Buy parts, equipment only; lease or sell 
excellent modern dealership building. Box 


5154, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 





WILL PURCHASE General Motors, Ford 


or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4992, c/c Auto- 
motive News, Detroit 26. 


WILL PURCHASE “BIG THREE” dealer- 


ship—250-500 cars in Conn., southern 
Mass. or Rhode Island only. No used 
cars. Prefer lease building. Might con- 
sider equal partnership with buyout bal- 
ance later. Box 5128, c/o Automotive 
News, Detroit 26. 


CADILLAC - OLDSMOBILE 
DEALERSHIP WANTED 


In Southwest 


iti EI ts He lat oat Sills Bay 


tor A INT 


rel 


we ee 


Will consider any Cadillac dual and any 
Factory approval assured. All in- 
quiries will be answered immediately cnd 
confidentially. 


dealers. They meet at the dealer auc- 
area. 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


tions of the nation . . . and on the 
pages of Automotive News. 


For Quick Results 
Use Automotive News 
WANT ADS 


19241 DIX-TOLEDO HIGHWAY (U. &. ROUTE 25) 
MAELVINDALE, MICHIGAN 


Fidelity Insered Checks 


You will reach both groups through 


dn od ta Automotive News. Box 5156, c/o Automotive News, 


Phone Dunkirk 3-0150 Detroit 26 








ent 





DEALERSHIP WANTED 


PARTS FOR SALE 





—~_ i 
EXPERIENCED AUTOMOBILE dealer with 


ample finances interested in securing 
Dodge-Plymouth or Chrysler-Plymouth 
franchise. Can qualify with factory. Pre- 
fer narket of 400 units upward, West, 
southwest or Rocky Mountain location. 
All replies strictly confidential. You can 
be assured this is not a factory or 
agen's &d. Box 5129, c/o Automotive 
News, Detroit 26. 


~~ BUSINESS OPPORTUNITIES 


— 


AUTHORIZED DEALERS 





Are you interested in year-round new car | 


soles and service department volume? A 
nation-wide fleet leasing company is pre- 
paring to place 1956 car and truck orders 
in all areas. Your letterhead will bring 
all details and a profitable opportunity to 
porticipate with prestige accounts. 


Write Box 5166, c/o Automotive News, 


: 
{ 
3 


Detroit 26 





FLORIDA MOTEL. Eight units plus own- 
er’'s two bedroom apartment on Treasure 
Island. One year old, masonry construc- 
tion, sea wall, dock, ultra modern equip- 
ment and furnishings, beautifully land- 
seaped, air conditioning — price $80,000. 
Required cash $45,000. Might consider 
home as part payment. Illness forces 
sale. Write owner. Milo A, Taylor, 260 
108th Ave., Treasure Island, St. Peters- 
burg, Fla. 





BUSINESS CARDS—Priced $2.95 to $7.25 | 


for 1,000. Samples. Scull’s, Dept. G, 121 
West 25th Ave., Wildwood, N. J. 





AUTO DEALERSHIP—Top location. 
Good return with or without real estate. 
Box 5155, c/o Automotive News, Detroit 
26. 





DEALER SERVICES 


INVENTORY SERICE 


Parts and Accessories 








Ex- | 
cellent franchise. Wonderful opportunity. | 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct--C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sorable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





FOR SALE 


Quantity 
1954 and 1955 


Complete Chevrolet 
Front Axle Assemblies 


Box 5169, c/o Automotive News, 
Detroit 26 





CARS WANTED 


CADILLAC, CHRYSLER, DeSOTO eight 


passengers wanted. Cash or liberal allow- 


CARS FOR SALE 


1948 LINCOLN CONTINENTAL converti- 
ble black with red leather upholstery— 
radio, heater and overdrive. 35,000 ac- 
tual miles. Body in excellent condition. 
Needs new top. Has new Oldsmobile 
motor with only 4,000 miles, Best offer 
will buy. Call or write Courtesy Motor 
Co., Ine., Johnson City, Tenn, Phone 
1300. 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - 
Uphoistery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymoeths — Fords — Chevrolets 
1 te 506 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA 
SARATOGA 7-230 





Heaters 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a large number of 
1953 and 1954 fleet leased cars. Many 


| makes and body styles. We can deliver 
| most locations. 


Phone or write for infor- 


mation. 
Robinson Auto Rental Div. 
| 229 S. Hanson St. Philadelphia, Pa. 


1. €. Spatig, Used Car Manager 
Sherwood 8-1500 





ance. Sharp late models. McClintock- 
e CERTIFIED REPORTS ad | Cadillac, Phone IV _ 7-5046, Lansing, 
Obsolescence Disclosed | Mich, 





Shortage of Overage Established 


TRUCKS FOR SALE 
FIFTEEN (15) MECHANICAL handling 


e 

& 

@ Inventory Investment Evaluated 

@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. | 


| WE BUY STATE, COUNTY, city and fleet 


owned cars. What do you have to offer? 
Keller’s Automotive Service, R. D. No. 1, 
New Cumberland, Pa., Phone Harrisburg. 


model 414 auto hauling trailers for sale. 
$600 each. Phone Atlantic 7-1545, Dallas 






SAVE MONEY CEdar 3-4565. 


Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 | 


For Quick Results 
Use Automotive News 
WANT ADS 











HELP WANTED 


WANTED! 


AUTOMOTIVE DISTRICT MANAGERS 
ZONE MANAGERS 

MERCHANDISING MANAGERS 
BUSINESS MANAGEMENT MANAGERS 


Rare Opportunity 


Rapidly expanding American Motors Division 
has openings for qualified automobile men who 
can produce in the above positions. This could 
very likely be just what you’ve been looking 
for—a chance to grow in a growing situation! 


Interviews arranged by letter only. Write: 


N. K. VanDerzee 
Vice-President in Charge of Sales 


HUDSON MOTORS Division 


American Motors Corporation 
Detroit 32, Michigan 











Southern California Chevrolet Dealer needs 


SALES MANAGER 
TRUCK SPECIALIST 
SALESMEN 


8 years in single dealer suburban Los Angeles city where rapid growth makes _continu- 
©us expansion necessary. Ideal climate and living conditions. We are growing with 
the community, but continue to do business on personal, friendly basis. No 
dealing high-ballers"’ need apply. Local potential 80 cars, 20 trucks a month. 
SALES MANAGER—Prefer Chevrolet retail experience. Capable of hiring, training, 
and directing sales personnel. Good closer with record of past accomplishments and 
willing to prove ability in this market. Salary plus commission and yearly bonus. 
Please send full resume which will be treated in full confidence. 

TRUCK SPECIALIST—Excellent market for man who likes trucks and willing to work. 
Percentage gross override and yearly bonus. 

SALESMEN—Won't insult your intelligence with ridiculous income claims, but our 
commission plan plus yearly bonus and liberal employee policies give a good sales- 
man Opportunity for top money and pleasant work. All replies to: 


Box 5170, c/o Automotive News, Detroit 26. 












“fast 









& Mavis Forwarding Co., Inc., South 
Bend, Ind. 
HOLMES wrecker, heavy 


FOR SALE: 
| duty, serial No. HI 6587, Cat. No. W35E, 





mounted on 1953 Ford F7, 144’’ wheel 
base, 6 cylinder, mileage 11,202. Dealer- 
ship owned, excellent condition, heavy 


duty Braden front end winch, all neces- 
sary wrecker attachments. Registered 
ready for service. This equipment too 
heavy for our business. Will sell or trade 
for $2,500. Cade Motor Co., P. O. Box 
352, Bryan, Texas. 


WRECKER — 1953 Dodge i1-ton express. 
Complete Ashton equipment. All power 
complete and ready to work, Excellent 
condition. $1,750. Myers Auto, Box 802, 
Phone 9285, Alliance, O. 


TRUCKS WANTED 
WANTED—GOOD USED fire truck. At 
least 500 gallon pump capacity. Contact 


Nolan Motors, 489 W. Main St., Spar- 
tanburg, S. C. Phone 2-0341, 


WANTED 


Old Sandow Motor Truck and Taxi. 


State condition and furnish photo. 





K. Wm. Beach Mfg. Company 
Springfield, Ohio 


BUSES WANTED 


WILL BUY USED school buses-—36 to 66 
Passengers. One or twenty, also airpor- 
ters. Dealer, Box 4993, c/o Automotive 
News. Detroit 246 


ACCESSORIES FOR SALE 








AUTO SAFETY BELT 


Revolutionary with split second re- 
lease and metal-on-metal locking 
device 


The strongest, most durable, best looking 


belt on the market. 


Send for further details. 
SAF-T-LOK COMPANY 


Box 2625 St. Louis 16, Mo. 


RADIOS — AUTO — RADIOS 


1953-4 Dodge Auto Radios 
8-Tube Custom—Excellent Value 


Write or Call 






(We also buy and sell all types of 
Auto Radios) 

MOZEL - AUTO - RADIO - CENTER 

4041 Fenkell — Detroit * Mich. . 


UN 1-0350 IN 1-6931 











ANTIQUE CARS FOR SALE 


COLLECTORS ITEM. 1937 Chrysler 6 
convertible sedan. This car is absolutely 
beautiful and simply brand new. Sell or 
trade on Cadillac. Phone Deerfield, Mich. 
211 or write 146 Carey. 

















For Quick Results 
Use Automotive News 
WANT ADS 









HOT CAR—$50 REWARD for information 


BENNETT - FERAGEN CHASSIS  dyna- 





BEAR HEAVY DUTY, No. 900-830 


FOR SALE—WE ARE closing out our dis- 
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MISCELLANEOUS 
CAR RECOVERY 


A has mE | 
the opportunity of 
stolen property and possibly winning 
ic eee 


Ra 


ar) 
helping to 


column Eth 


fa 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 


Or, through this column 
eit 


perhaps 
stolen 


we 


can you recover a io: aL 


find tha party who gave you a worth- 


the 


placing 


Alert dealers all 
the fastest time by 
an ad in this section 


less check ee Ls 


country in 


(Seo rates, opposite page) 


leading to recovery of 1950 Ford fordor, 
8 cylinder. Color light green, motor No. 
PODL 159201, 1955 Texas License No. 
NY 1171. Call collect: John Bogard, Cade 
Motor Co., Bryan, Texas. 


SHOP EQUIPMENT FOR SALE 


MOTO-MATIC 
TOW e GUIDE 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 


mometer, model TG-138. Capacity 20,000. 
Maximum speed 80 mph, Fits level with 
shop floor. Used very little. Cost about 
$3,000. Make us an offer. Courtesy Mo- 
oo” Inc., Johnson City, Tenn, Phone 


(pit- 
type) frame straightener, with heavy 
duty turning radius gauges for front end 
wheel alignment, toe-in tester and wheel 
remover. Complete with all frame and 
front end attachments. Used several 
years—just like new. Priced to sell— 
$1,500. Write Stern Auto Body Shop, 
P. O. Box 109, Waupun, Wisc. 


tributorship on Bay lifts. Automobile 
lifts, list price $285—sale price $200 fob 
Xenia, Ohio. Truck lifts, $375 list—sale 
price $260 fob Xenia. Chenoweth Motor 
Co., 301 8. Detroit St., Xenia, Ohio. 
Telephono 2-6947. 


SHOP EQUIPMENT WANTED 





| PILOT DISTRIBUTING 





| WILL BUY INLAND radiator flow testing 


COMPANY 
BATTLE CREEK 9, MICH. 


machine. State model, year, lowest price, 
— 5165, c/o Automotive News, Detroit 











MAILING LISTS Phone WO. 2-5257 All Dept's. 





DEALERS’ 


MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 
list. April, 1955 checked. On addressed | 
labels, 32M, $14 per M. Box 5173, c/o 
Automotive News, Detroit 26. 


“Leaders In The Industry" 
Since 1939 





PERFORMANCE 


Factory Sales Division 





CARS WANTED 


~x~ *§ * 


CLEAN UP YOUR 
USED CAR PROBLEM NOW! 


Turn Your Used Cars Into Cash 


* * * 
Call — Write — Wire 


R. S. HENRY | 


New Brighton, Pa. 
Phone N.B. 7637 


Any make, model or quantity from 1955 on down 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 
All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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RING IRON 


Long favorite for Diesels... 
Now used in passenger cars! 


> 
\an 


@ Cyclan combines the wearing quality of cast iron with the strength of steel. 
®@ outperforms any ring in the top groove. 
®@ available with or without chrome facing. 


@ developed by Sealed Power metallurgists and exclusive with Sealed Power. 


Among Cyclan’s many advantages... 


Cyclan retains the bearing characteristics of cast iron. 


Cyclan has extra high impact value for resisting shock. 


Cyclan rings are especially durable in super-charged engines. 


Cyclan can be readily chrome-plated, but functions efficiently without plating. 


+ 
* 
@ Cyclan rings retain their true shape even after considerable deflection. 
a 
e 
& 


Cyclan is available for original equipment rings in heavy duty engines and 
passenger cars. 


Some Sealed Power Cyclan Ring Sets are available for replacement use 
now. Others will follow soon. 


Let our engineers tell you the Cyclan story! 


i 
ee | 
sae DETROIT OFFICE 
F 5-164 
SEALED POWER 


CORPORATION , GENERAL MOTORS BLDG. 
labia adel PISTONS -CYLINDER SLEEVES raeus 
ST. JOWNS, MICH. Leading Manufacturer of Automotive and Industrial Piston Rings since 1911 TesesTe 1-$e88 
ROCHESTER, IND. . — . - 

— Largest Producer of Sealing Rings for Automatic Transmissions «+ Power Steering Units 
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